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SERVING THE 19 SOUTHERN AND SOUTHWESTERN STATES 


rWINNING COMBINATION! 


A I ot , ...dimmy Bryan 
i and Perfect Circles! 


Belong: AP 
D sre ” ~~ 
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Winner of two famous 500-milers: 


Indianapolis at 133.791 m.p.h. 
Monza, Italy at 175.727 m.p.h. 


Take a top driver like Jimmy Bryan, team him 
up with a Doctor of Motors like George Salih, 
add a set of Perfect Circle Chrome piston rings 
for power protection, and you’ve got a great 
winning combination! 

Leading race car mechanics install Perfect Circle 
Chrome rings because they deliver the ultimate in per- 
formance. These mechanics know that Perfect Circle 
engineering and research create 2-in-1 sets tailored 
for top performance in each make and model engine. 


BE SURE OF CUSTOMER SATISFACTION. 
Install PC 2-in-1 Chrome sets for full power protection. 


PERFECT “CIRC 


PISTON RINGS POWER SERVICE PRODUCTS 
Hagerstown, Indiana In Canada: Don Mills, Ontario 





*BONDO 
crclustye! 


NEW "SURFORM’: MIRACLE SPEED FILES 


“SURFORM®”'* Files are the big- 
gest thing to hit the Autobody 
field since plastics. Check these 


New Cutting Principle features: 
SAVES TIME & MONEY Hogs off Bondo like it was 
spaghetti 


Cuts and forms Bondo like 
greased lightning 


Eliminates dust and heavy 
sanding 


“SURFORM®” Files never clog 
HUNDREDS OF FAST CUTTING 


RAZOR SHARP TEETH 7 “SURFORM®” models to choose 
— NEVER CLOGS from — one for every forming job 


°) Available to the trade only thru 
your Bondo Jobber. Get your set 


*A Famous 








There's a rack full of 
these “SURFORM®” Tools 
at your Bondo Jobber’s 
--» Stop in Today! 


THE ORIGINAL 
PLASTIC FIBERGLASS 


Plastic FILLER, 
ligg OMOTIVE-INDUSTRIA 
NAFT and MARINE REA 

DIVISION 


CHEMICAL CORP.  —— _——— 
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THERE’S A PERMATEX PRODUCT TO DO IT BEST 
... MADE FOR THE PROFESSIONAL! 


You spend so much valuable time on all these jobs . . . isn’t it logical to do them 
. right ... with the best products? Permatex products cost no more... yet do 
f ’ their jobs better and easier . .. make your work look good, last longer, satisfy 
: customers more. And they’re all made exclusively for you! Chemical products 
... made for the professional. 
Send for your copy of the Permatex Catalog . . . which tells you how and 
where to use every member of this famous automotive chemical family. Ask 
i your jobber or write us. Order the Permatex products you need! 


RIMAT Eas 


COMPANY, INCORPORATED v. 


300 Broadway, Huntington Station, L. L., New York 
Factories: Brooklyn, N. Y. « Kansas City, Kansas 
“There’s a Permatex product for every maintenance need” 


SEALING COMPOUNDS + POLISHES AND CLEANERS + RADIATOR PRODUCTS + SERVICE OILS AND FLUIDS + HYDRAULIC FLUIDS + SERVICE AND REPAIR PRODUCTS 
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Sales prove it! 


Casite’s 3-Zone Engine 
Protection is the hottest 
additive selling idea in 
the industry 


With this new concept of additive selling—PLUS new, im- 
proved products guaranteed to DO the specific jobs they’re 
recommended for—repeat orders from Casite Distributors 
have forced us to more than double our original production 


schedules! 


If you’re not cashing in, get started today. Casite has every 
engine additive you need. You have the convenience of com- 


plete supply from your Casite Distributor. Call him now! 


HASTINGS MANUFACTURING COMPANY - HASTINGS, MICHIGAN 
Casite Additives, Piston Rings, Oil Filters, Spark Plugs 


3 specific treatments 
for the 
3 specific engine zones 


for the 


FIRING 
ZONE 


Improved Casite Tune-Up frees 
sticky valves and rings, cleans 
carburetor and spark plugs, pro- 
tects against acid damage. List, 


for the 


FRICTION 


New 3-C H.D. Crankcase Con- 
centrate cushions and quiets 
noisy engines, cleans parts, in- 
hibits acids, reduces friction, 
toughens oil film. List, $1.50. 


Automatic 
Transmissions 


New “Smooth-Seal"”’ smooths 
out jerks and jars, stops leaks, 
protects delicate parts from wear 
and damage. List, $1.95. 


SPECIAL TRI-PACK CASE 
GIVES YOU COMPLETE STOCK 
FOR SMALL INVESTMENT 


Includes 8 cans 

Improved Casite 

Tune-Up, 8 cans 

=| 3-C crankcase 

concentrate, 8 

cans “Smooth- 

Seal.” Your jobber has Tri-Pack, 

and complete 24-can cases of in- 
dividual products. 
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PRICE 
MUFFLERS 


Than Factory 
Duplicate 


Replacements! 





LIST PRICE COMPARISON | 





























Factory Duplicate Q 

1966-68 Replacement 
MODELS Mufflers 
Buick 23.50 to 28.57 11. o 15.00 
Gadillac 14.30 to 20.15 8.20to 9.50 
Chevrolet 12.05 to 13.70 8.20 
Chrysler-De Soto 16.30 to 19.25 8.65 to 10.25 
Dodge 11.75 to 17.25 8.65 to 10.25 
Ford 12.10 8.20to 9.20 
Mercury 14.22 to 17.07 8.20 to 10.00 
Oldsmobile 13.55 to 18.40 8.65to 9.20 
Plymouth 11.75 to 16.75 8.20to 9.20 
Pontiac 9.75 to 14.95 8.20to 9.20 
Rambler 12.25 to 14.65 8.20to 9.20 

24 to 53% LOWER A 
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+ NEW 





x NEW- 


“Whis-purr” sound 


—pleasing low tone! 


2055 North Ruby Street @ Melrose 


—Straight-thru construction 
delivers full power! 


* NEW 


—Thermo-Dynamic Heat Control 
x NEW y 


inhibits rusting-out! 


ALSO a complete line of Chrome Side 


“Turbo-Jet” Diffuser eliminates 
back pressure! 


A moos. Pipes and Lakes Pipes . . . plus full line 
To Fit of Dual and Header Systems for all V-8's 
Every and 6-cyl. Chevrolets. 

Car 


Order from your GRAND Jobber today! 


AUTOMOTIVE PRODUC 


TS 


Park 
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NEW LIQUID 
Th ‘T ST Automatic 


SELF-DISPENSING 
WATERLESS 


LIQUID HAND CLEANER 
oy, 


NOW AVAILABLE 
IN THE 
AUTOMOTIVE FIELD 


USED WITH OR WITHOUT WATER 


“OUT-DATES” and “OUT-CLEANS” 
ALL OTHER LIQUID OR POWDERED SOAPS 
OR CONVENTIONAL HAND CLEANERS ! 


NEW WALL BRACKET... 


punctures, vents and locks container-dis- 

penser into place in one simple operation. NEW 

New dip stick indicates liquid level at a SHELF-SIZE 

glance. Same bracket fits both 45 oz. and : 

100 oz. container-dispensers. No change- nan oe [| Mocs CONTAINERS ! 

over needed. ‘ 
Fits easily into tool box, locker, glove compart- 
ment. Ideal for display and resale to service 
customers |! 


CLEANS HANDS CLEANER, FASTER ! 


” a“ 1 
KEEPS HANDS IN GOOD “WORKING” CONDITION ! CAN BE USED ANYWHERE... 
Dissolves and lifts out dirt and grease. Instantly and gently removes 


tenacious soils and stains conventional cleaners can’t touch. mounted in isolated stations where water is not 


readily available, cuts down on many time 
USED REGULARLY PREVENTS THE FORMATION OF consuming trips to washroom to wash hands. 
INGRAINED GRIME. 


Contains Lanolin to keep hands soft, prevent dry- NO MESSY REFILLING... 


ness and chapping ...Hexachlorophene to give 


: : : : simply insert DL Container-Dispenser and when 
antiseptic protection to open cuts and bruises 


empty throw away. 


DL PRODUCTS, INC. Dept. SAJ-5-11 
47-63 East Market St., Buffalo 4, N. Y. 


NAME 


COMPANY 


ADDRESS 


CITY STATE 


DL PRODUCTS, INC. BUFFALO 4, N. . @ ms 
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The Lark's having its own special flight in the Southeast while factories generally are 
doing better in sales this year than last. Studebaker lost ground over the South some 
year's back, but General Sales Manager S. A. Skillman pointed out in an interview with 
SAJ at Pinehurst, N. C., April 28 that "the ratio of improvement in the Southern areas 
is ahead of other sections in the country." Sales to governments have been booming, 
including substantial orders from Dade County (Miami), Fla., Atlanta and some North 
Carolina municipalities. S-P has added 89 well-heeled dealers (many of them 
"duals") since last July 1 in the several Southeastern states. 





eeneral Motors’ Corvair, Ford's Falcon and Chrysler's Valiant will be gunning 
for a siice of Lark's and American Motors’ Rambler American cake. The Corvair 
right now is expected to kick off this parade by displaying its rear-engine 
self possibly just before Oct. 1. The remaining two will appear probably 
weeks later, although a speed-up may set up the debut schedule. 





State withholding taxes on incomes are breathing down some necks. South 
Carolina's becomes effective Jan. 1. North Carolina is considering this 
“windfall.” They will mean added bookkeeping. 





Independent garage owners are stepping up their share of the repair market dollar. 
That's what Executive Director Ralph H. James of the Independent Garage Owners of 
America told the annual convention of the North Carolina Automotive Wholesalers 
Association last month. The percentage has climbed to 35% from 27%, and with IGOA's 
drive to assist in providing more mechanics through federally-aided training pro- 
grams, plus IGOA'’s merchandising programs, the percentage should rise, said the 
ex-garageman of Tulsa. James announced plans for a membership drive for the 
Carolinas in July. 





Variances appeared "within factory families" on NADA's permissive legislation 
poll, it was pointed out by NADA President H. L. Galles, Jr., in his address 
before the annual convention of the North Carolina Automobile Dealers Asso- 
ciation. In the poll (see page 173), Dodge dealers, for example, were "much 
more strongly" for the permissive legislation than the De Soto dealers who 
responded. With more than 67% of the respondents endorsing P.L., "Shall 
NADA be evasive?” the Albuquerque Cadillac-Oldsmobile dealer wanted to know. 
And he answered, "No, we will not, and we are today initiating permissive 
legislation" before Congress. 





Informal interviews with Tarheel dealers at the convention showed many 
Ford dealers especially (but not all of them) opposed to P. L. Some even 
said they planned to resign from NADA "because there's no point in 
belonging to something that's trying to put us out of business," while 
other opponents said they would try to fight from within the 23,000-dealer 
body. NADA repeatedly stressed that the proposal would merely permit a 
factory and its dealers to agree on distribution matters without fear of 
anti-trust action, if dealers and their factory desired to take action. 
NADA said dealers could still sell their cars where and to whom they 
pleased, but some North Carolina dealers said this wasn't clear and they 
wondered what penalty, if any, would be proposed for selling beyond a 
dealer's usual trade area. 





SOUTHERN AUTOMOTIVE JOURNAL for MAY 1959 
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—and in trucks, tractors, and cars 


Sealed Power KromeX 
Stainless Steel OilS 


Stainless steel oil rings are one 
of the reasons America’s largest 
engine builders are using Sealed 
Power Rings as original 
equipment. 

New design... new material... 
fully tested! These rings come in 
fast, control oil even under high 
vacuum conditions or in tapered 
and out-of-round bores. 


Just one of the reasons why 


They are easy to install. Always 
right tension—never any groove 
depth worries. 

Sealed Power’s stainless steel 


BEST FOR RE-RING! 


oe} | Miele) \i i fe) Fi: 


SEALED POWER CORPORATION 


Sealed Power KromeX Ring Sets 





Piston Ring Sets with 
Rings control oil 


oil ring is a 3-piece ring. Be- 
cause it is self-expanding and 
not dependent oncontact with 
the bottom of the ring groove 
for tension, it is not affected by 
variations in groove depth. 


No depth gauges, shim stock or 
extra spring needed. No time 
wasted —no mistakes getting the 
wrong set. 

Yes, easy to install! And they 
stop smoking, control oil better 
and longer than any ring on the 
market. Try stainless steel oil 
rings in KromeX ring sets, soon. 


* MUSKEGON, MICHIGAN 


BEST FOR RE-BORE! 
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Arvin Industries Enters 
Aftermarket This Year 


RVIN Industries, Inc., Colum- 

bus, Ind., producers of muf- 
flers for motor vehicles since 1927, 
will enter the aftermarket field 
around mid-year, according to El- 
do H. Stonecipher, vice-president 
and general manager of the auto- 
motive division. 

The aftermarket lines will be 
the broadest and most complete 
available, according to Ken M. 
James, department sales manager. 
They will include a _ complete 
stock of mufflers and exhaust- 
system parts for passenger cars 
and trucks manufactured during 
the last 20 years. 

“In addition to the conventional 
mufflers,” James said, “there will 
be heavy-duty truck mufflers 
and ‘Hollywood’-type passenger- 
car mufflers. “Arvin mufflers will 
be zinc-coated to provide extra 
corrosion resistance and products 
will be marketed only through 
warehouse distributors, he said. 


Pontiac Production Hits 
Double "58 Pace 


IX months after full-scale pro- 

duction began last fall, 1959 
Pontiac production reached 217,303 
units, the same number of cars 
produced during the entire 1958- 
model year, according to S. E. 
Knudsen, GM vice-president and 
general manager of Pontiac Motor 
Division. 

At the present time, Knudsen 
said, sales of the 1959 models are 
exceeding last year’s sales by over 
50%. 


Persia Chevrolet Heads 
For Million a Month 


— than a million dollars a 
month is the current net sales 
for a New Orleans Chevrolet deal- 
ership whose net sales last year 
reached $10,500,000. 

In announcing the promotion of 
Mike Persia, Jr., from vice-presi- 
dent and general manager to presi- 


dent and of Mike Persia to chair- 
man of the board, Persia Chevrolet 
Co. revealed that since the dealer- 
ship was purchased from J. D. 
Cathey Chevrolet Co. in 1950, net 
sales had skyrocketed from the 
$4,500,000 tallied in the first nine 
months of Persia’ ownership. In 
1955 net sales amounted to $7,500,- 
000. 

Mike Persia, Jr. (shown above 
with his father), said, “We are 


looking forward to our greatest 
year in 1959. So far we have aver- 
aged $1,000,000 per month in net 
sales for the first quarter and this 
figure should increase to well over 
$12,500,000 for the entire year.” 

He has been associated with 
Chevrolet dealerships over 15 
years, starting with the Ormsby 
Chevrolet franchise in Dallas, 
Texas. 

Mike Persia also has dealerships 
in Houston and San Antonio. 


Anti-Freeze Sales Reach 
110,216,357 in "58 


| rte -y- sales for 1958 to- 
taled 110,216,357 gallons, com- 
pared with 106,874,822 gallons 
sold in 1957, according to the four- 
th annual survey conducted by 
Chemical Specialties Manufactur- 
ers Association. 

Of last year’s sales, 94,649,358 
gallons, or 85.9%, were of the 
permanent-type, while the remain- 
ing 15,566,999 gallons, or 14.1%, 
were of the primary methanol 
type. 


“It'll cost $40 to take it off the critical list, Doc.” 
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AUTOMCRYLAC 


300-A WHITE 
TINTING BASE 


—— 


e BASIC TINTING COLORS 


e A NEW, ACCURATE 


MIX-O-MATIC COLOR MACHINE 


e THREE CONVENIENT 


AGITATOR-STORAGE UNITS 


Zac-Lac’s new Acrylac Acrylic finishes are formu- 
lated to give a high, durable gloss and lasting color. 
They require a minimum of rubbing and polishing. 
They are simple to apply to either spots or panels. 
Just use the same procedures as with conventional 
type lacquers. Conventional lacquer or enamel may 
be applied over Acrylac, using the same preparatory 


system. 


} mee ' 
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This modern power 
agitator has a zinc 
top, aluminum blade, 
and newly designed 
spout with an auto- 
matically opening air 
hole for convenient 
pouring of from one 
drop to the entire can. 


Saeno.s $2.80 
$2.00 


Quart 
Size No. 6 


Per] 


The handy Shop-Mate 60 gallon stor- 
age unit has automatic agitators for 
7 cans at a time. Three removable 
shelves store quart cans. 


Shop-Mate 7-place Agitator 


and Storage $1 33.40 


Unit No. 1 
Also available, Shelf-O-Matic 35-place 


Agitating and 105 $360.00 


can storage unit. 


Distributor Territories Available —Write Today 


TAC-LAC 


Zac-Lac’s all new Mix-O-Matic 
color machine is made with pre- 
cision accuracy and designed for 
easy operation. You can get ex- 
actly the right formula every 


$6 75° 


Mix-O-Matic Color 
Machine No. 10 
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350 SIMPSON STREET, N. W., ATLANTA, GEORGIA 


@ ENAMELS @ PRIMER-SURFACERS @ PRIMERS 
@ COMPLETE AND ACCURATE COLOR MIXING EQUIPMENT 


@ ENAMEL ACCELERATOR 


MANUFACTURERS oF: } @ ACRYLAC © THINNERS 
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Looking Ahead } 


May 17-19 — Annual convention of 

‘ Texas Automotive Dealers Associa- 
tion, Hotel Texas, Fort Worth. 

May 22-23 — Annual convention of 
New Mexico Automotive Dealers 
Association, Western Skies Hotel, 
Albuquerque. 

May 29-June 6 — Annual summer 
meeting of Automotive Trade As- 
sociation of Maryland aboard 
Queen of Bermuda, sailing from 
New York. 

June 9—Annual convention of Dela- 
ware Automobile Dealers Associa- 
tion, Henlopen Hotel, Rehoboth 
Beach, Del. 

Aug. 9-11—Annual convention of 
Georgia Independent Automobile 
Dealers Association, General Ogle- 
thorpe Hotel, near Savannah. 

Aug. 23-26—Annual convention of 
West Virginia Automobile Dealers 
Association, Greenbriar Hotel, 
White Sulphur Springs. 

Sept. 20-22—Annual convention of 
Kentucky Automobile Dealers As- 
sociation, Kentucky Dam Village. 
Gilbertsville. 

Oct. 11-13—Annual convention of 
Automotive Trade Association of 
Virginia, John Marshall Hotel, 
Richmond. 

Oct. 18-20—Annual convention of 
Florida Automobile Dealers Associ- 
—_ Robert Meyer Hotel, Jackson- 
ville. 

Oct. 25-26—Annual convention of 
Oklahoma Automobile Dealers As- 
sociation, Hotel Tulsa, Tulsa. 

Nov. 15-17—Annual convention of 
Mississippi Automobile Dealers As- 
sociation, Buena Vista Hotel, Bi- 


. 21-23—Annual convention of 
Arkansas Automobile Dealers As- 
sociation, Hotel Arlington, Hot 
Springs. 

Jan. 30-Feb. 3—Annual_ conven- 
tion of National Automobile Deal- 
ers Association, Sheraton-Park Ho- 
tel, Washington, D. C. 

Jan. 28-Feb. 1, 1961—Annual conven- 
tion of National Automobile Deal- 
ers Association, San Francisco. 

Feb. 3-7, 1962—Annual convention of 
National Automobile Dealers As- 
sociation, New York City. 


GARAGEMEN 


June 24-27—Anpual convention af 
Independent Garage Owners of 
— Albany Hotel, Denver, 

olo. 


WHOLESALERS 


May 17-19 — Annual convention of 
Automotive Wholesalers Associa- 
tion of Tennessee, Castle in the 
Clouds Hotel, Lookout Mountain, 
near Chattanooga. 

May 17-20 — Annual convention of 
Automotive Engine Rebuilders As- 
sociation, Royal York Hotel, To- 
ronto, Ont. 

June 22-23—Annual convention of 
Automotive Wholesalers Associa- 
tion of Alabama, Stafford Hotel, 
Tuscaloosa. 

Sept. 27-29 — First convention of 
Southeastern Automotive Market- 
ing Association, Biltmore Hotel, At- 
lanta. 

Oct. 16-17 — Annual convention of 
Automotive Wholesalers Associa- 
tion of Louisiana, Capitol House, 
Baton Rouge. 

Oct. 21-24—Annual convention and 
booth conference of Automotive 
Wholesalers of Texas, Adolphus 
Hotel, Dallas. 

Nov. 2-5—Annual convention and 
conference of The Automotive 
Warehouse Distributors Association, 
Muehlebach Hotel, Kansas City, Mo. 

Feb. 10-13—Automotive Service In- 
dustry Show, Coliseum, New York 
City, preceded by the first annual 
convention of Automotive Service 
Industry Association at Carnegie 
Hall. 

March 24-27—Southwest 
tive Show, Automobile 
Dallas, Texas. 


GENERAL 


Oct. 5-7—Annual convention and ex- 
hibit of Truck Body and Equipment 


Automo- 
Building, 


Association, Sherman Hotel, Chi- 


cago. 

Oct. 28-30 — 12th annual convention 
and trade show of Automotive Parts 
Rebuilders Association, Roosevelt 
Hotel, New Orleans. 

Oct. 5-7, 1960—Annual trade show 
and convention of Automotive 
Parts Rebuilders Association, 
Conrad Hilton Hotel, Chicago. 


50 Millionth Vehicle 


Rolls Off Ford Line 
Fer Motor Co.’s 50 millionth 
vehicle built in the United 
States rolled off its Dearborn, 
Mich., assembly line April 29. 
Although the “‘golden milestone” 
unit—a Ford passenger car—was 
assembled at the historic Rouge 
plant, most of the company’s other 
manufacturing and Ford assembly 
plants had a part in the produc- 
tion. They forwarded parts to 
Dearborn for incorporation into 
the milestone car. Outside sup- 
pliers also provided parts desig- 
nated specifically for the unit. 
Except for one time, production 
of milestone vehicles has been ob- 
served by Ford Motor Co. since its 
early days. In the rush of produc- 
ing Model T’s at a record pace, the 
company overlooked completion of 
its millionth car in September 
1915. 


No housewife ever had a job this big! In order to prevent jet engine 

damage resulting from stones and other debris being sucked into the 

engines, Pan American World Airways operates this giant vacuum 

sweeper to clean ramps and runways for its “707” jets at New York's 

Idlewild Airport. The sweeper, mounted on a new 2'2-ton Dodge truck 

chassis, is made by Wayne Mfg. Co., Pomona, Calif., and has a clean- 
ing capacity of 1,000,000 square feet an hour. 
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Put ‘instant buying power’ 
at your customer’s fingertips 


Often when a customer hesitates about putting 
his name on the dotted line it’s because a sales- 
man has forgotten to include the convenience 
and ready availability of the dealership finance 
plan in his sales presentation. Remember, sound 
selling strategy today calls for complete selling. 
Along with selling the desirability of the, car sell 


its immediate availability through your dealer- 
ship finance plan. You can put instant buying 
power at your customer’s fingertips with the 
Associates Pleasant Purchase Plan. Offer your 
customers the ease and convenience of financ- 
ing with the best dealership finance plan avail- 
able and close many “maybe” deals on the spot. 


ssociates 


SOUTH BEND, INDIANA 





ASSOCIATES INVESTMENT CO. — ASSOCIATES DISCOUNT CORP. — ASSOCIATES DISCOUNT (CANADA) LTD. — EMMCO INSURANCE CO. 
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{Continued from page 9) 








Airless tires are now being tested for introduction on 
the market at some future date. Dayton experimental 
airless tires are shown being fired upon with high- 
powered rifles by police during experiments. Regular 
Dayton tires filled with Polyrubber, a foamed-in-place, 
urethane flexible plastic, were subjected to extreme 


Molded Tires Are Near, 
Says Dayton President 


UTOMOBILE tires molded from 

synthetic materials without 
cords, plies or expensive fabrica- 
tion “are much closer than we 
may think,” according to Clowes 
M. Christie, president of The 
Dayton Rubber Co. 

Molded from solid urethane, 
tires of the future, Christie said, 
will give greatly increased mileage 
at considerably less cost. They 
will hold normal air pressure in- 
definitely because of the non- 
porous nature of the material, he 
said. 

“There will come a time when 
tire prices will no longer be a 
factor in the motorist’s budget,” 
Christie said. 

He added that style-conscious 
car owners will find yet another 
advantage in solid urethane tires. 

“The material could be supplied 
in any color, custom-blended to 
match the car’s finish,” he said. 
“Since the color will be through- 
out the tire, there will be no fad- 
ing or wearing off.” 

Use of solid urethane as a long- 
wearing tread material is al- 
ready under development, Christie 
said, adding that the material will 
be as important to tires of the 
future as natural rubber was 30 
years ago. 


South Carolinian Becomes 
Manager of NADA 


WELL-KNOWN native of York, 

S. C., is the new executive 
vice-president of the 23,000-mem- 
ber National Automobile Dealers 
Association. 

Appointment of NADA’s general 
counsel, James C. Moore, came 
from H. L. Galles, Jr., of Albu- 
querque, NADA president, who 
commented on this board action: 

“The dealers of America have 
long been aware of the administra- 
tive abilities displayed by Mr. 


. Moore since his appointment as 


general counsel of our association. 
He has had an outstanding career. 


Executive Vice-President Moore 
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punishment by bullets and buzz saws during tests. This 
is the first of a series of tests using the foamed plastic, 
manufactured by American Latex Products Corp., 
Hawthorne, Calif., a subsidiary of The Dayton Rubber 
Co. When the Polyrubber is inserted in a tubeless tire it 
reportedly forms permanent bond with casing and rim. 


as a lawyer and is well-versed in 
all dealer problems. 

“In looking over the applications 
filed for the position of the execu- 
tive vice-president, we were 
quickly convinced that the man 
who could contribute the most to 
our members was our own general 
counsel. The unanimity of his 
election as executive vice-presi- 
dent is not only a testimony to 
his contributions of the past— 
which have been many and are 
well-known to all dealers — but 
also serves as an index to the faith 
that we have in him and our pres- 
ent NADA staff for the future.” 

Moore, who succeeded Frederick 
J. Bell of Norfolk, Va., who re- 
signed late last year, has been with 
NADA since 1950, Earlier he had 
been a member of the staff of the 
Anti-Trust Division of the U. S. 
Department of Justice. He has 
been acting chief administrator of 
the association since last Decem- 
ber. 

Moore went to Washington in 
1937 and is a graduate of the 
Columbus University School of 
Law. His appearances on many 
state dealer convention programs 
in recent years have impressed 
dealers with his keen ability and 
alertness to their problems. 

NADA headquarters at Wash- 
ington in its own new building, 
which is now being enlarged. 





"They really go 





for the best" In C-X-Y A 





Available in Frosty Tweed or Pop- 
ular Stripe Patterns — In Regular 





King Size, and Klear-a-Kross 





KOOL KOOSHION MA 











Kooshion 


Another 
_ Qualit 

- HECO- ) 

Product 
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“Don’t you have any sort of ‘child's plate’ price for these small cars?” 


Alabama Jobbers and Garagemen to Air 
Joint Problems at Tuscaloosa June 22 


Gcores of garagemen from all 
over Alabama are expected to 
attend a special phase of the an- 
nual convention of the Automotive 
Wholesalers Association of Ala- 
bama at Tuscaloosa next month 
which will deal with jobber- 
garageman mutual interests. 

James J. “Jimmie” Mitchell of 
Birmingham, president of the In- 
dependent Garage Owners of Ala- 
bama, announced that the garage- 
men would meet separately after 
the morning and luncheon meeting 
to be held June 22 at the Stafford 
Hotel. 

“The wholesalers are shaping 
up a program which will be high- 
ly informative for us garage op- 
erators,” said Mitchell, “while our 
separate meeting will bring out 
the advantages of belonging to our 
own state association, as many 
garagemen don’t realize the big 
savings in insurance and _ hospi- 
talization costs, among _ other 
things, which our association pro- 
vides.” 

The part of the wholesalers’ 
program,. being held from 9:30 


oat 


President Mitchell 


a.m. June 22 through luncheon at 
12:30 p.m. at which the garage- 
men will be the jobbers’ guests, 
includes an address by J. F. In- 
gram, state supervisor, Trade and 
Industrial Education Department 
of Alabama, a talk on taxation of 
business designed to be helpful to 
garagemen and jobbers alike, and 
an address by William C. “Bill” 
Herbert, editor of SOUTHERN 
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AUTOMOTIVE JOURNAL, on the im- 
portance of and value to be re- 
ceived by garagemen and jobbers 
working together. 

N. Jack Rhodes of Birmingham 
is president of AWAA and John 
W. Rooney of Montgomery is ex- 
ecutive secretary. Both officers 
expressed hope the garagemen 
would turn out in large numbers 
for the combined meeting. 

IGO of Alabama is a part of the 
Independent Garage Owners of 
America, a group which has set a 
record for bringing garagemen 
into one association which today 
embraces 32 states and has indi- 
vidual members as far away as 
Alaska and Hawaii. IGOA’s full- 
time staff serves its approximate- 
ly 4,500 members from _ head- 
quarters offices maintained at Tul- 
sa, Okla. 


Upgrade the Customers, 
Tire Official Urges 


ab OU owe it to yourselves to 
upgrade as many customers 
as possible—not to sell at the low- 
est possible price, but at the high- 
est standard of quality, safety and 
value.” 

That is what J. G. Ragsdale, ad- 
vertising manager of The General 
Tire & Rubber Co., told the tenth 
annual conference of the Cali- 
fornia Tire Dealers Association 
last month. By keeping people 
from riding on dangerously worn 
tires and by giving proper service, 
he said, tire dealers are saving 
countless American lives yearly. 

“We owe it to our communities 
and to our industry to sell safety 
—to combat the fear complex that 
could possibly become great 
enough to reduce car travel ap- 
preciably,” he said. 

According to a survey conduct- 
ed by Du Pont, Ragsdale said, 
60% of the car owners interview- 
ed said they bought first-line or 
premium replacement tires be- 
cause of greater confidence, longer 
life and puncture and blowout pro- 
tection. 

“No longer then is the first-line 
or premium tire a luxury appen- 
dage to the replacement tire busi- 
ness. These better tires are what 
the majority of people—the mass 
market—want and will pay for,” 
he said. 








THEY’RE VERY IMPORTANT... 


If broken studs, bad bolt hole threads, cracks, clogged air passages 
or improperly torqued heads are overlooked in rebuilding engines, trouble 
and failure can result. 


You don’t have to worry about details such as these when you install 
Rogers Remanufactured Engines. Because Rogers makes sure that every 
detail is taken care of and superbly machines every part, you get freedom 
from trouble previously unheard of in the exchange engine business. 


Building top quality engines since 1920 
Rogers now serves the entire Southeast. 


"ROGERS 


Remanufactured 


ENGINES 


1060 Huff Road, N. W., Atlanta, Ga. 
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"Unrestricted Market" for Dealers 
Seen Best by Studebaker President 


*] FEEL a dealer is entitled to an 
unrestricted market. I think 
it is good for the industry, the 
dealer and the consumer.” 

That comment came last month 
from President Harold E. Chur- 
chill of Studebaker-Packard Corp. 
in an interview with SOUTHERN 
AUTOMOTIVE JOURNAL at Pine- 
hurst, where he was attending the 
annual convention of the North 
Carolina Automobile Dealers As- 
sociation. 

The former chief engineer of 
Studebaker went on to say, how- 
ever, that by his statement he was 
not endorsing “stimulator” deal- 
ers, since he felt that every deal- 


President Churchill 


er’s operations should be con- 
ducted so as to be profitable to 
him while rendering a service to 
his community. The interview fol- 
lowed by one day the announce- 
ment of the poll by NADA in 
which more than two thirds of the 
replies favored permissive legis- 
lation, if desired by factories and 
their dealers, to correct any mal- 
distribution of cars. 

S. A. Skillman, S-P vice-presi- 
dent and general sales manager, 
said in the joint interview that he 
felt “a dealer should have unre- 
stricted opportunity” and that his 
factory had followed a policy of 
selecting dealers with an eye on 
their market potentials. 

Churchill asserted, when re- 
minded of the “Big Three” small 


cars coming out this fall: 

“The Lark is becoming solidly 
entrenched. We haven’t' even 
scratched the surface of the po- 
tential.” 

He declined to estimate the 
market for Larks next year, con- 
sistent with his reputation for bit- 
ing off no “blue sky” chunks, but 
pointed out that in March this 
year more than 14,000 Larks were 
delivered “and historically March 
sales are ten per cent of the year’s 
market’”—which would be nearly 
150,000 for 1959. S-P has a ca- 
pacity, with its recent 15% en- 
largement, of 300,000 units a year. 

Who is buying the Lark? 

Skillman replied that a recent 
comprehensive survey by his com- 
pany revealed that over two 
thirds of the owners of this car, 
which first came out last fall, had 
only the Lark for transportation. 

Churchill, a favorite of editors 
because of his frankness, com- 
mented, “I think the buying pub- 
lic is in rebellion over the costly, 
yearly changes made for the sake 
of change only. The public is just 
beginning to realize the tremend- 
ous increment in the price these 
changes represent.” 

“Will there be a strike?” he 
wanted to know when asked if S-P 
had hedged against the possibility 
of a steel strike this summer by 


advance buying. However, he said 
that his factory was “protected 
through the late fall or early win- 
ter” in the event of such a strike. 

No comment on the NADA poll 
results was forthcoming from 
Benson Ford, a vice-president of 
Ford Motor Co. and chairman of 
its dealer policy (relations) board, 
who was also at the North Caro- 
lina meeting. His talk (see page 
155) dealt with a general subject. 


Annual Model-Changing 
Essential, Galles Says 


eeW= MUST register with our 
manufacturers our need for 
changes in models.” 

That’s what H. L. Galles, Jr., 
Albuquerque Cadillac-Oldsmobile 
dealer and president of the Na- 
tional Automobile Dealers As- 
sociation, told the 24th annual 
convention of the North Carolina 
Automobile Dealers Association at 
Pinehurst April 27. 

Increasing purchases of foreign 
cars, which aren’t altered ma- 
terially as often as American- 
made cars, will tend to create in 
the minds of foreign-car purchas- 
ers a feeling that frequent trading- 
in of their old cars isn’t important, 
he pointed out, with a resulting 
threat to new-car sales. 

For the brighter side, he re- 
called, “in the last ten years 
motor travel has almost doubled 
in the U. S.” and the car “is still 
a man’s second most treasured 
possession.” 

More News Briefs on page 170) 


Officers who will lead the North Carolina Automobile Dealers Associa- 


tion for the next year are (l. to r.): 


J. W. Morton of New Bern, 


treasurer; Clarence W. Wickham of Tarboro, vice-president; C. Odell 
Sapp (Chevrolet) of Salisbury, president; Frank E. Woods of Char- 
lotte, secretary, and Mrs. Bessie B. Ballentine, executive secretary. 
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NEW TODAY...DESIGNED FOR TOMORROW...TO GIVE YOUR CUSTOMERS 


EXPRESSWAY PERFORMANCE! 


A ® E M | T E Only Alemite offers you a complete, dependable source 


for all your modern service equipment needs. Alemite 


THE ONLY COMPLETE LINE equipment not only gives you faster, longer-lasting 
OF SERVICE EQUIPMENT! service. It is backed by unmatched protection in writ- 
ing. Only Alemite offers: (1) a 27-month “Sealed-in Air 


@ Deluxe lubricant pumps and drains Motor” warranty... (2) a 12-month Equipment War- 
ranty...(3) a 12-month warranty on high-pressure 
7 hose! And Alemite maintains 484 service centers coast- 
@ Electronic wheel balancer to-coast, to give prompt attention to any maintenance 


@ New Cross-Sight Aligner or repair problem. 
@ Spray-Kleen Car Wash System ALEMITE 
Dept. AW-59,1850 Diversey Parkway, Chicago 14, Illinois , os 


@ Overhead hose reels 





Want more facts? Use Reader Service Card Page 137 SOUTHERN AUTOMOTIVE JOURNAL for May 1959 








SHOCK-BOOSTER 


@ New Lehn Vlmey Valter 
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SNUBBER BOOSTER 





Snubs Shocks like Shock Absorber 





@ fastest selling helper spring in America 
@ adjustable — raises car as high as you want — or either side 


takes over where worn out shocks or sagging Springs cause rough riding 





economical, fast substitute for new springs 


increases carrying capacity up to 700 pounds 


just 3 sizes to stock — fits most models and 
makes of cars, light trucks and trailers 


install in just ten minutes P 4 


Y «2 


wr 


a 


veo” 


_ 


” \ 


‘ 


\ paw 


CASH IN BY ORDERING NOW 


4 
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LAHER SPRING & TIRE CORP. 


OAKLAND: 26TH & MAGNOLIA STREETS, Hi 4-1350 © MEMPHIS: 300 MADISON AVENUE, JA 3-1344 


FORT WORTH LOS ANGELES SEATTLE PITTSBURGH SPOKANE 
910 Florence St. 807 East 8th St. 714 E. Pike St. 1208 Powers Run Road 1319 W. Second Ave. 
070 


ED 6-0182 MA 7-3535 EA 2-0366 . 207 RI 7-3105 
PORTLAND SACRAMENTO SALT LAKE CITY SAN FRANCISCO ST. LouIs 
N.W. 15th & Davis 1217 - 16th St. 541 South State St. 98 - 12th St. 3041 Olive St. 
CA 7-1406 GI 2-6851 EM 3-5871 KL 2-2106 JE 1-2727 











Swings in, out... head tilts up, down 


It’s the new Arrow “driver-customized” Swing-Away Mirror. For all-around 
performance, the Arrow Swing-Away is hard to beat! 


e variable extension—from 14/2” to 24%”. 
positive locking nuts. 
““customizer’’ head—marker lights (note Lo-Boy marker light on head), reflectors, 
company insignia may be mounted on its flat surface. 
¥,” plate glass for extra strength. 
mirror protected against condensation. 


fits all trucks. 


baked black enamel finish. des ig ms 


See your jobber, or write for details. Arrow Safety Device Co., Georgetown, with the 


Delaware. 


FLEET 


in mind! 


360° FOR ADJUSTS EVEN IN 
BEST OPERATING “SWING-IN”’ OR SE 
CONDITIONS POSITION BEST VIEW MANEUVERING 
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PROGRESSIVE ENGINEERING MAKES THE DIFFERENCE 








DELCO-REMY WATERPROOF 
REGULATORS NOW AVAILABLE 
FOR ALL POPULAR AMERICAN CARS 





Better electrical performance and greater dependability in any weather 
are important user benefits found in Delco-Remy’s waterproof standard 
generator regulators, now available for general replacement use. 


And here are the features that make them the right regulators for all 
popular American cars and trucks. 


New overhanging one-piece formed steel cover and mating base 

Es) shed road splash . . . convenient attaching screws are outside the 
enclosed area. Molded soft rubber gasket seals out harmful oil 
and water vapors. 


6 Integral sleeves of molded nylon insulator form permanent seal 
around rivets—assure watertight base. 


New, longer, more flexible armature contact spring on voltage 
6 regulator unit assures more positive closing of contact points for 
smoother operation. 


Welded electrical connections and highest quality tungsten and 
4) non-tarnishing precious metal contact points assure minimum 
resistance, maximum durability. 


ss) Special fine thread screw-type controls allow easy, highly ac- 
curate adjustment of all three units. 


Always replace with Delco-Remy waterproof regulators. Built to 
highest quality standards by the world’s largest original equipment 
manufacturer, these improved regulators are available from your car 
or truck dealer or the United Motors System. 


DELCO-REMY «+ DIVISION OF GENERAL MOTORS + ANDERSON, INDIANA 


GM GENERAL MOTORS LEADS, THE Y—STARTING WITH 


ores 
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WHY TAKE A CHANCE 
WHEN YOU CAN SELL GENUINE— 


EATO 


Original Equipment 


Da Quality 
S27 RADIATOR 


PRESSURE CAPS 


Scientifically Designed 
for Today’s 
High Compression Engines 


Eaton premium-quality caps—available for the first time as 
replacement parts—are produced to meet cat manufacturers’ 
rigid quality standards. Millions of these caps have been used 
as original-equipment on America’s leading motor cars and 
trucks, Eaton Caps include quality and safety features not 
offered by any other cap on the market. Exclusive Eaton 
design permits the cap to be removed without hazard. 


Positive sealing and pressure release action assure more 
efficient and economical engine operation. You'll sell more 





of these premium-quality caps—easier—make more money and 





more satisfied customers! 





16-Cap Display Assortment Services All 
Popular Make and Model Cars 


This EATON COOLING 


SYSTEM TESTER 
The E Cooling $ d Cap T " 
will Sell Caps for You! Sethi dake Gk teenie % addicen 


time. Self-contained design eliminates the need 
Ask Your Jobber for Complete for adapters. Testing of pressure caps, entire cooling system, 


Information cylinder head and head gaskets, and motor block is accom- 


plished with one easy-to-use precision instrument. 


STAMPING DIVISION 
MANUFACTURING COMPANY 
CLEVELAND 10, OHIO 
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Better products, faster from your BCA bearing jobber: 








CROSS SECTION shows 
deep, contour-ground race- 
way; high shoulder that 
supports balls sideways un- 
der thrust load. 














BCA cuts a deep ‘roadway; leaves a high shoulder 
so wheel bearings stand up on the curves 


Uninterrupted raceway and extra-high shoulder 
let this BCA bearing take 
sideways thrust of 150% of direct load 


Wheel bearings take a beating! They have to carry heavy direct 
loads on straightaways . . . take powerful sideways thrust loads 
on the curves. That’s where BCA’s longtime automotive bearing 
experience pays off! 


Extra-high shoulder on one side of outer ring lets BCA wheel bearing 
take high thrust loads in one direction—up to 150% of direct load 
rating. Low shoulder on other side permits loading with maximum 
number of balls . . . gives this bearing high direct-load capacity, too. 


In wheel, clutch, transmission, differential or generator, BCA ball 
bearings give long, trouble-free service . . . install easily to save 
you work. When you need replacements, call your BCA jobber for 
fastest service! 





BCA BALL BEARINGS 


FEDERAL-MOGUL SERVICE 
DIVISION OF FEDERAL-MOGUL-BOWER BEARINGS, INC. » DETROIT 13, MICHIGAN 
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Still time to 


WIN! 
WIN 
WIN! 


FIRST PRIZE 


BUICK LESABRE 


(or a comparably priced U. S.-made car of your choice) 
The stunning LeSabre 4-door is the most popu- 
lar Buick. Equipped with heater and defroster, 
radio, white sidewall tires. Ultra-power Wildcat 
engine. Twin-Turbine automatic transmission. 
Delivered ready to drive. 





7 SECOND PRIZES OF AN 


RCA COLOR TV S&T 


RCA’s sleek new Southbridge lowboy brings the ultimate in ‘‘Natural 
Living Color.’’ Color-Quick tuning, all controls lighted. Three-speaker 
Panoramic FM Sound setup doubles as a stereo speaker unit. 


WD7 courte prizes 
ofA SPORT JACKET 


The new 17-inch-screen ' 


77 THIRD PRIZES OF A 


Philco New- Matic 
Slender Seventeener is 
as light and trim as a 
brief case. New-Matic 
Remote Control changes 
channels with only a 
squeeze. A rotating 39- 
inch antenna telescopes 
out of handle. 


a > 
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New featherweight, 
weatherproof nylon jack- 
et is ideal for all sports. 
Bright new colors and 
smart cut make it the 
most versatile jacket 
you’ve ever owned. Zip- 
per front. Elastic back. 
Fully washable. 
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YOU WIN WHEN YOUR CUSTOMERS WIN IN THE 
DU PONT $100,000 “LUCKY 7” CONSUMER CONTEST 


ee Here’s all you do: 
"ee rd. gf k 1. Ask your Du Pont No. “7” jobber salesman or mail the coupon below to 
order your Contest Promotion Kit, including Official Entry Blanks and 
complete contest details. 





When you receive your kit, be sure to put your 
name, your firm name and address in the cou- 
pon portion of the Official Entry Blank. This 
identifies you with your winning customers so 


you can win, too. Ol PONT 


Hand out Official Entry Blanks to all your cus- AUT 
tomers. The more you hand out, the greater POL! SH 


your chances of winning. 
AND c LEANER 

You profit from extra sales, too! Winning 

customers also receive big bonus prizes when they 

have purchased a Du Pont No. “7"’ Product. This 

means sales are building to a peak as more and more 

people enter the contest. Make sure you have a full 

supply of all No. “‘7”’ Products ready. Order from 

your Du Pont No. “7” jobber salesman today! 


The Du Pont “Lucky 7” Dealer Sweepstakes is subject to 
federal, state and local regulations. Dealer Sweepstakes 
closes midnight, August 15, 1959. 


R. H. Donnelley Corp. 
230 E. Sandford Bivd. 
Mount Vernon, N. Y. 


BETTER THINGS FOR BETTER LIVING 
. +. THROUGH CHEMISTRY 


Rush FREE Du Pont ‘‘Lucky 7” Contest Promotion Kit consisting of: 
Official Entry Blanks, Display Material, Complete Dealer Sweepstakes Details. 


MAIL TO: 
DEALER NAME 


MAIL THIS COUPON 
TODAY to: 





ADDRESS 





CITY ZONE STATE 


(This will be used as your shipping label. Please print carefully.) 








FOR YOUR FREE 


DU PONT “LUCKY 7” CONTEST 


PROMOTION KIT 


Contents: Merchandise—4th Class Matter 
SAJ-95 This parcel may be opened for postal inspection if necessary. 
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WALKER — first through the years in muffler engineering... 
first in the use of rust resistant materials... 
first with merchandising that really “comes alive” for you... 


NOW LEADS AGAIN! 


WE INSTALL MONITOR, with its high. rating and powerful 


audience appeal, penetrates every local community. 

Walker is using the entire NBC network of 199 

stations. In your area, over your local NBC Station, 
am, 


Bob and Ray are sending car owners to you for the 
WALKER best muffler value in town. Your WALKER Certified 
, EXHAUST SYSTEM SERVICE SIGN makes this 


powerful radio advertising your local advertising! 


WALKER “1° SILENCERS 





EXHAUST SYSTEM SERVICE 











LEADS AGAN// 


WALKER Precision-Tuned SILENCERS, 
the most completely rust protected mufflers 
in the industry today are also original equip- 
ment on many of America’s leading cars. 

They lead the field because Walker puts 
complete rust protection on the inside—where 
it counts! 


LAMINATED < 
ante 

SHELLS — (eaott’ Be serra 

RUST-PROOFED INSIDE B cork SHELLS 


A) el 
pie oe tt 
a gt . = RUST-PROOFED 
HEADS 
DYNAMIC SF 


WIPING 
COMPLETE ACTION - sibeadligbathets 
INSIDE aS abe 
DRAINAGE 


RUST-PROOFED ~ “ 
TUBES a A eget ea 


——@S—- aust-prooreo 


RUST-PROOFED TUNING UNITS 
PARTITIONS 





RUST-PROOFED 
eee SHELLS 


The Walker BEAT INSIDE RUST pro- 
motion has really caught fire with dealers 
across the nation. 

Identification with WALKER Certified 
EXHAUST SYSTEM SERVICE means 
you have the one muffler that beats rust 
inside where it starts . . . the one muffler that 


lasts up to 3 times longer! Complete, dynamic, functional, Walker Sales 
ger! 


Promotion and Merchandising is designed to 
keep muffler business back home where it 
belongs... with you! 
The 1959 Dealer Kit has everything: An in- 
genious QUIK-CLOSER that makes it easy 
G for you to sell mufflers . . . a complete, new 
pist illustrated Sales Manual, newspaper mats, 
special tools, inspection tags and colorful 


mailing pieces...everything you need to 
get muffler business! 


WHY DON'T YOU FOLLOW THE LEADER 
.. everybody else tries. 


WALKER MARKETING CORPORATION e¢ RACINE, WISCONSIN 


A Subsidiary of Walker Manufacturing Company of Wisconsin 





NOW! Three 12-volt 


Auto-Lite. sta-ful. Batteries 
with Power Bond! 


riced to give up to 











Auto-Lite. sta-ful. Batteries ...need 
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Auto-Lite sta-ful with Power Bond eliminates with liberal trade-ins. It’s your chance to make 
mechanical failure even in the most severe up to 5 times more profit than you make on an 
service. Nationally advertised, Power Bond, ordinary battery sale. Available to fit most 
the battery that gives you the greatest unit 12-volt applications. See your Auto-Lite Bat- 
profit in the industry .. . lets you trade high tery Wholesaler today for full information. 





7 ORDINARY BATTERY of standard con- 
VOLTS SEVERE SERVICE OPERATION LIFE struction has failed after only 55 hours 
+a | | oo on | - on the test machine! Plates have lost 
vital power-producing material. Acid has 
leaked through sealing compound and 
loosened top seal of case, corroding 
terminals and hold-downs. 





ferro aee See See Cea err. | THIS GRAPH SHOWS CLEARLY the 
ae difference between Auto-Lite sta-ful 
with Power Bond and ordinary bat- 
teries in the severe service test. No 
ordinary battery could produce the AUTO-LITE STA-FUL WITH POWER BOND shows 
minimum starting power for more no damage at all after 1000 hours of 
than 55 hours. Power Bond con- ‘ testing! Battery is still intact and deliver- 
struction and power were actually EP ing full power. Power Bond seal, shown 






































MINIMUM STARTING VOLTAGE 
YO ware ted ena 





6 + 

© 100 200 300 400 500 600 700 800 900 1000 unaffected by the test—battery still gle in red, welds plates and battery case 
delivered full starting power after ' into rigid, shakeproof unit to prevent 
1000 hours of testing. mechanical failure. 


limes more profit! 


VIBRATORY UNITS—HOURS 














water only 3 times a year in normal car use 
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FULL ff FLOW 


on tures canve:oo# 


How Much of the Traffic Passes You 
Up to Go to a WIX DEALER ? ? ? 


Just a oe ago three or four oil filter cartridges were all a 


dealer needed to cover the market. Today the picture has changed 
and service men are plagued with large unbalanced stocks, the 
guesswork of finding the right cartridge, plus lost time and sales. 


WIX foresaw this problem and developed WIX-O-MATIC-the 
one straightforward selling system that’s tailored to fit today’s 
service needs. WIX-O-MATIC is not a deal—not an assortment 
—it brings you automatic stock control, instant cartridge selec- 
tion, and a complete guarantee against obsolescence. Here’s a 
down-to-earth merchandising principle based on your experience 
—what your customers buy! No extras, no dead numbers, no over- 
loading. Only what you need, in the quantities you need to get 
maximum sales action and profit. Ask us to show you how you 
can have this modern marketing advantage at no cost. 


. eo 
EO) 
— | § | 
wil be 
Hi 
allzeal 


|i 
|i 


) 


v 


The WIX-O-MATIC Floor Cabinet shown han- 

dies a stock of 54 Cartridges—always 

e balanced—always fresh. There is also a 
WIX-O-MATIC Wall Rack ...a big space- 

Ty 3 CO) saver for stocks up to 30 Cartridges. Write 
for particulars on how you can get WIX- 


FILTERS O-MATIC at no cost to you. 


9) 
|m°||/EO 
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: 
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WIX CORPORATION 
GASTONIA, N.C. 


In Canada: Wix Corporation Ltd., Toronto 
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First in comfort——First in safety——First in Engineering 


Columbus, first in America, presents the new 


SHOCK ee ee oe 


Licensed by 
De Carbon 


First to combine / Extra spring 
/ 


/ support for heavy 
(6) OTA / loads with 
Extra shock 

in one unit.. ; absorber control 


/ 
/ 


A single, complete, fully-engineered UNIT! 


Level-ride is factory-assembled—one complete 





unit with exactly the right shock absorber, spring, and 
mounting for each car. No hit-or-miss kit can approach 
the tailor-made characteristics of Level-ride, specially 
designed for each make and model of car. No other 


shock-spring combination matches its performance. 


Another Quality Heco Product 


HECKETHORN MFG. & SUPPLY CO., DYERSBURG, TENN. 





Better products, faster from your Federal-Mogul jobber: 


Federal-Mogul ‘pours’ extra mileage into this bearing... 
just one of thousands of types and sizes 





Pure copper-lead powder is one of five layers—each 
vital to long bearing life, real customer satisfaction 


° cit ENGins 
at 


KS p Every tiny particle of this super-fine metal powder is an alloy— 
se oe® Co? a perfect proportion of copper for strength, and lead for soft- 
too ness. Federal-Mogul makes it by a patented process to give 
a ‘ : bearings extra-long service life. 


sane . oo Sintered engine bearings actually are made in five layers: 1. Steel 
\ back for strength and bond; 2. Copper-lead sintered lining; 
3. Brass barrier for lining stability; 4. Lead-tin overplate for 
smoother ‘‘break-in’’; 5. Pure tin flash plating for corrosion 
resistance. They’re the finest-quality engine bearings on the 
market today. 


Whatever type or size bearing you need to rebuild like-new 
performance into cars or trucks, you'll find it in the complete 
Federal-Mogul line. You'll get fast service on thousands of types 
and sizes from your Federal-Mogul jobber. Call him today. 


FEDERAL-MOGUL «™ BEARINGS 


FEDERAL-MOGUL SERVICE 
DIVISION OF FEDERAL-MOGUL-BOWER BEARINGS, INC. + DETROIT 13, MICHIGAN 
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SERVICE 
Skyrockets 


Our Shop 


By FRANKLIN LOVING 
Vice President, Loving Chevrolet, Inc. 
Silver Spring, Md. 


W:* THINK the secret to a grow- 
ing service volume is a per- 
sonal customer approach. 

No customer wants to have 
service problems. When he does, 
he is approaching your shop in 
need of sympathy. He wants a 
smile, a kindly greeting, personal 
recognition and patient attention. 

Aware of his dilemma, we bend 
over backwards to give him every 
consideration he is due—from the 
warm personal greeting upon his 
arrival to our parting smile as he 
drives off, happy that his car 
troubles have been corrected. We 
never let him forget from the mo- 
ment he arrives that we are in his 
service, working for him. 

When we took over this opera- 
tion in March ’56, service was run 
down at the heel. Shop volume 
had been going steadily downward 
with nothing to stop it. With 40 
years of experience in the automo- 
bile business, my father, president 


A Program That Brou 


Dear Friend; 


Please accept our personal invitation to 
visit us at LOVING CHEVROLET. We'd like to 
show you around, introduce you to our staff, 
and let you see for yourself why LOVING 
CHEVROLET is fast becoming an institution 

in the METROPOLITAN AREA. 


We have tried to build our business on the 
policy of personal integrity, mutual trust, 
and public confidence. Every CHEVROLET 
LOVING sells is backed up by the LOVING 
name...a name we are proud of...and one 


you'll love to do business with. 


Cordially Yours 


This is the cover of an elaborate folder mailed to customers. 


of the company, affirmed and 
schooled the personnel in his new 
undertaking that service was the 
backbone of an automobile dealer- 
ship. Every move made thereafter 
was designed to build customer 
service. 

Results proved the truth of his 
conviction. Within 18 months ac- 
tive service customers increased 
by 60%. Gross labor and parts 
sales for 58 were running better 
than 70% over ’56. The gains were 
steady and continuous as these 
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figures show: 
56 57 "58 

Gross 

labor sales $268,000 $338,000 $394,000 

Gross 

parts sales $288,000 $451,000 $554,000 

Gains were reflected in new-car 
sales with a 40% rise in volume, 

How did we pull the shop out of 
the doldrums? 

Reviewing the entire operation 
from the viewpoint of emphasiz- 
ing personal customer approach, 
we increased facilities, sought 


ght Results 





Service customer gets prompt attention and an attentive ear.Over cup of coffee Service Manager Wilhelm hears problem. 


the best mechanical personnel, 
launched a vigorous direct-mail 
program built around monthly 
service specials, installed a con- 
trol tower and added incentive to 
the pay plan of our service and 
parts managers. 

We cannot attribute our gains 
to any one factor; they were a 
combination of many practices 
that put our operation on its feet 
and established its reputation for 
excellent service. A bulletin board 
of written comment mailed to us 
by satisfied customers is eloquent 
testimony that we are achieving 
excellent service from many an- 
gles. 

We added a 40’ by 80’ one-floor 
building that provided six more 
stalls. In an operation now of four 
buildings on one site, we have 
three used-car stalls for mechani- 
cal work, six new-car stalls for 
mechanical work, five car cleanup 
stalls for new and used cars. 

Thirteen mechanical stalls are 
equipped for customer labor, two 
with grease racks and one for un- 
dercoating. Three new lifts in me- 
chanical stalls, an oscilloscope and 
a fourth lift still to be installed as 
grease rack are helping absorb the 
constantly rising number of serv- 
ice jobs our customers are bringing 
us through several means. 

Selection of top mechanics was 
our next point of attack. The test 
of competence of a mechanic was 
derived from multiplying labor 


34 


rate per hour by a number of hours 
in a workday, a formula which 
gives us what a mechanic should 
produce per day and per month. 
Production and quality of work- 
manship became the standard. A 
mechanic’s daily production must 
bring a minimum $40, monthly 
production $1,000, and if a stall is 
to pay off, a mechanic should be 
able to make a third more than his 
time. Our pay plan is 50-50. 

We added a road-tester to our 
staff who conscientiously checks 
every car that has been repaired 
and serviced, as well as new cars 
prepared for the street. Road- 
testing has reduced comebacks by 
50%. 

Two greeters give incoming cars 
the “red carpet” treatment. With 
a big smile as he hastens to the 
driver’s side, our greeter meets his 
customer by name when he can, 
listens attentively to car ills, pa- 
tiently checks symptoms and in- 
vites the customer to a cup of cof- 
fee in the waiting room as the car 
is taken care of in the shop. 

I have heard our service man- 
ager, Mr. Paul Wilhelm, say that 
his two assistant service managers 
are his right and left arms, his 
control tower dispatcher his brain. 

Work in the shop is carefully co- 
ordinated so that we know at any 
time the amount of output in each 
department, what is scheduled for 
the day, stalls assigned to carry 
out jobs, where to locate a repair 


ticket, what’s to be done to a car, 
where there may be a slackening 
off, what time a job is coming out 
of a stall, when it can be picked 
up, etc. 

This group of four men keep 
our assembly lines smoothly flow- 
ing, so that time is most profitably 
utilized, every moment productive. 
It assures our customers fulfill- 
ment of promised delivery dates. 

We placed our service manager 
and parts manager on a salary 
plus 10% of weekly net profit 
over a certain figure. Our service 
salesmen are on a weekly salary 
plus a commission for certain 
items. About twice a year we run 
contests for mechanics, awarding 
bonuses for labor and parts sales. 

Promotion has played an im- 
portant role in our growth. We 
send about 5,000 personal letters 
to people monthly announcing our 
special of the month: a brake ad- 
justment for $1.49, a minor tune- 
up $7.95 on a six- or eight-cylin- 
der car, a lubrication 99c, or a 
bumper-to-bumper inspection at 
no charge. These specials are an- 
nounced by radio as well, and are 
promoted in the daily newspaper. 

In another mailing sent to about 
3,000 people who had not been in 
for some time we invited honest 
criticism of our service on a pre- 
paid stamped envelope, for which 
we offered a free lubrication. 
Some 500 persons returned these 

(Continued on page 96) 
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Our Roa 


Several factors—not 
one—lifted this big 
Chevrolet dealership 
toward larger profit 


By R. W. "BILL" WHITE, JR. 


Vice-President and Assistant General 
Manager, Fuller-White Chevrolet Co. 
Tulsa, Okla. 


N REPLYING to a questionnaire 

from SOUTHERN AUTOMOTIVE 
JOURNAL last year, we reported a 
substantial increase in net profit 
for 1958, a year in which it was 
admittedly difficult to show such 
an increase. 

As a result of our reply to that 
questionnaire, the editor has re- 
quested that we record for his 
readers the procedure which made 
such an increase possible. In do- 
ing so, neither my father nor I, 
nor any member of our organiza- 
tion, seeks to represent our opera- 
tion as any kind of model for 
other dealers. We merely offer 
this information for what it may 
be worth to other dealers. 

To give you some idea of our 
operation for purposes of your 
comparison, our dealership is one 
of three Chevrolet outlets in Tul- 
Sa, and normally sells around 
2,000 cars and trucks a year. We 
reached a peak in 1955 with 2,469 
new units delivered but had a low 
year in 1958 with only 1,661 units 
delivered. Some 40% of our unit 
sales are to national fleet ac- 
counts. Our total labor sales fig- 
ure in 1958 was $522,000, not our 
all-time high. Our total parts 
(not including accessories or G. 
O. & G.) was $552,000, easily an 
all-time high for our company. 

Our dealership showed an in- 
crease in net profit from $89,000 
in 1957 to $127,000 for 1958. That 
was net profit before taxes and 
bonuses, but after liberal officers’ 
salaries and normal year-end 
charge-offs. We do not take in- 
surance commissions income into 
our operating profit. 

By comparison, our net profit 
in 1955 was $157,000. This net 


d to Higher “Net™ 


The author appears here with his father, a veteran dealer. 


figure came down some in 1956 
to $101,000. Even in those two 
years, our dealership was one of 
those highest profit dealers in 
the zone. Our net profit for 1958, 
although not ever up to our ex- 
pectations, was to the best of our 
knowledge as high as any in the 
zone. 

In a nutshell, our net profit in- 
crease for ’58 resulted from a 
number of factors. One of these 
was the continued improvement 
of our fixed operation—especially 
our parts sales. Other factors were 
the continued fine results from 
our national fleet sales program 
and the adoption of a modified 
“real estate” type of retail sales 
program, which gives back to the 
salesman a few of the selling ad- 
vantages he has been losing to the 
buyers over the years. 

Another factor was a storewide 
expense reduction drive that we 
began in March and maintained 
in all departments until the new- 
model announcement. We man- 
aged to reduce our salaried work 
force some eight to ten per cent 
by consolidating and shifting jobs. 
When someone left we just didn’t 
replace him. Only two people were 
actually let go by us. 

We cut our other supplies ac- 
count in half by an elaborate, yet 
workable, program. We reduced 
our advertising drastically, al- 
though we don’t recommend this 
and don’t plan on doing it again 
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ourselves if we can help it. Re- 
duction of advertising for no more 
than a 90-day period does provide, 
however, a dramatic way of 
demonstrating expense reduction 
because it shows immediate re- 
sults. Our expense-reduction pro- 
gram worked well through the 
middle of the year, but expenses 
were creeping back up again at 
the tail end of the year as the 
sales and profit picture began to 
look “‘rosier.”’ 

Although we consider our fixed 
operation very successful, there 
was some disappointment in our 
service volume during 1958. Serv- 
ice volume was down somewhat, 
as measured by our expectations, 
especially in the last half of the 
year. This was due, we believe, to 
the strength displayed by Tulsa’s 
strong independent shops made 
stronger by GM’s liberal parts 
wholesale compensation _ selling 
program to a nationally-powerful 
chain store engaging in automo- 
tive service, and to the auto serv- 
ice efforts of various firms pri- 
marily interested in the manu- 
facture and sales of tires and rub- 
ber products, mufflers, seat covers, 
batteries, petroleum products and 
others. 

The fact that our service de- 
partment maintained a fairly 
satisfactory position was partially 
due to continuous promotion. In 
our promotions there was nothing 

(Continued on page 94) 











FOR EXPANSION WHEN 








NEEDED 


Built for Heavy-Duty Stuff 


HE two-year-old home of C. C. 

Truck Supply, Inc., Corpus 
Christi, Texas, was designed for 
commercial truck service because 
that’s the specialty of the owner 
of this garage, Donald G. Heasley. 

For about 20 years Heasley was 
a maintenance man on commercial 
truck fleets in South Texas. The 
latter years saw him as head of 
the maintenance department of 
large fleets. Then five years ago 


By RUEL McDANIEL 


he decided to go in business for 
himself. 

He knew truck repair and main- 
tenance, and logically when he 
opened his garage he opened to 
specialize in commercial truck 
service. The business caught on 
from the start, for his reputation 
for handling tough commercial 


DY's 


fleet service problems was favor- 
ably known among a lot of truck 
operators. 

From the day he opened for 
business, he began planning for 
and designing a building spe- 
cifically for his business. About 
two years ago he moved into that 
new building. 

A lot of commercial truck serv- 
ice experience and years of plan- 
ning went into the building and 


a 
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Another in 
Blueprint Series 


Here's another in the popular 
series detailing garage plants 
which have proven successful. 
If you think you may someday 
expand your building, or start 
from scratch on a new one, 
maybe you'll want to file this 
material. Others already 
printed in the series will be 
supplied you upon request— 
until the supply's exhausted. 


layout. Heasley said it is what 
he wanted; that the design and 
layout have quite drastically re- 
duced lost motion and operating 
costs, compared with the average 
garage or fleet service depart- 
ment which has been crammed 
into whatever structure was avail- 
able. 

The over-all building, con- 
structed basically of concrete, is 
rectangular in shape. It is 85’ 
wide, fronting on an important 
street in a major industrial and 
commercial area of Corpus Chris- 
ti, and 45’ deep. 

The first 25’ on the left, from 
the front, houses the office and 
parts department. This section has 
a second floor which provides 
space for extra parts and supplies 
for which there is_ insufficient 
room on the main floor. 

Prevailing winds in the area 
are from the south, so the garage 
fronts south. The entire front, ex- 
clusive of the 25’ office area, con- 
sists of four roll-up doors and the 
necessary steel and frame parti- 
tions between them. 

The four doors are each 12’ 
wide and 16’ high. They are 
manually operated with spring 
lifts. In spring and summer the 
doors remain up while men are at 
work, and the strong south breeze 
makes air-conditioning undesir- 
able and unnecessary. 

Directly in front of each 12’ 
door and along the rear wall are 
four working booths, each 15’ 
wide—one for each regular me- 
chanic. 

All equipment—even a heavy 
crane—is portable, so that it may 
be shifted from one booth to an- 
other as needed by a mechanic. 

“Most garages and fleet service 
departments are in buildings not 
constructed for the purpose,” 
Heasley explained, “and invari- 


Here’s a corner of this truck-service specialist's shop. Note how the 
steps at right rear lead upstairs to the additional space for storage. 


ably the doors are too narrow and 
too low, and even the interior is 
too low for ease of handling heavy 
equipment needed in truck serv- 
ice. So one of the basic ‘musts’ in 
planning our building was to pro- 
vide adequate entrance space and 
sufficiently high working areas.” 

He planned the rear wall with 
future expansion in mind. Instead 
of concrete, as used in the re- 
mainder of the structure, he 
utilized 2” by 4” timbers and tie- 
rods as a base and to this attached 


galvanized metal sheeting to form 
the wall. The wall not only is 
bolted to the corners and at in- 
tervals along the rear but it is 
built in four separate sections, so 
that it may be unbolted and 
moved back at any time it be- 
comes advisable to deepen the 
garage to provide additional 
working space. 

“Instead of having to tear out 
a solid wall,” Heasley said, “all 
we will have to do to expand is to 

(Continued on page 88) 


This wall was constructed so it can be unbolted by sections and moved 
back for expansion any time the extra inside space should be needed. 
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Free Vacuum Service 
Sweeps Sales Higher 


By GEORGE H. WATSON 


To are five service stations 
almost within a stone’s throw 
of each other on Gordon Road in 
the Adamsville community of At- 
lanta, Ga. 

There is nothing really to dis- 
tinguish one station from the 
other except possibly the brand 
of gasoline they handle. But one, 
Hammond Service Station, is in a 
class by itself in one respect. It 
owns an automobile vacuum 
cleaner and vacuums the inside of 
ears for its lubrication and wash 
job customers. 

C. B. Hamilton, proprietor, said 
the reason he bought one was that 
a vacuum cleaner salesman came 
along with a good story and he 
himself happened to be what he 
calls “a crank” about having his 
own car clean inside. So he up 
and bought one. 

Now Hamilton wouldn’t be 
without the cleaning device. It 
hasn’t doubled his business, or 
anything like that, but it has en- 
abled him to do some plus sell- 
ing, and besides, it has made it a 
heck of a lot easier to clean out a 
man’s car. 

“If you ever tried to sweep out 
a car with a heavy rug in it and a 
transmission bulge in the way, you 
know what I mean,” said Hamil- 
ton. So he figures the machine 
made it easier to do what he 
should do anyway, but couldn’t 
always do. 

Of course, to really do a good 
job of vacuuming a car requires 
15 to 30 minutes, “and if I had to 
hire an extra person to do it, I 
couldn’t afford it,” explained 
Hamilton. “But if I have attend- 
ants already on the payroll, they 
can do it between jobs.” 

Hamilton naturally doesn’t try 
to vacuum the car of a man who 
comes in just to buy gasoline. But 
he can tell him he has such a 
service and a sign out front tells 
the story also. 
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Just the other day he mentioned 
the service to a gas customer who 
asked the cost. When told it went 
along with lube and wash jobs, he 
brought his car back the next day 
and ordered both, plus a polish 
job. He said he was leaving with 
his family on a trip and wanted 
his car to be all spit and polish. 
He had not previously been a 
regular customer of this station, 
but he is now. 

Women especially like the rouge- 
and-lipstick treatment which 
Hamilton gives to the inside of a 
car. He pointed out that the aver- 
age woman vacuums her house 
two or three times a week and 
can’t understand why the “sorry 
husband” lets his car get so filthy. 

The Hamilton cleaning service 
not only catches the floor, but the 


Nope, the vacuuming program 
didn’t double business for this 
Georgian. It did draw more 
customers — and then dollars. 


seats, the inside of the windows, 
the window ledges and arm rests 
and the trunk. Then a tag, left on 
the steering wheel, reminds the 
customer that the car has been 
given a beauty treatment. He may 
not know what it takes to lubri- 
cate a car, but the owner certain- 
ly can see the results of a spruc- 
ing up job inside. 

And _ speaking of suggestive 
selling, the attendant who does 
the cleaning job needs only to 
have his eyes open to discover 
other possible services needed by 
the customer. Maybe the front 
floor mat is worn, or the trunk 
may be hiding a tire that ought 
to be in the scrap heap. 

“Where a man knows we have 
gone to the pains to give his car 
a good inside cleaning, he is apt to 
show his appreciation by buying 
something that he did not come in 
to purchase,” said Hamilton. 

“The good housekeeping that 
we do on our customers’ cars also 
extends to our station. We use the 
vacuum to clean the shelves, the 
merchandise thereon and the rest 

(Continued on page 84) 


C. B. Hamilton has gone after more gross volume by vacuuming cars. 


SOUTHERN AUTOMOTIVE JOURNAL for MAY 1959 





Texans to Restudy Licensing Mechanics 


EETING in the state capital in 

Austin, members of the In- 
dependent Garagemen’s Associa- 
tion of Texas decided last month 
to review and rewrite their pro- 
posed law calling for a license for 
all automotive mechanics before 
action is requested from the state 
legislature. 

The new association president— 
Edward Archer of Waco—will ap- 
point a committee to work out re- 
visions in the draft of the pro- 
posed law so that it will meet with 
approval of at least two-thirds of 
the members. 

Previously, the association has 
been divided about pushing for 
passage. A poll of chapters has 
indicated support of the idea by 
the majority of only one chapter 
and a poll of the membership has 
shown opposition by about 60%. 

It was the annual spring con- 
vention of IGA Texas, the dates 
being April 24, 25 and 26, with at- 
tendance approximately 200, ac- 
cording to Jess Allman, executive 
secretary. 

Brownsville, on the Mexican 
border, has been selected for the 
fall convention, Sept. 4, 5 and 6, 
and the 1960 spring convention is 
scheduled for Dallas during the 
Southwest Automotive Show in 
March. 

Allman said the association is 
supporting a legislative measure 
sponsored by Texas jewelers and 
specifically aimed at _ discount 
jewelry houses. Garagemen like 
the prospects of expanding the 
proposed act to include other dis- 
count houses. 

Also, there are clear-cut indica- 
tions the garagemen are in favor 
of a sales tax for Texas—some- 
thing all legislators have so far 
recoiled from. Currently, the 
Texas legislature is wrestling with 
the problem of raising an addi- 
tional $150,000,000 in revenue by 
the fall of °59, but practically 
every proposed tax has been lob- 
bied out of the bill under consid- 
eration until it is only a shadow. 
A special session is considered 
certain. 

Garagemen generally are said 
to believe a sales tax would not 
only solve the state’s financial 
problems, but eliminate much 
wholesaling of parts to ineligibles 
by having the tax collected at the 
retail level, or where the parts 
are installed. 


By BARON CREAGER 


Southwestern Editor 


The convention received with 
applause the announcement that 
just a few days before the gavel 
fell in Austin, the San Antonio 
chapter had graduated a class of 
three apprentice mechanics. These 
are the first apprentices in the 
history of the automotive business, 
it is claimed, to be graduated 
under a program sponsored by 
management. 

Original committee steering the 
San Antonio program consisted of 
Joe Brown and Henry Rose for 
the garagemen, Howard Ancelot 
and Tony Burkholder for auto- 
motive wholesalers and Frank 
Gillespie, Jr., and George Schaefer 
for new-car dealers. 

At the annual dinner-dance, 
awards were presented to Max 
Hukill, Pampa chapter president, 
for mantaining a 95% average of 
attendance at all meetings, and 
to C. J. Pinkston, Port Arthur 
chapter president, for the greatest 
increase in chapter membership. 


The awards are intended to stimu- 
late individual chapter programs 
and will be presented annually. 

Principal speakers from outside 
the industry were Will Wilson, 
state attorney general, and W. 
Price, Jr., of the Texas Restaurant 
Association. 

The IGA Texas goal, according 
to Executive Secretary Allman, is 
30 chapters by 1960, compared 
with 23 now actually certified by 
the state association, with a total 
membership of between 600 and 
700. The new chapters will be 
sought in communities with popu- 
lation in excess of 30,000, of 
which there are exactly 30 in 
Texas, according to Allman. He 
said chapters in communities of 
that size are more successful. 

The Texas association is ex- 
ceeded in size only by California’s, 
which has more than 1,000 mem- 
bers and currently is running a 
campaign for 400 additional mem- 
bers. 

Texas has no connection with 
the Independent Garage Owners of 
America, which has units in 32 
states. 


Officers of the Independent Garagemen’s Association of Texas are (I. to 
r.): seated, B. L. McLendon of Beaumont, retiring president; Edward 
Archer of Waco, president; C. J. Pinkston of Port Arthur, vice-president; 
standing, Max Hukill of Pampa, four-year director; J. B. Smallwood of 
Fort Worth, vice-president; Frank S. Lopez of Austin, secretary-treas- 
urer; Jess Allman of Austin, executive secretary, and James Brockway 
of Waco, recording secretary. Smallwood is the only new member of 
the official family. Archer was advanced from vice-president and the 
others were reelected, except McLendon. 
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NADA President Galles: 


‘59 Looks GOOD! 


ne for the moment as an 
individual dealer, and not as 
NADA president, what do you 
foresee in the months ahead? What 
are the prospects and the prob- 
lems facing your own dealer- 
ship?” 


When the editors of SOUTHERN 
AUTOMOTIVE JOURNAL asked me 
those questions, some answers 
came quickly to my mind. 

I’m optimistic about the future 
of Galles Motor Co. We are off to 
a good start this year, and I be- 


salon 
H. L. GALLES, JR. 
President, Galles Motor Co. 
(Cadillac-Oldsmobile) 
Albuquerque, N. M. 
and President, National 
Automobile Dealers Association 


lieve that 1959 will continue to be 
a good year for us, just as I be- 
lieve it will be a good year for the 
industry as a whole. Perhaps the 
best way to express my feeling 
about the future is to tell about a 
decision we made last year. 

During 1958 it became apparent 
that we were outgrowing our 
service department—even though 
we had thought our present build- 
ing, which was opened in 1955, 
would take care of expansion for 
quite a while. By the time our 
service manager, Noel Gardner, 
and I had sketched some plans to 
show how the service area could 
be expanded, the so-called busi- 
ness recession was here. Should 
we consider expansion when sales 
and profits were down? We de- 
cided to go ahead and add 12 
stalls. We believe in the future. 

I’m enthusiastic about the auto- 
motive business. It’s still an ex- 
citing industry and a growth in- 
dustry. It offers many challenges 
and rewards to people who are 
willing to work, whether they are 
mechanics or salesmen or dealers. 

“What is the major problem 
facing you as an individual deal- 
er?” 

That questicn is easy to answer, 
too: to sell enough cars at a profit. 
But of course that is too obvious 
an answer to have much real 
meaning! Like other dealers, we 
have challenges to meet. We don’t 
have easy answers to these chal- 
lenges. Just as we believe that a 


Note how naturally sloping lot puts each row of used cars 12” higher than the one in front, making all visible from street. 
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Here's what the president 
of 23,000-member NADA 
is planning for his firm 
this year to obtain more 
salesmen and mechanics— 
to make 1959 a good year 


successful business can be built 
only by constant effort over a 
period of years, we also believe 
that most problems can be solved 
only by constant reevaluation of 
the situation and continued work. 
Short-term effort, however inten- 
sive, will seldom solve a long-term 
problem. 

Without attempting to offer 
solutions to the problems that we 
have in common with other deal- 
ers, I might pass along some ran- 
dom thoughts growing out of our 
experience and our attempt to 
foresee what the coming years will 
bring. 

What is the most effective way 
to spend our advertising and pro- 
motional dollars? 

We emphasize used cars and 
service, although we do carry 
some “institutional” advertising. 
Because of the highly competitive 
situation, a substantial part of our 
newspaper and television advertis- 
ing concerns used cars. Many other 
dealers emphasize used cars. 

Promotions for the service de- 
partment are centered around a 
continuous direct-mail program, 
plus periodic newspaper ads for 
“specials.” Again, I am sure our 
program is not unique, but it is 
effective. 

We believe our institutional ads 
are an important part of our over- 
all program, although a relatively 
small part. They usually concern 
such things as members of our 
organization, our facilities, or 
some piece of information we 
think is of interest. One ad that 
caused considerable comment 
gave figures on the two-year de- 
preciation of a typical Cadillac 
model, along with the standard 
Albuquerque delivered price for 
the car. Although this ad later 
produced some rumors about 
“price advertising,” it certainly 
was not what is usually meant by 
that phrase. 

I am opposed to any form of 
“blitz” advertising for new cars. 
If sales have been slow for a few 
weeks, a dealer naturally wants to 
do something. Rather than adver- 
tise new-car “specials” in the 


yo 


newspaper or on television, I pre- 
fer to spend an equivalent amount 
of money on extra incentives for 
the salesmen. In the last few years 
we have all seen examples of the 
troubles that can be caused by 
“selling the deal and not the prod- 
uct.” 

One of our most effective pro- 
motional ideas is that of having 
the car salesman contact the cus- 
tomer every 30 days for as long as 
the customer has the car. At least, 
30 days is our goal, although if a 
salesman has been busy he may 
run slightly over that time. We 
believe that this type of contact 
has a lot to do with the fact that 


nl 


a majority of our new-car sales 
are “repeats.” The salesman may 
listen to many complaints, espe- 
cially during the first few calls, 
but over a period of time he and 
the customer get to know each 
other quite well. This acquaint- 
ance may result in business from 
the customer’s friends also. 
Customer contact by the car 
salesmen is valuable to the serv- 
ice department. It may build a 
relationship that a service repre- 
sentative could not develop, no 
matter how hard he tried. People 
approach service and sales with 
different attitudes. My office has 
(Continued on page 98) 


Modern building and facilities are essential for good work and to keep 
mechanics with you, says NADA’‘s president. Above is an addition to 
shop, with overhead door permitting quick entry and exit to the long 
row of workbenches. Note how daylight can enter through the roofs. 
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Our Shop Men Now 
Get $100 Weekly 


Straight Pay for Mechanics 
Hiked Labor, Parts Sales 


By WILLIAM P. RESTORFF 


Owner, Restorff Motors (Rambler) 
College Park, Md. 


T° GAIN better control of our 
shop mechanics and the quality 
of work they turn out, we have 
put our shop personnel on straight 
weekly salary of $100. It’s work- 
ing out just as we had hoped. 

In current times we have seen 
the rise of the “replacement me- 
chanic” who I believe was created 
by the 50-50 pay plan. In his ea- 
gerness to produce and earn high 
wages, he often put aside his train- 
ing in the fundamental principles 
of car operation and became a 
troubleshooter by touch. 

He was not too painstaking when 
it came to analyzing car trouble 
by testing machines. He could not 
be taught by a supervisor during 
the day because that would cut 
back his wages. Nor did he have 
much time or taste for comebacks. 
With two or three jobs waiting, he 
hastened to get fastest turnover 
of which he was capable. He no 
longer had any time to learn. As 
we all know, the mechanic who 
stops learning is the mechanic who 
will soon be through. 

In the three months our per- 
manent weekly salary plan has 


Photos 
(top to bottom) 


This mechanic doesn’t resent be- 

ing shown how to handle a come- 

back when the job’s to be redone 
on company time. 


Under the service manager's 

supervision a mechanic learns the 

operation of a motor analyzer in 

order to minimize the percentage 
of comebacks. 


The author shows a customer a 

plastic battery hold-down—an 

item which has repeatedly ac- 
counted for a $2 sale. 


been in effect, we have increased 
service and parts volume by 25%. 
Comebacks have been reduced 
sharply. We are selling more parts 
than we have in any previous 
period as our January record in- 
dicates: in January ’58 customer 
labor ran $611 more than parts; in 
January ’59 parts were $90 ahead 
of customer labor, exceeding the 
anticipated ratio of 85% parts 
sales to labor. 

This happier picture is not only 
due to more satisfied mechanics 
whose families were removed 
from the “feast or famine” pay 
proposition. It is due also to more 
conscientious and exacting probing 
of every car. 

Management is now in control of 
the shop —not the other way 
around with mechanics running the 
shop. Our own training program 
under the supervision of the service 
manager is reshaping the outlook, 
the approach and workmanship of 
our personnel, Analyzing and test- 
ing equipment is being put to use 
as never before. Customers are 
getting more detailed reports on 
our findings and recommendations, 
and the number of customers com- 
menting on better performance of 
their cars is increasing, for we let 
no repaired car out of here without 
a road-test. 

The first step our service man- 
ager took was to inculcate an ap- 
proach to car repair as “We are 
going to fix this car right the first 
time.”” For two months after the 
men went on permanent salary 
our service manager spent daily 
time with them reviewing the 
operation of analyzing and testing 
machines, There were mechanics 
who were familiar with only a part 

(Continued on page 71) 





This corner was set aside for the front-end service. 


id HE has a profitable following 
among car owners for routine 
mechanical service, the independ- 
ent garage owner is passing up an 
opportunity for additional net 
profit and an extension of needed 
service to his regular customers if 
he does not utilize fully the poten- 
tial volume to be built with a 
wheel-aligning and complete front- 
end department. 

That’s the experience of H. C. 
Stinson, owner of Stinson Garage, 
Corpus Christi, Texas. 

This garage does an average of 
three front-end jobs daily. The 
minimum ticket is $6.50, and a job 
ranges up to as much as $60. The 
average front-end job runs to 
about $15. 

Stinson has been operator of his 
own garage since 1927 in Corpus 
Christi. That has given him a wide 
acquaintance among car owners 
of the area and a loyal follow- 
ing. Utilization of this following, 
through providing complete front- 
end service and suggestion to cus- 
tomers whose cars need it, is all 
that has been necessary to build a 
profitable front-end business. 

“It is important, we find,” Stin- 
son stressed, “that if an independ- 
ent is to go into this front-end 
service, he should first of all select 
and install sufficient modern 
equipment to do everything that 
is needed to adjust front wheels 
properly. 

“Inferior or insufficient equip- 
ment easily can hurt the remain- 
der of the business, rather than 
help it, because a mechanic cannot 
perform entirely satisfactory front- 





end work without proper equip- 
ment. Our theory is that if you 
can’t do this work right, better 
pass it up entirely and not endan- 
ger general good-will by turning 
out inferior front-end jobs.” 
Stinson cited an example of 
what he meant by having proper 
and complete equipment. Recently 
a regular customer brought his car 
in and complained that his front 
wheels ran rough, particularly at 
high speeds, and ordered the 
wheels aligned. 
A preliminary 


check showed 


Portable equipment has speeded up jobs—and profits. 


Front-End Jobs Are a Plus Here 


By RUEL McDANIEL 


that the wheels were not out of 
line. An examination of the com- 
paratively new tires suggested the 
trouble. The mechanic removed 
the tires, placed them on the tru- 
ing machine adjacent to the front- 
end service ramp, and found both 
were out of round. 

Paul McGregor, service man- 
ager, explained the trouble to the 
customer and suggested a tire- 
rounding job on all four tires. The 
job was performed, completely 
eliminating the trouble. 

“We could have worked on that 
car’s front-end all day and never 
could have satisfied the customer,” 

(Continued on page 108) 


A Stinson Garage mechanic checks another one for alignment. 
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We Raised Shop Volume 60°, 


MODERN, well - illuminated 

shop with up-to-date equip- 
ment more than pays off its in- 
vestment—and our _ experience 
proves it. 

Customers are attracted by 
bright, new, modern facilities; 
they are impressed with the evi- 
dence of efficiency. 

Mechanics have a higher morale 
and work more productively with 
modern time-saving equipment. 


These factors combine to in- 
crease volume and make the mod- 
ern shop more profitable for the 


company. A modern shop gives 
everyone associated with it a sense 
of progress and well-being. It pro- 
vides conditions most favorable for 
expansion. 

That was precisely what hap- 
pened to us when our new 92’ by 
26’ building added seven stalls. 
We had been laboring under very 
close quarters in the old shop, 
doubling up on space because vol- 
ume was growing so rapidly and 
our three stalls were not enough. 


ag 


By JOSEPH M. HEISHMAN 


Owner, Joe Heishman’s (Volkswagen) 
Arlington, Va. 


We worked outdoors when weath- 
er permitted. 

We sometimes threw two me- 
chanics on a car, had the service 
manager pitch in, and even our 
general manager would roll up his 
sleeves and do a tune-up or reline 
brakes. 

The tension under which me- 
chanical personnel worked as we 
pressed to meet promised delivery 
dates was a contributing factor to 
labor turnover. 

The new building solved our 
problems. It permitted us to de- 
partmentalize. Major work on en- 
gines and transmissions is now 
done in the old three-stall shop. 
Minor repairs and servicing as 
well as new-car preparation are 
now done in the new shop. 

The effect on customer labor 
and parts sales may be seen in our 


rising figures: the last month we 
were in the old shop, May ’58, our 
customer labor sales came to $5,- 
062.35 and parts sales to $7,582.92. 

Five months later in the new 
shop customer labor sales rose to 
$7,177.61 in October 58 with parts 
sales $9,013.66. 

In January ’59 customer labor 
sales went up to $8,699.29 and 
parts sales to $11,831.27. Shop vol- 
ume had gained better than 60% 
in seven months. 

Relieving congestion was a 
prime consideration when we 
planned our new building. Time 
loss in maneuvering cars through 
a single-lane shop of one door was 
too costly in the old building. 

Today each of our seven stalls in 
the new building has its own indi- 
vidual entrance and is accessible 
directly from the lot. We added 
four single lifts, installed over- 
head chassis lubricants and motor 
oil metered by nozzle, invested in 
an engine power cooler and auto- 
matic transmission jack. 
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What Happened in Seven Months: 


Customer labor sales totaled $5,062.35 in May 1958 and parts sales 
amounted to $7,582.92. In January 1959 they were $8,699 and $11,831! 


A valve operation that used to 
require a two-hour wait as the en- 
gine cooled can now get started 
within 20 minutes. Our new auto- 
matic engine and transmission jack 
not only saves time when one man 
can handle a heavy unit within 
minutes, but it is much safer than 
having two or three men lift such 
a heavy load. 

Each mechanic now has his own 
dolly of tools on casters. His porta- 
ble tool shop moves along with 
him from job to job, saving him 
time and steps, wear and tear. 

When we hired five new me- 
chanics, we looked for young men, 
mechanically inclined, who were 
neither trained nor experienced in 
the repair of the American car. 
The old line mechanic, we be- 
lieved, would not adapt as readily 
to repairing the foreign car as an 
enthusiastic younger man who had 
done some tinkering with cars on 
his own or had had some shop 
training in his vocational high 
school. 

Our mechanics are on the aver- 
age in their early twenties, some 
with family responsibilities, which 
we appreciate because it contrib- 
utes to their work stability. While 


Overhead chassis lubricants and motor oil metered by 
nozzle were installed to achieve greater efficiency. 


mechanics are on straight weekly 
salary, each man’s daily and week- 
ly production is brought to his at- 
tention. A competitive spirit pre- 
vails as each mechanic works with 
one eye on his neighbor’s produc- 
tion as compared with his own. 

Our service adviser and parts 
manager are on straight salary 
plus an incentive plan of one-half 
of one per cent over a certain 
amount of gross labor sales. If 
volume falls under this certain 
amount, they may receive no bo- 
nus, but if it exceeds, their bonus 
is calculated on the full amount. 

We are aware that good condi- 
tions make higher production pos- 
sible. A modern heating system 
of three gas burners and eight 
banks of two-tube fluorescent fix- 
tures provide favorable working 
conditions. A water cooler in the 
shop makes available fresh, cool 
water to the men. 

Having tripled working space, 
we had to inform our community 
of our new facilities. We prepared 
a personal letter ourselves and 
sent 1,000 to every Volkswagen 
owner in the neighboring towns 
of Fairfax, Alexandria and Falls 
Church as well as in Arlington. 


The letter related what we now 
offered them in services, and the 
greater conveniences now at their 
disposal. Some 100 new active 
service customers were acquired 
through the promotion. 

One mailing proved very much 
worthwhile and the good impres- 
sion of our modern shop did the 
rest. Repeat business is steadily 
growing. 

The mailing cost us $313; the li- 
cense listing cost us $163, printing 
and postage $150. 

Having the space now to triple 
production of the old shop, we an- 
ticipate doubling former revenue 
of the old shop by the close of the 
year. This accomplishment could 
not have happened without updat- 
ing our shop with a $15,000 invest- 
ment. (Our building is rented and 
this figure stands for equipment 
and expansion other than build- 
ing.) Total expansion represents 
a cost of $45,000. 

Among other good results we 
have improved commercial sales 
through our modern and efficient 
facilities. Our fine service and 
personal attention to our custom- 
ers are fast becoming known 
throughout the area. 


Each mechanic now has his own dolly of tools on cas- 
ters that can be moved from job to job quite readily. 





SOUTHERN JOBBERS 
and FACTORY MEN 





Hard-Milk Your Territory! 


T HAS been well said, “If you 

keep your territory, it will keep 
you.” Let us then ask, how shall 
we go about it? 

First, you will determine the 
“buying value” of your prospects 
and customers, in order to focus 
the proper amount of sales effort 
where it will do the most good. 
You will determine which of your 
lines will best fit where. You 
should record the number of calls 
you make upon each customer 
and prospect, in order to have a 
definite gauge of your progress. 
You should analyze the results of 
each call and try to determine 
what is needed to get the custo- 
mer’s signature on the old “Dot- 
ted Line.” Make a habit of record- 
ing how many calls it took to 
make that all-important first 
sale. 

The classification of your custo- 
mers by potential buying power 
is extremely important! For ex- 
ample, should you call on a certain 
customer weekly, semi-weekly or 
monthly? Find out, if at all pos- 
sible, what percentage of a custo- 
mer’s business is going to your 
competitor, and find out why! It 
isn’t enough to cover your little 
piece of geography, it is knowing 
what’s going on inside it that 
matters! 

Here are a few soul-searching 
questions a salesman should ask 
himself occasionally: 

1.-Am I getting my share of 
business from my territory? 

2.-Who is my best, or my worst, 
competitor? 

3.-Am I presenting the right line 
or product to the right prospect? 

4.-Am I using all that my 
company provides in the way of 
sales help? 

5.-Do I really try to give serv- 
ice? 

6.-Do I occasionally knock my 
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By CARL S. JOHNSON 


Vice-President and Sales Manager 
Automotive Electric Associates, Inc. 
Charlotte, N. C. 


Excerpts from an address on 
"Getting the Most Out of Your 
Sales Territory" before the annual 
convention of the North Carolina 
Automotive Wholesalers Associa- 
tion at Winston-Salem April 20. 
The speaker is a director of Auto- 
motive Electric Association, which 
headquarters at Detroit, and a 
past vice-president of the Virgin- 
ias-Carolinas Automotive Whole- 
salers Association. He has been 
recognized for years as a keen 
analyst of salesmen's problems 
and for the technical training 
schools in carburetion, ignition 
and some other specialties which 
he has directed for his company. 


own principals? 

7.-Am I talking to the right 
man—the person with authority 
to say “yes’’ when I ask for the 
order? 


8.-Am I really sincere? 

9.-Do I actually work hard 
enough? 

10.-Would I hire me as a sales- 
man? 

11.-Do 
work? 

12.-Do ! have the respect of my 
customers, my principals and my 
competitors? ... 

Territory analvsis really isn’t 
much more than establishing in 
your own mind a clearer concep- 
tion of the immediate and long- 
term future for sales opportuni- 
ties. Not orders as such, but op- 
portunities! You can’t very well 
improve if you don’t know where 
to begin. 

Now you might think, “What 
you have just said does not apply 
to me; I’m already established!” 

I know that you are establish- 
ed. However, please remember 
that you are never too well estab- 
lished. You are a teacher of your- 
self, as well as your customers, 
and it is certainly worth your 
while to know that your teaching 
techniques are the latest thing. 

In this business we often hear 
the term, “established market” or 
“pre-sold market.” This, I’m firm- 
ly convinced, is dangerous think- 
ing—is one of the most mislead- 
ing terms ever used, Moverover, it 
is dangerous for a salesman to 
allow this word to exist in his 
vocabulary. 

None of your products are sold 
until they are hung on an auto- 
mobile, installed, set up. 

Consider the changes that have 
been made in the personnel ranks 
of your accounts during the past 
ten years—changes that have re- 
sulted from deaths, from promo- 
tions, transfers or terminations. 

Recall the men who once had 
the authority to say “yes,” but 
who have been replaced by others 


I actually enjoy my 


SOUTHERN AUTOMOTIVE JOURNAL for MAY 1959 





who can say “no” just as easily. 

Think of the thousands of 
younger people who are coming 
into business each year—people 
who have never heard of you, 
your company, or your lines and, 
worse still, people who don’t even 
care about you or your products, 
except in terms of what you can 
do to help them! 

You don’t solicit business from 
an audience that stands and waits 
and listens: you speak to a pro- 
cession, during which some people 
are always passing out of hearing 
of your voice, while others are 
just coming within hearing dis- 
tance, but didn’t hear what you 
just finished saying, so you see 
your story must be told over and 
over again. It must be polished 
and repolished, spiced up and re- 
freshened, with new sales appeal, 
new emphasis and renewed en- 
thusiasm.... 

So, no matter how well you may 
be doing with your customers to- 
day, it is that part of the proces- 
sion that hasn’t yet turned the 
corner that will determine how 
well you will do tomorrow. You 
will either sell these people your 
lines, or they will sell you their 
objections! If you buy more than 
you sell, you will soon go bank- 
rupt! 


Today’s territory analysis is no 
different than it ever was, but 
the methods employed need to be 
constantly re-examined. What you 
must know are the firms and the 


individuals with ability to buy, 
the need to consume and the capa- 
city to pay for profitable amounts 
of your goods. You must also 
know the potentially profitable 
customers and _ prospects. and, 


moreover, you must not confuse 
“suspects” with “prospects.” El- 
bert Hubbard said, “If you want 
milk you don’t set yourself on a 
stool in the middle of a field and 
hope that the cow will back up 
to your bucket.” 

In our territory analysis, we 
look for the most logical markets 
and then develop them in the most 
compelling ways. Again, we go 
right back to a remark we made 
previously, which, to me, is the 
essence of territory analysis: 
when we have assembled our facts 
about our pafticular “little piece 
of geography” and then analyzed 
them to the extent that we know 
who buys what, where, when, why 
and for how much, then it’s very 
easy for us to see where we should 
concentrate, or spend the greatest 
part of our selling time. 

Now, this brings me to another 
facet of my subject for today. You 
may think it’s entirely foreign, 
but I assure you that it is one of 
the most important thoughts I 
might possibly leave with you. I 
refer to the utilization of available 
selling time. 

How do you, as a_ salesman, 
spend your time? It’s true that 
most salesmen work from 9 to 5— 
at least they are around. But the 
fact remains—a good salesman 
who is well organized “timewise” 
will average only three or four 
hours of selling daily! What hap- 
pens to the four or five hours? 
Suppose we take a look. The first 
thing we must do is to determine 
the difference between calls and 
contacts, 

One expert defines a “call” as 
a trip to a particular town to see 
one or more people. A “contact”’ is 


Frank Cassidy (far right) and Harlow B. Wheeler (third from left) have 
been promoted to supervisor of eastern and western divisions, respec- 
tively, of Roberts Brothers Co. of Washington (D. C.) in a reorganization 
and expansion program. Assisting Wheeler will be (l. to r.) Charles 
G. Wells and Bob Johnson (standing), while Elie D'Amico and Don 
Smith (standing) will work with Cassidy. George Raphael, vice- 
president and general sales manager, announced the promotions. 
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a person of buying influence who 
has been seen. In the first case, a 
“call” explains the reason for 
travel to a certain town and for 
the mileage expended. In the sec- 
ond case, a “contact” explains the 
time (for example, a salesman 
might spend all day with one ac- 
count for one call), and also indi- 
cates the “depth of penetration” 
or extent of cultivation. 

No matter how you look at it, 
the inescapable fact is that from 
the time the salesman leaves his 
home in the morning, say at 8:15, 
until he knocks off for the day, he 
has consumed nine or ten hours, 
but only three or four of these 
hours were actually spent in the 
presence of customers! The bal- 
ance of the time, some five or six 
hours, was spent in getting ready! 
It breaks down something like 
this: administration 1-%4 hours; 
traveling 3-%4 hours; waiting 1-% 
hours, and selling three or four 
hours, 


Increasing Selling Time 


This will, of course, vary some, 
depending on whether the sales- 
man is working in urban, subur- 
ban or rural areas. It is quite ap- 
parent that the only way left to 
increase the average selling time 
is to find it somewhere in those 
six hours. How can we go about 
this? Well, reducing waiting time 
by making definite appointments, 
by less time on office or admin- 
istrative work, are just a few of 
the ways. 

Now, if a well-organized sales- 
man will not average more than 
three hours selling time per day, 
what of the “baggy pants” guy 
who can’t get organized? What do 
you suppose his selling time is? 

The costs involved in traveling 
or covering a territory have in- 
creased tremendously within the 
past few years, but think of what 
it costs not to cover a territory! 
Your travel costs, hotels, meals, 
car expenses, etc., continue pretty 
much as a fixed expense, and 
there is little or nothing that you 
can do about them. You can, how- 
ever, reduce these operating costs 
by finding more productive sell- 
ing time each day. 

This gets us right back to ter- 
ritory analysis, or, to borrow one 
of the oldest bromides in this bus- 
iness—and I defy any man to put 
it simpler—‘Planning your work 
and working your plan.” The re- 
sults obtained are entirely up to 
the individual salesman. He can 
write his own figures on the price 
tag that hangs on each work hour! 
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“This was the best meeting GAWA has ever had,” 
said Executive Vice-President Henry S. Clark of this 
meeting of the Georgia Automotive Wholesalers As- 
sociation recently at Columbus. Every non-member 
wholesaler present joined after hearing addresses by 
Thomas S. Perry, Dexter Swanstrom and Clark, all 


Henry Clark and Ira Saks 
Enter Remanufacturing 


ENRY S. Clark and Ira Saks— 

two well-known names in the 
aftermarket—have joined forces 
in creating Unit Service Exchange 
Co., Atlanta, Ga., a firm which 
will specialize in servicing whole- 
salers with items it will rebuild, 
including clutch products, bonded 
brake shoes, water pumps, voltage 
regulators, solenoids, _ starters, 


meeting.” Clark 


generators, starter drives, fuel 
pumps and carburetors. 

President is Clark, a former 
president of Automotive Booster 
Clubs International and who will 
continue as the supervising man- 
ager of the Georgia Automotive 
Wholesalers Association (with an 
executive assistant to be named 
later who will directly work with 
the association). Ira Saks of Cleve- 
land, Ohio, is chairman of the 
board, Emerson Wilson is vice- 


of Atlanta. Swanstrom is president. Plans are being 
developed for similar regional meetings at Albany, 
Brunswick, Savannah, Augusta, Rome, Dublin and 
Macon. “GAWA is now well on the way to reach its 
goal of at least 75 members by our annual November 
said upon returning to Atlanta. 


The Automotive Sales Council, composed of marketing executives di- 
rectly employed by manufacturers of aftermarket products, has been 
organized “to provide a forum for the interchange of ideas regarding 
the needs of the automotive trade and to encourage study and research 
into ways and means of expanding the automotive service market.” 
Members of the board of governors pictured are (Il. to r.): standing, H. 
R. LaTowsky, E. I. du Pont de Nemours; R. M. Harris. Westinghouse 
Electric; R. W. Lackner, Pennsylvania Refining: F. G. Wilson, Wagner 
Electric; R. F. Dusenbery, American Hammered Division; Walter E. 
Nash, Monroe Auto Equipment; H. C. Stivers, AP Parts: R. P. Hall, 
Timken Roller Bearing; E. J. Muldoon, New Britain Machine, and C. 
E. Vaughn, Hoof Products; seated, J. W. Kern, Perfect Circle, treasurer; 
Jack L. Roberts, Master Parts Division, vice-president: R. L. Nardi, 
Thompson Products, president; A. R. Harding, Lempco Products, secre- 
tary, and Colman O’Shaughnessy, executive secretary. G. H. Goehrig 
of Blackhawk was absent when picture was made. The non-profit, 
round-table discussion group of limited membership meets twice a 
year in various parts of the country, with headquarters established 
at Fremont, O. 
Top: Henry S.- Clark 
Bottom: Ira Saks 


president and secretary and Fran- 
cis Doms is vice-president. Saks 
has been a recognized authority in 
the remanufacturing business for 
the last 40 years and Clark earlier 
had had 25 years in that field. 

At present the firm has plants 
in Atlanta and Kansas City, Mo., 
and plans are being shaped to 
open others soon. 

Clark-Richards Co., Atlanta, 
plus direct representatives will 
represent the firm in the South- 
east. 
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Leaders of the North Carolina Automotive Wholesalers Association 
are (1. to r.): seated, S. B. Norton of Burlington, retiring president: 
Allen Lewis of Wilmington, president; N. B. Starling of Raleigh, re- 
named treasurer, and Jesse F. Jones, Jr., of Raleigh, executive secretary: 
standing, R. F. Ashworth of Durham, Dowd Biggers and Raymond 
Glaser of Charlotte and two retiring directors, Max A. Hayes of Ashe- 
ville and L. T. White, Jr., of Raleigh. Absent were Harold Rea of 
Asheville, elected vice-president, and two new directors, H. Lester 
Flowers of Hickory and R. E. Kirkland, Jr., of Wilson. The 1960 con- 
vention may be held next June at Wilmington. 


North Carolina Assails Manufacturers 
Selling Through Oil and Rubber Firms 


A RESOLUTION “condemning” the 
recognition of oil and rubber 
companies as distributors by some 
manufacturers who supply auto- 
motive jobbers was adopted last 
month at the annual convention 
of the North Carolina Automotive 
Wholesalers Association at Win- 
ston-Salem. 

Such recognition, said the meas- 
ure, “excludes” wholesalers from 
this market which becomes a 
“captive” one. It asked manufac- 
turers to reconsider their action 
and “discontinue such collusive 
practices.” 

Also adopted at the April 19-21 
meeting was a resolution opposing 
a proposal in the legislature to 
withhold state income taxes, after 
some members pointed out that 
this would increase bookkeeping 
and possibly lead to higher taxes 
later. 

One approved resolution asked 
the state’s congressional delega- 
tion to work toward “stopping the 
constant erosion of our dollar.” 

Ralph H. James of Tulsa, Okla., 
executive director of the Inde- 
pendent Garage Owners of 
America, asserted in an address 
that 80% of IGOA’s program was 
being devoted to technical and 
managerial problems in order to 


help garagemen to be better busi- 
nessmen and to help upgrade their 
personnel. 

In assailing practices of some 
insurance companies, James de- 
clared: 

“We ask only one thing: give 
us our equal chance at this insur- 
ance (repair) business,” the far 
greater percentage of which he 
said was being channeled through 
franchised car dealers. 

IGOA is not opposed to car deal- 
ers, he said, but “we work with 
them on our common problems 
through committees.” 

He cited the association’s bylaws 
which forbid it from participating 
in any kind of buying group “and 
if we didn’t have it in there it 
still wouldn’t work,” said the 
former Tulsa garage operator and 
ex-service manager for a car deal- 
ership. 

He told the more than 50 whole- 
salers: 

“If you discount to Tom, Dick 
and Harry, you are not a whole- 
saler. You are a discount house— 
and you know what you think of a 
discount house.” 

He revealed plans for meetings 
late last month at Roanoke, Va., 
Asheville, Winston-Salem and 
Charlotte, N. C., to organize units 
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of IGOA. A campaign in July 
which he will direct will be aimed 
at stepping up memberships in the 
Carolinas, he said. 

Other speakers included Neil 
Williams of Charlotte, president 
of B-33, which sponsored a social 
hour as usual; Frank G. McKen- 
zie of Bluefield, W. Va., who dis- 
cussed plans for the Southeastern 
Automotive Marketing Associa- 
tion’s first convention this fall, 
tentatively set for September in 
Atlanta; Richard A. Melvin of 
Automotive Service Industry As- 
sociation; Dr. Henry D. Ostberg, 
business management consultant 
of New York City; Henry C. 
Buchanan, who welcomed the 
group in behalf of his fellow 
Winston-Salem jobbers; State 
Senator Henry R. Jordan, NCA- 
WA’s counsel, and state authori- 
ties who explained the 18 new 
mechanic-training schools set up in 
cooperation with the association. 
(For excerpts from one major ad- 
dress, turn to page 46.) 

The association voted to admit 
warehouse distributors as asso- 
ciate, non-voting members. 


UMS Council Will Meet 
In Chicago June 11-12 


——— of the nation’s key auto- 


motive replacement parts dis- 
tributors, named to the 1959 
United Motors Service Distributor 
Council, will meet in Chicago 
June 11-12 with top UMS officials 
to discuss future sales and adver- 
tising programs. 

Members of the council include 
R. C. Archenhold, Archenhold 
Automobile Supply Co., Fort 
Worth, Texas; Bruce Cameron, 
MacMillan & Cameron Co., Wil- 
mington, N. C.; E. Fletcher Lord, 
Crow-Burlingame Co., Little Rock, 
Ark.: J. Matthew “Hot Shot” Nel- 
son, Holston Auto Supply Co., 
Kingsport, Tenn. 


Binks Names Two in South 


Dan E. Power, Jr., and William 
B. Crawford have been appointed 
direct field representatives in the 
Atlanta, Ga., branch of Binks Mfg. 
Co., Chicago. 


Bowden-LaBoon of Athens, Ga., 
has installed a wet surface grinder, 
according to Owner Tom H. Bow- 
den. “It’s doing a wonderful job,” 
he said, “also helping our parts 
sales as well as our machine work. 
It’s a ‘must’ for an automotive 
machine shop.” 

(More Jobber News on page 160) 
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SERVICE 


and MAINTENANCE 





Cooling Off 


the 


Hot-Weather Ills 


ance ge operation will 
more than likely bring about 
certain disorders that did not 
show up during the cooler weath- 
er. 

We can look out for cooling 
system difficulties, such as loss of 
coolant, overheating, etc. 

We will see more lubricant 
leaks due to defective gaskets and 
seals. We can look out for hard- 
starting complaints. There will be 
engine noises, brakes that squeak, 
as well as battery trouble and fuel 
system difficulties. 

The following diagnosis charts 
should assist in locating the cause 
of the many difficulties that may 
be encountered: 


Cooling System 
Excessive engine temperature: 
Causes: 
1.—Poor water circulation: 

a. Slipping fan belt 

b. Engine block or 
head passages 
stricted. 

c. Radiator core clogged. 

d. Head gasket or water pump 
gasket improperly installed. 

e. Water hoses deteriorated or 
collapsed. 

f. Thermostat defective or up- 
side down. 

g. Pump impeller loose on shaft. 

h. Insufficient coolant in the 
system. 

2.—Poor air circulation: 

a. Slipping fan belt. 

b. Radiator core or grille dam- 
aged or obstructed. 

c. Fan shroud removed. 


cylinder 
clogged or re- 


d. Fan blade bent. 

3.—Improper engine operation: 

a. Ignition timing too late or too 
early. 

b. Spark advance stuck. 

c. Any condition causing preig- 
nition. 

d. Excessive engine friction, due 
to tight bearings or pistons, im- 
proper grade of oil, etc. 

4.—Engine overloaded: 

a. Slipping clutch. 

b. Dragging brakes. 

c. Tight wheel bearings. 

d. Abnormal friction in drive 
components. 

5.—Heat indicator not reading 
correctly. 

6.—Use of certain types of anti- 
freeze in warm weather. 

7.—Heavy paint, grease, or dirt 
on radiator core. 

8.—Oil in water. 

Water loss from cooling sys- 
tem: 


Fig. 1—Measuring fan 

belt tension. Too tight 

can be as harmful as 

too loose. Check the 
specs. 


By E. M. LOWERY 
Technical Editor 


Causes: 

1.—External leaks at radiator 
hoses, heater, drain plugs, water 
pump, freeze plugs, etc. 

2.—Internal leaks in engine 
(cracked block, porous casting, 
loose gasket, etc.) or water pump. 

3.—Combustion gases leaking 
into cooling system because of 
loose head bolts or faulty gasket. 

4.—Losses through overflow 
pipe, due to overfilling, overheat- 
ing, surging because of air domes 
in accessories or hoses, etc. 

5.—Air leaks into system at 
radiator cap, hoses, or cooling sys- 
tem gaskets. 

6.—Excessive pressures due to 
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pressure cap sticking. 
7.—Improper filler cap. 

Water pump noises: 

Water pump noises are rare and 
are often difficult to locate. A 
noisy water pump, however, can 
generally be detected by the use 
of a sounding rod against the 
water pump body or by removing 
the fan belt temporarily. Water 
pump noises are usually indicated 
by a bump, squeal, or scraping 
noise. 

Causes: 

1.—Pulley loose on pump shaft. 

2.—Pump impeller loose on 
pump shaft. 

3.—Excessive end play of pump 
shaft. 

4—Impeller blades 
water pump housing. 

5.—Impeller broken. 

6.—Dry or damaged fan shaft 
bearing. 

Fan noises: 

Fan noises due to the condition 
of the fan belt are usually ap- 
parent by a squeak or squeal in 
the forward part of the engine 
when the engine is idling or when 
the engine is rapidly accelerated. 
Fan noises have various character- 
istics but can generally be located 
when the engine is idling. Para- 
graphs a, b and d under Cause No. 
1 will be indicated by a continu- 
ous squeak or squeal, while para- 
graph a under Cause No. 2 will 
cause an intermittent thud. 

Paragraph c under Cause No. 2 
will cause a light metallic rattle 
at low speed with an uneven en- 
gine idle. The fan blades striking 
the radiator or fan belt will cause 
a decided scraping sound. Para- 
graphs f, g and h under Cause No. 
2 will generally cause a whir or 
hum at the higher engine speeds. 

Causes: 

1.—Fan belt noises: 

a. Belt adjusted too 
(squeak). 

b. Belt adjusted too 
(squeak on acceleration). 

c. Grease, rust or foreign mat- 
ter on fan belt or pulleys. 

d. Incorrect type or make of fan 
belt. 

e. Fan belt 
burned. 


rubbing 


tight 


loose 


badly worn or 


Fig. 2—Hard starting and misfiring when hot may be caused by de- 
fective spark plugs. Be sure the correct heat range is installed. 


f. Misalignment of fan belt pul- 
leys. 

2.—Fan noises: 

a. Excessive water pump shaft 
end play. 

b. Fan blades loose on hub. 

c. Crankshaft, generator or fan 
pulleys cracked or distorted. 

d. Fan hub loose and turning 
on shaft. 

e. Fan blades striking fan belt 
or radiator. 

f. Unbalanced fan blade assem- 
bly. 

g. Uneven pitch of fan blades. 

h. Bent or distorted fan blades. 

Premature fan belt breakage or 
rapid wear: 

Causes: 

1.—Tight adjustment 
abnormal stretch (Fig. 1). 

2.—Loose adjustment causing 
excessive slippage (Fig. 1). 

3.—Use of incorrect type belt. 

4—Oil on belt causing de- 
terioration. 

5.—Misalignment 
leys. 

6.—Belt striking or rubbing on 
fan blades. 


causing 


of belt pul- 








June: The Lark's Suspension 
Front-suspension service on the Lark, covering shocks, 
springs, control arms and bushings, will get a going- 
over here next month from the pen of Editor Ed Lowery. 
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7.—Excessive friction in water 
pump or generator causing over- 
load on belt. 

8. Broken or rough fan pulley 
flanges. 


Engine starts hard or will not 
start: 

1.—Improper 
to: 

a. Carburetor passages restrict- 
ed. 

b. Insufficient quantity or lack 
of gasoline in carburetor. 

(1) Clogged or restricted fuel 
lines. 

(2) Clogged or dirty carburetor 
screen. 

(3) Fuel pump faulty or of low 
capacity. 

(4) Carburetor float 
low. 

(5) Carburetor 
valve sticking. 

(6) Fuel tank vent restricted. 

ce. Air leaks at intake manifold 
or in the carburetor, due to: 

(1) Loose manifold nuts or cap 
screws. 

(2) Loose carburetor attaching 
nuts. 

(3) Leaking intake manifold or 
carburetor gaskets. 

(4) Leaks occurring in vacuum 
line connections at intake mani- 
fold. 

(5) Warped or scratched carbu- 
retor or manifold’ attaching 
flanges. 

(6) Cracked intake manifold. 


carburetion due 


level too 


float or float 





(7) Leak at air horn gasket or 
throttle shaft bearing. 

d. Poor grade or old fuel. 

e. Cylinders and manifold 
flooded with gasoline. 

f. Choke sticking or improperly 
adjusted. 

2. Electrical difficulties: 

Battery: 

(1) Low or sulphated. 

(2) Terminals loose or 
corroded. 

(3) Improper ground. 

(4) Battery cables 
undersized. 

Ignition: 

(1) Primary circuit. 

a. Broken cable. 

b. High resistance due to cor- 
roded, dirty or loose connections. 

c. Ignition out of time. 

d. Weak or grounded condenser 
or coil. 

e. Distributor 


badly 


frayed or 


breaker points 


Fig. 3—Look out for the hot bat- 
tery. Check the charging circuit. 


improperly spaced, dirty or loose. 

f. Breaker arm sticking, springs 
weak or broken, or arm grounded. 

g. Loose or grounded distribu- 
tor terminal post. 

h. Primary circuit resistance 
unit damaged or grounded. 

i. Iguition switch contacts loose, 
corroded or burned. 

j. Open resistance unit in pri- 
mary circuit. 

(2) Secondary circuit: 

a. Corroded spark plug 
terminals. 

b. Chafed or cracked insulation 
on cables. 

c. Ignition coil weak or inopera- 
tive. 

d. Moisture on ignition coil, 
terminals, distributor cover, spark 
plug porcelains or in distributor 
cap. 

e. Spark plugs damaged, dirty 
or wet, porcelains cracked or gap 


cable 


SPARK PLUG DIAGNOSIS 





Plug Conditions Cause of Condition 


Corrective 
Action 





Plug “flash 
over’’ (firing 
from upper ter- 
minal to base of 
plug) 


Dirty insulator tops. 
Oil, dirt and mois- 
ture on_ insulator 
will shunt current 
to base of plug. The 
above condition can 
be caused by failure 
of spark plug boot. 


improperly spaced. 

f. Cracked distributor cap. 

g. Improper installation of sec- 
ondary cables (not correct for en- 
gine firing order). 

h. Rotor contact spring bent or 
broken. 

i. Distributor rotor grounded. 

j. Distributor cap center termi- 
nal (inner) broken or missing. 

Starter motor: 

(1) Not operating properly. 

(2) Congealed engine oil due to 
the use of too heavy a grade of oil 
or to the formation of sludge. 

(3) Starter motor pinion bind- 
ing in flywheel gear. 

(4) Starter switch not operating 
properly. 

3.—Poor engine compression re- 
sulting from: 

a. Loose 
screws. 

b. Spark plugs loose in head. 

c. Improperly installed or dam- 
aged cylinder head gasket. 

d. Poorly seating valves. 

e. Weak or broken 
springs. 

f. Valves holding open due to 
insufficient valve clearance or 
valve stem. 

g. Badly worn, broken, weak or 
stuck piston rings. 

4.—Unusual causes: 

a. Valves improperly timed. 

b. Broken or loose camshaft or 
distributor drive gear. 

c. Cracked cylinder block. 

d. Water in cylinders. 

e. Excessive internal friction of 
engine assembly. 


cylinder head cap 


valve 


Use ‘‘hotter” 


Hard, baked-on, 
type plug. 


black carbon de- 
posits result from 
too cold plug. 





Keep plugs 
wiped. clean 
with cloth mois- 
tened with 
cleaning sol- 
vent. Check 
spark plug boot 
and replace if 


Lead fouling 
dight and pow- 
dery or shiny 
glazed coating 
on firing end) 


Remove de- 
posits by blast 
cleaning. If this 
is not possible, 
plugs should be 
replaced. 


By-products of com- 
bustion and fuel ad- 
ditives, deposited as 
a powder which 
may later melt and 
glaze on _ insulator 
tip. 





necessary. Normal elec- 





Oil or 
fouling 


carbon Wet, black deposits 
on firing end of 
plug indicate oil 
pumping condition. 
This is usually 
caused by worn 
piston rings, pistons, 
cylinders or sticky 
valves. 


Soft, 


fluffy, 
black carbon de- 
posits usually indi- 
cate a rich mixture 
operation, excessive 
idling, improper op- 
eration of auto- 


dry 


matic choke or 
faulty adjustment 
of carburetor. 


. trode wear 
Correct engine 


condition. In 
most cases plugs 
in this condi- 
tion will be 


Plugs should be 
regapped every 
5,000 miles. 


Due to intense heat, 
pressure and _ cor- 
rosive gases togeth- 
er with spark dis- 
charge, the elec- 
trode wears and gap 
widens. 





serviceable aft- 
er proper clean- 
ing and regap- 
ping. 


Rapid electrode 
wear 


Correct engine 
condition. In- 
stall plugs to 


Condition may be 
caused by (1) burn- 
ed valves, (2) gas 


If troubles are 
not eliminated, 
use ‘‘hotter’’ 
type plug. 


leakage past threads 
and seat. gaskets, 
due to insufficient 
installation torque 
or damaged gasket, 
(3) too lean a mix- 
ture or (4) plug too 
“hot” for operating 
speeds and loads. 


specified tor- 
que. Use a new 
spark plug seat 
gasket each 
time a new or 
cleaned spark 
plug is install- 
ed. Use “cold- 
er” type plug if 
condition con- 
tinues to exist. 
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Broken upper 
insulator (firing 
around shell 
crimp under 
load conditions) 


Careless removal or 
installation of spark 
plug. 


Replace with a 
new spark plug. 





Broken lower 
insulator (firing 
top) 


The cause is usually 
carelessness in re- 
gapping by either 
bending of center 
electrode to adjust 
the gap or permit- 
ting the gapping 
tool to exert pres- 
sure against the tip 
of the center elec- 
trode or insulator 
when bending the 
side electrode to ad- 
just the gap. 


Use 
type 
the 
type 
tion. 


Fracture or break- 
age of lower insu- 
lator may also oc- 
casionally occur if 
the engine has been 
operated under con- 
ditions causing se- 
vere and prolonged 
detonation or pre- 
ignition. 


Replace with a 
new spark plug. 


**colder” 


plug for 
particular 
of opera- 





Damaged shell 


Very seldom occurs 
but cause is almost 
always due to mis- 
handling by apply- 
ing excessive torque 
during installation. 
This failure is us- 
ually in the form of 
a crack in the Vee 
of the thread next 
to the seat gasket or 
at the groove below 
the hex. 


Replace with a 
new spark plug. 





BATTERY AND STARTING CIRCUIT 





Symptom and Probable 


Cause 


Probable Remedy 





Slow engine cranking speed: 


Partially 
tery 


Low-capacity battery 


discharged bat- 


Charge or change battery 


and determine cause of bat- 


tery condition. 
Cycle 


battery to 


improve 


Faulty battery cell 

Loose or corroded termi- 
nals 

Under capacity cables 
Burned starter solenoid 
switch contacts 

Internal starting motor 
trouble 

Heavy oil or other engine 
trouble causing undue load 


capacity or replace it. 
Replace battery. 

Clean and tighten termi- 
nals. 

Replace battery cables. 


Replace solenoid. 
Overhaul starting motor. 


Make necessary repairs to 
engine, 


Starter engages but will not crank engine: 


Partially 
tery 

Faulty battery cells 
Bent armature 
damaged drive mechanism 
Faulty armature or fields 


discharged bat- 


Starter will not run: 
Disconnected battery cables 
Shorted or open starter cir- 
cuit 


shaft or 


Charge or change battery. 
Replace battery. 


Overhaul starter. 
Overhaul starter. 
Replace faulty cables. 


Make necessary repairs. 





GENERATING CIRCUIT 


Low-charging rate: 
Fully charged battery and 
low charging rate 


This is a normal condition 
with a fully charged bat- 
tery. 
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Fig. 4—Refer to the specs and adjust the regulator. 


Fan belt slipping 
Generator commutator 
dirty 

High resistance in charging 
circuit 


Too low voltage setting of 
voltage regulator unit 
Oxidized voltage regulator 
points 

Partially shorted field coils 


Replace or adjust belt. 


Clean commutator. 

Check charging circuit pro- 
gressively and make neces- 
sary repairs to remove high 
resistance. 
Adjust voltage regulator. 
Clean and adjust points. 
Overhaul generator. 


High charging rate with full charged battery (See Fig. 4): 


Voltage regulator setting 
too high 

Voltage regulator points 
stuck 

Regulator unit improperly 


grounded 


Generator field circuit to 
regulator short-circuited 


Shunt field circuit short- 
circuited within regulator 


Adjust voltage regulator. 
Clean and adjust points 
and readjust regulator. 
Remove regulator and 
clean connections. Readjust 
regulator. 

Test to locate short circuit 
and make necessary re- 
pairs. 


Replace regulator. 


Low battery and no charging rate: 


Fan belt broken or loose 
Charging circuit open be- 
tween regulator and bat- 
tery 

Cut-out voltage 
open-circuited 
Corroded points in current 
and voltage regulator 

Open circuit between gen- 
erator and regulator 


winding 


Internal trouble in genera- 
tor 


Replace or tighten fan belt. 


Locate open circuit and 
make necessary repairs. 


Replace regulator unit. 
Clean points and readjust 
regulator. 

Locate open circuit and 
make necessary repairs to 
wiring. 


Overhaul generator. 





IGNITION 
Engine will not start: 
Weak battery 
Excessive moisture on 
high-tension wiring or 
spark plugs 


CIRCUIT 


Charge battery. 
Dry parts. 


(Continued on page 122) 














Fig. 2—No. 1: Escutcheon plate screws. No. 2: Lock 


assembly screws. 


ipshaping Studebaker Wagons 


| De all other makes, knowing 
something of the design and 
construction—and how to do it— 
makes servicing the Studebaker- 
Packard station wagon units easy. 

Tailgates: 

Independently hinged upper and 
lower gates are used at the rear 
of the body. Weatherstrips around 
the entire opening and also at the 
junction of the two gates assure an 
effective seal against the entrance 
of dust and water. 

Link-type hinges used on the 
upper gate are provided with pivot 
locks to secure the gate in the up 
position when the car is driven 
with the tailgate open. A stabilizer 
assembly prevents side movement 
of the upper gate when in the 
open position and the car is in mo- 
tion. 


By E. M. LOWERY 
Technical Editor 


A tailgate support assembly, at 
each side of the lower gate, sup- 
ports the lower tailgate in the 
closed and open positions. 

Tailgate bumpers: 

Rubber bumper blocks are used 
at each side of the upper and low- 
er tailgates to prevent side move- 
ment of the gates. On the upper 
gate, the bumper blocks are also 
the means of aligning the gate 
laterally within the opening. 

Removal and installation: 

Each bumper is held in position 
by two screws. Remove the screws 
and remove the bumpers and 
shims, if shims are used. When 
installing, use shims as required 








June: Ford, Chevy Convertible Tops 


Checking tops of the Ford and Chevrolet convertibles, 
including simple checks to assure proper functioning by 
the mechanism, will be covered in this space next month. 








to position the bumper to eliminate 
side movement of the gate. Install 
the screws and tighten securely. 

Because the bumpers also control 
the lateral alignment of the upper 
gate within the opening, after de- 
termining the proper number of 
shims required to eliminate the 
side movement divide the shims 
and install at the proper sides to 
maintain the proper alignment of 
the gate. 

Tailgate opening weatherstrips: 

Weatherstrip that has lost its 
resiliency, is split or torn, or which 
allows moisture to be absorbed, 
should be replaced. After the 
weatherstrip is removed, check 
around the entire opening and 
grind off any high spots found on 
the flange. 

Removal and installation: 

Open the upper and lower tail- 
gates. Pull the side and upper 
weatherstrip and lower weather- 
strip out of the channels. Use a sol- 
vent and clean out the cement and 
bits of weatherstrip that remain in 
the channel. 

Coat the channel and the new 
side and upper weatherstrip with 
weatherstrip cement and allow to 
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Fig. 3—No. 1: Hinge-to-body screws. No. 2: Hinge- 


to-gate screws. 


dry until tacky. Position here the 
molded corner section of the 
weatherstrip at each corner. Place 
the weatherstrip in the channel and 
press lightly into position, while 
working across the top, and down 
each side to the lower corners. Be 
careful not to stretch the weather- 
strip. 

Press the weatherstrip firmly 
into position around the entire 
opening. Trim off the ends of the 
weatherstrip as required. 

Coat the lower weatherstrip and 
also the ends which will contact 
the side weatherstrip. Place the 
strip in the channel and press 
firmly and neatly into position. 

In places where the weatherstrip 
lip has a tendency to turn out- 
ward, apply masking tape to hold 
it in position temporarily. Allow 
the cement to dry thoroughly be- 
before closing the gates to pre- 
vent shifting and distorting the 
weatherstrip. 

Clean excess cement from the 
weatherstrip. When cement is 
thoroughly dry, close the gates and 
check around the opening for low 
spots in the weatherstrip with a 
card the approximate thickness of 
a business calling card, The point 
at which there is little or no re- 
sistance indicates improper sealing. 


Fig. 5—No. 1: Lip. No. 2: Handle, No. 3: Eccentric 
bolt. No. 4: Mounting plate cam. 


At this point, pull the weatherstrip 
out of the channel and place a 
piece or pieces of rubber tape, as 
required, in the channel to shim 
out the weatherstrip. 

Apply more cement to shims and 
back side of weatherstrip and al- 
low surfaces to become tacky. 
Then, place weatherstrip back in 
channel and press firmly into cor- 
rect position. 

Tailgate lock: 

Tailgate lock cylinder removal 
and installation: 

Insert the key and rotate the 
lock cylinder to the unlocked posi- 
tion. Insert a wire into the hole 
(see Fig. 1) in the lock cylinder 
housing to depress the lock cylin- 
der yoke, and remove the cylinder. 

With the key in the lock cylin- 
der to line up the tumblers, place 
the cylinder so that the yoke is in 
line with the small hole in the 
housing. Depress the yoke so that 
it will enter the housing, and in- 
stall the lock cylinder. 

Tailgate lock assembly removal: 

Remove four screws and remove 
the lock assembly cover shield. 
Remove two screws (1, Fig. 2) 
and remove the lock handle and 
escutcheon plate assembly. This 
unit is not serviced separately; it 
is replaced as an assembly. 
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Fig. 4—No. 1: Support upper mounting plate. No. 2: 
Bumper block. No. 3: Support lower mounting plate. 


Remove four screws (2, Fig. 2) 
and remove the lock assembly. 
This unit also is not serviced sep- 
arately, and should be replaced as 
an assembly. 

Installation: 

Position the lock assembly and 
install the four screws securely. 
Insert the lock handle and es- 
cutcheon plate assembly, with the 
hole in the lock cylinder housing 
pointing downward. Install and 
tighten the two screws. 

Position the cover shield and in- 
stall the four screws. 

Tailgate lock striker: 

Adjustment: 

Striker plate adjustment will be 
necessary after aligning the gates. 
Slots are provided to permit ad- 
justment of the striker. 

Loosen the screws and adjust 
the striker so that the bolt in the 
lock assembly properly contacts 
the striker and the gate fits snugly 
against the weatherstrip. 

Lubricate the cam surface with 
stick lubricant. 

Lower tailgate assembly: 

Lower tailgate removal: 

Support the underside of the 
gate. Remove the tailgate support 
mounting plate screws and place 
the supports in their closed posi- 
tion. Remove the hinge screws at 


Fig. 6—No. 1: Hinge screws. No. 2: Bumper block. 





plate. 


the gate and rotate the hinges to 
their closed position. Lift and re- 
move the tailgate assembly. 

Installation: 

Provide support for the tailgate 
and slide it into position. Position 
the hinges and install and tighten 
the screws snugly. Lower the tail- 
gate supports into position; install 
the screws loosely. Close the gate 
and check for proper alignment. 
The gate should be centered with- 
in the opening. The upper gate 
should close snugly and evenly on 


the weatherstrip of the lower gate. 
If necessary, align the gate as out- 


lined under “Alignment.” 
tighten all screws securely. 

Alignment: 

Before aligning the tailgate, 
loosen the support mounting 
screws, Loosen the gate lock strik- 
er screws. 

Oversize holes at the hinge-to- 
body screws (1, Fig. 3) provide for 
an in-and-out movement of the 
gate hinge. Fioating tapping plates 
at the hinge-to-gate screws (2) 
provide for an up-or-down and 
side-to-side movement of the gate. 

Remove as much of the sealer 
from around the hinge as required 
to permit side movement of the 
gate. Loosen the hinge-to-gate 
screws and center the gate in the 
opening. Snug up one of the screws 
at each hinge and check the clos- 
ing of the upper gate on the lower 
gate. Move the gate up or down as 
necessary to give good alignment. 
Maintain the same spacing as at 
both sides. When properly align- 
ed side-to-side and gate-to-gate, 
tighten the screws securely. 

Fill the space around the hinge 
strap with color-matched sealer so 
that it is flush with the gate and 
the hinge strap. This is important, 
because when the gate is closed, 


Then 


Fig. 7—No. 1: Pillar bracket. No. 2: H bracket. 
No. 3: Hinge bolts. No. 4: Hinge spring, 


o. 5: Lock 


the lower gate opening weather- 
strip crosses the hinge straps and 
the space around the hinge straps 
must be filled to provide an ef- 
fective seal. 

Now close the gate and check the 
fit against the side and lower 
weatherstrips. If adjustment is re- 
quired, slightly loosen the hinge- 
to-body cap screws and shift the 
gate and hinges as necessary to se- 
cure proper alignment. When even 
pressure is obtained on _ the 
weatherstrip, tighten the screws 
securely. 

After the tailgate is properly 
aligned, tighten the support as- 
sembly screws securely To ad- 
just the support assemblies, refer 
to “Support—Adjustment.” Adjust 
the gate lock striker. 

Skid strips and mat removal 
and installation: 

The same screws that hold the 
skid strips also hold the mat in 
position. Remove the screws and 
remove the skid strips. Remove 
the mat fastening screws and lift 
out the mat. 

Position the mat and skid strips 
and install the screws. 

Nameplate removal: 

The nameplate is retained by 
clips. To remove the nameplate, 
protect the finish as necessary with 
masking tape. Position a small 
block of wood about 4” thick 
and use a screwdriver for a lever 
and pry the nameplate from the 
panel evenly at each tang. 

Installation: 

Press new clips into the panel 
drilled holes. Press the nameplate 
tightly against panel. 

Lower tailgate hinges removal: 

Support the underside of the 
tailgate, Lift the spare wheel cov- 
er and place the hook over the up- 
per hinge. Remove the hinge-to- 


Fig. 8—No. 1: Front molding. No. 2: Top molding. No. 
3: Bottom molding. No. 4: Corner molding. 


gate screws and the hinge-to-body 
screws. Work the hinges loose from 
the body sealer and pull the hinges 
out toward the rear of the car. 

Installation: 

Clean all of the sealer from 
around the hinge mountings. Posi- 
tion the hinges and install the 
screws. Check the gate alignment 
as outlined under “Lower Tail- 
gate—Alignment,” and install new 
sealer. 

Support assemblies: 

The support assemblies support 
the lower tailgate in both the 
closed and open positions. No pro- 
vision is made for an intermediate 
opening. In the closed position, the 
handle locks over the cam on the 
lower mounting plate and securely 
holds the gate against the weather- 
strip. An adjustment is provided 
at the lower mounting plate to 
position the cam in relation to the 
handle to secure proper locking 
action. An adjustment through an 
eccentric at the handle provides 
a means of securing proper ten- 
sion of the handle locking lip on 
the cam. 

A rubber washer at the center of 
the strut compresses against the 
floorboard when the gate is in the 
closed position to keep the strut 
in alignment, prevent side move- 
ment and thereby eliminate rattles. 
The rubber washer at the handle 
assembly cushions the lower 
mounting plate as the handle locks 
it into position. 

Removal: 

With the tailgate in the open 
position, provide support for the 
underside of the gate. Remove the 
screws at both the upper and low- 
er mounting plates (1 and 3, Fig. 
4) and remove the support as- 
sembly. To remove the handle as- 
sembly, remove the nut and lock 
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washer and the eccentric bolt. 

Installation: 

When assembling, sparingly lu- 
bricate the joints with Lubriplate. 
Position the upper mounting plate, 
install and tighten the screws se- 
curely. Install the strut and handle 
assembly at the upper plate. Posi- 
tion the lower mounting plate and 
install the screws. Check the 
operation and make adjustments 
as necessary. 

Adjustment: 

The support assemblies in no 
way affect the alignment of the 
gate, but the gate should be align- 
ed within the body opening before 
adjusting the support assemblies. 

Floating anchor nuts or cage 
nuts at the support-to-gate mount- 
ing plate screws provide the means 
for adjusting the support assemb- 
lies. Place the gate in the closed 
position but do not lock. Loosen 
the support-to-gate mounting plate 
screws and slide the plate up or 
down, so that when the handle is 
in the locked position, the lip (1, 
Fig. 5) on the lock handle will en- 
gage in the notched portion of the 
mounting plate cam (4). Then 
tighten the screws securely. 

Next, loosen the eccentric bolt 
nut at the lock handle. Turn the 
eccentric bolt (3) to obtain suf- 
ficient pressure of the lock handle 
lip on the cam to hold the gate 
firmly against the weatherstrip. 
Tighten the lock handle nut se- 
curely, 

Upper tailgate assembly: 

Upper tailgate removal: 

Open the upper tailgate and 
position it so that the hinge-to- 
gate screws (1, Fig. 6) are acces- 
sible. Provide adequate support for 
the upper tailgate when the hinge- 
to-gate screws are removed. Loos- 
en the stabilizer lock nuts and 
sleeve bolts. Remove the stabilizer 
center bracket screws and slide the 
bracket on the inside of header 
until the bracket can be tilted and 
slipped out of the opening. Remove 


the hinge-to-gate screws and lift 
the gate assembly from the car. 

Installation: 

Position the upper gate assembly 
at the hinges, providing adequate 
support, and install the hinge-to- 
gate screws. Insert the stabilizer 
center bracket through the open- 
ing in the header and place in posi- 
tion. Install the screws and tighten 
securely. Close the gate assembly 
and check the fit of the gate in the 
body opening and against the 
weather seal. Adjustments are pro- 
vided at the hinges to correct gate 
misalignment. Adjust tension of 
the stabilizer cable. 

Alignment: 

Horizontally slotted holes in the 
hinge plate (2, Fig. 7) provide for 
moving the hinge and gate assemb- 
ly closer to or away from the 
weather seal. Vertically slotted 
holes in the pillar bracket (1) pro- 
vide for moving the hinge and gate 
assembly up or down in the body 
opening. Side adjustment of the 
gate is obtained by placing shims 
under the bumper blocks on the 
pillars on either side of the gate. 

Check the alignment of the low- 
er gate and adjust if necessary. 
When aligning the gate, loosen the 
striker plate screws. Close the up- 
per gate and check the spacing 
around the opening and also at the 
junction of the two gates. Shift the 
hinge and gate assembly up or 
down on the pillar bracket to 
equalize the spacing. 

Next, check the fit of the gate 
against the weather seal. Shift 
the hinge and gate assembly at the 
pillar bracket closer to or away 
from the weather seal to obtain 
firm pressure and good seal. 

Insert shims under the bumper 
blocks as necessary to correct the 
side spacing. 

If it is difficult to maintain 
parallel spacing between the two 
gates, and at the same time have 
equal spacing at top and sides, it 
may be necessary to realign the 


SOUTHERN AUTOMOTIVE JOURNAL for MAY 1959 


Fig. 10 


lower gate. 

Adjust the stabilizer tension as 
outlined under “Stabilizer—Ad- 
justment.” 

Upper tailgate hinge assembly: 

Removal and installation: 

Provide adequate support to the 
tailgate. Disconnect and remove 
the hinge spring. Remove the gate- 
to-hinge screws. Remove the nuts, 
shakeproof washers and bolts hold- 
ing the hinge to the body bracket 
and remove the hinge. 

Position the hinge at the body 
bracket and install the bolts, plain 
washers, shakeproof washers and 
nuts. The large star washer must 
be between the hinge plate and the 
pillar post bracket. Install the gate- 
to-hinge screws. At all pivot points 
apply a coating of Lubriplate. Con- 
nect the hinge spring. Check the 
alignment of the upper tailgate as 
outlined under “Upper Tailgate— 
Alignment.” 

Tailgate stabilizer: 

The stabilizer assembly controls 
the side shift of the upper gate 
while the car is in motion with 
the gate latched in the open posi- 
tion. The cable is anchored se- 
curely at the center bracket in the 
header and attached at each side 
in the top face of the upper gate. 

As the gate is opened, the cable 
is put under tension and because 
of the center anchor point, the side 
movement of the gate is restricted. 

The cable assembly consists of 
the center bracket, cable with 
three balls swaged to the cable, 
sleeve bolts and lock nuts. The 
sleeve bolts thread into brackets 
in the gate for means of adjust- 
ment. 

Removal: 

Open and latch the upper tail- 
gate. Loosen the lock nuts on the 
sleeve bolts and unscrew the sleeve 
bolts at each side. Remove the 
screws at the center bracket and 
slide the bracket on the inside of 
the header until the bracket can 
be tilted and removed through the 


57 





opening. 
Installation: 
Insert the bracket through the 


opening in the body header and , 
place in position. Install the screws © 


and tighten securely. Thread the 
sleeve bolts into the brackets at 
each side on the upper face of gate. 
Adjust the cable tension. 

Adjustment: 

With the tailgate latched in the 
open position, remove the cable 
slack evenly by tightening the 
sleeve bolts. Each side must be ad- 
justed separately. Secure the ad- 
justment with the lock nuts. 

Trim and windows: 

Rear quarter garnish moldings 
removal and installation: 

Remove the screws of the front 
molding (1, Fig. 8) and rear corn- 
er molding (4) and remove the 
moldings. Remove the top and bot- 
tom garnish molding screws and 
remove these moldings. Note the 
positions of the long screws. 

When installing, leave three or 
four of the top molding screws 
loose at the rear until the rear 
corner molding is installed. 

Rear quarter trim panels re- 
moval and installation: 

Remove the garnish moldings as 
outlined under “Garnish Mold- 
ings—Removal and Installation.” 

To remove the side rear quar- 
ter trim panels, it is necessary first 
to remove the upper and then the 
lower rear quarter corner panels. 
Remove the screws and remove the 
trim panels. 

Install the side trim panels, the 
lower corner panel, then the upper 
corner pane!, Install the garnish 
moldings as outlined under ‘“Gar- 
nish Moldings—Removal and In- 
stallation.”’ 

Rear quarter rear window glass 


Fig. 11 — No. 1: 
Hinge-to-cushion 
screws. 


removal: 

Remove the garnish moldings as 
outlined under “Garnish Moldings 
—Removal and Installation.” Us- 
ing a putty knife, loosen the rub- 
ber weather seal from the body 
panel on the outside. On the in- 
side, using a putty knife, also loos- 
en the weather seal around the en- 
tire window. Then slide the win- 
dow approximately two _ inches 
toward the front of the car. It is 
necessary to move the window for- 
ward to clear the flange at the 
upper rear corner when removing 
the window. 

From the outside, with the heel 
of the hand, push the window 
glass inward along the top. Pull 
the weather seal and glass assem- 


bly to the inside and remove from 
the opening. 

Clean the panel opening and 
rubber weather seal of all old 
sealer. 

Installation: 

Apply sealer around the window 
glass opening in the panel. Place 
the lower edge of the window 
glass in the opening, leaving ap- 
proximately two inches of open 
space at the rear. (See Fig. 9.) 
Be sure that the lip of the weather 
seal overlaps the panel. Use a 
putty knife between the headlin- 
ing and the weather seal as a 
guide and carefully push the win- 
dow into position. Then, pushing 
on the front edve of the window 
glass, force it to the rear until the 
weather seal securely contacts the 
body contour. 

Rear quarter front window glass 
run channel removal: 

Remove the rear and the front 
rear quarter windows. Remove the 
run channel screws. Loosen the 
channel around the opening, using 
a putty knife. Remove and discard 
the old run channel. Clean the 
sealer from the body panel. 

Installation: 

Place the new run channel in 
position and punch holes through 
the channel to line up with the 
original screw holes in the panel. 
The holes in the channel as re- 
ceived from the parts depot are 
drain holes for the lower portion 
of the channel and must line up 
with the drain holes in the body 

(Continued on page 82) 


“Did you call for towing service, sir?” 
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NEW 
Apron Taper 


> 


PTT 
DEAL 


OFFER 
LIMITED 


See yor 
Supplier now: 








Now, for a limited time only, you can buy new 
“ScotcH”’ Brand Apron Tapers at special “‘deal’”’ prices 
and save! These versatile Tapers make masking easier, 
faster, more economical! They load in a jiffy . . . aprons 
are formed and cut with amazing ease. Can be used for 
single apron masking, multiple masking, or double- 
edged masking. 


® Rugged construction @ All purpose 
@ Finest cutter bar on market 


@ New anti-backlash design 


@ Faster, easier operation 
®@ Lightweight, easy to carry 


Gives you the time- and money-saving economies of 
the “SCOTCH” Brand Masking System! You can use 
tight-sticking, conformable ‘“‘“Scotcn”’ Brand Masking 
Tape, and the newly improved “‘Scotcn’”’ Brand Mask- 
ing Paper to cut your preparation time . . . save paint- 
ing time . . . save clean-up time. Job-proved by auto- 
body shops to be the most efficient way to cut costs 
on any job. 


ALSO AVAILABLE AT 
SPECIAL DEAL PRICE: 


second taper to increase shop 


large-unit paint jobs. PTT Deal Price, 


**SCOTCH’’ 1S A REGISTERED TRADEMARK FOR THE PRESSURE-SENSITIVE A S, “ASKIN 


Wiianesora iithins tnt il eonnsiiiilie COMPANY 


ee + WHERE RESEARCH IS THE 
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RS MADE BY 3™ ¢ 


“SCOTCH” Brand 
$a 


t 20% off! 


A-815 
APRON TAPER 


Dispenses single aprons up to 
15” wide, or adapts with $2.00 
kit* for any combination of 


Bs Te 


two paper widths up to 15”, 
or for dispensing double- 
edged aprons. 


NEW LOW PRICES ON MASKING PAPER 
Newly developed ‘‘Scotcn’’ Brand Masking 
Paper is now featured at a new low price. A 
high-quality, tough, rugged paper with low pene- 
tration factor . . . ideal for the new acrylic 
lacquers. Made especially for use in “‘Scotcn”’ 
Brand Apron Tapers! 


SAVE 20% ONP TT DEAL! 


Buy one bulk unit of ““Scorcn”’ Brand Masking 
Tape—any width or type, plus one roll of 12” or 
wider “‘Scotcn”’ Brand Masking Paper, or any 
combination of roll widths to equal 12” or more. 


GET THE A-815 FOR....$12.60 
regular price 
YOU SAVE...... 3.15 


*A-851 Adaptor Kit at low $2.00 price only during PTT Deal! 


“Scotcn”’ Brand Apron Taper A-836 for single 
aprons up to 36” wide, or combination of two 
widths up to 36” with $2.00 adaptor kit.* Ideal 
versatility on 


only $18.00. 


PAUL 6, MINN, EXPORT: 99 PARK AVE., WE 


MEE 


ANADA: LONDON, OWT 


>>. 


KEY TO TOMORROW 


Want more facts? Use Reader Service Card Page 137 





Designed for Trucks, 
Cars and "Off-Road" 


Ford's Gas Turbine 
Saves Gas, Weight 


300hp supercharged engine, 
under development for last 
two and half years, claims 


to rival 


diesel four times 


heavier and to be superior 
to usual gas-powered jobs 


egg haewned of a supercharged 
gas turbine engine of 300hp 
was announced last month by Ford 
Motor Co. 

“The 704” has been under de- 
velopment for two and a half 
years. Its weight is only a fourth 
that of truck diesel engine of com- 
parable horsepower, while its fuel 
economy rivals a diesel and is su- 
perior to conventional gasoline en- 
gines under most operating con- 
ditions, Ford said. 


“The 704” is a supercharged gas 
turbine engine developed by Ford 
Motor Co. The 300hp engine (cut- 
away shown above) weighs only 
one-fourth as much as a truck 
diesel engine of comparable horse- 
power. Under development for 
two and a half years, the engine 
weighs 650 pounds installed and 
has two stages of air compression. 
The 704 is approximately 38” long, 
29” wide and 28” high. Ford ex- 
pects to be testing the new tur- 
bine engines in vehicles before 
the end of 1959. 


“The Ford 704 represents an im- 
portant break-through in gas tur- 
bine design technology,” °B. T. 
Howes, associate director of engin- 
neering research and advanced 
product study, said. 

To date, experimental gas tur- 
bines designed for truck and pas- 
senger cars have employed one 
stage of air compression. The Ford 
704 has two—one a supercharging 
stage, enabling the engine to de- 
liver more horsepower from a 
smaller size. Early designs have 
only one combustion chamber 
where the 704 has dual burners. 

Exhaustive component testing 
has been carried out during devel- 
opment. The next step will be test- 
ing of the engine as a complete 
unit later this year. 

The 704 weighs 650 pounds in- 
stalled, complete with all acces- 
sories built into it and requiring 
only the addition of electrical pow- 
er and fuel. A diesel truck engine 
of comparable horsepower weighs 
about 2,700 pounds. 

“The ‘package’ size of the 704 
is approximately 38” long, 29” 
wide and 28” high,’ Howes said. 
“To draw a comparison, it would 
fit easily into the engine compart- 
ment of a 1959 Ford with room to 
spare.” 

A wide variety of fuels can be 
used—unleaded gasoline, kerosene, 
jet engine fuel (JP4) or light diesel 
fuel—and no warm-up period is 
required. 


Each compressor stage effects a 
four-to-one air compression. The 
low-speed compressor turns at 
46,500rpm and the high speed at 
91,500. Both the primary and re- 
heat combustion chambers operate 
at 1,700° F. Exhaust gases are dis- 
charged at about 740° F., or rough- 
ly the same temperature as con- 
ventional passenger-car engine ex- 
haust. 

“The Ford 704 gas turbine is 
suitable for any application re- 
quiring about 300hp and good fuel 
economy over a wide operating 
range,” Howes said. “It has been 
designed for high reliability and 
long life.” 

Possible applications besides cars 
and trucks, he added, might in- 
clude tanks, heavy-duty tractors 
and bulldozers, half-tracks and off- 
road vehicles of any type, auxiliary 
or standby power generating sets, 
starter carts for jet aircraft, earth 
movers and even small locomo- 
tives. 

C. L. Bouchard, manager of the 
turbo machine department, and 
Ivan M. Swatman, a member of 
the original Ford 704 gas turbine 
design team, described the engine’s 
operation in this manner: 

Air is drawn into the first, or 
low-speed, compressor which op- 
erates at 46,500rpm. Assuming an 
ambient air temperature of 100° 
F., the four-to-one-compression ra- 
tio raises air temperature to ap- 

(Continued on page 76) 
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*...they get our 
business exclusively” 


says C. H. RATLIFF, Ford dealer, Live Oak, Florida, 
one of America’s most successful small town dealers 


“In the eight years we have operated we have done business 
with several finance companies. Five years ago we tried 
ComMERCIAL Crepit and they get our business exclusively 
now because we have found their service better suits us 
and our customers. The ComMeRcIAL CrepitT people in 
our area are completely cooperative and their company’s 
flexible policies give us full control of financing. Naturally, 
that’s important. The completeness of the COMMERCIAL 
Crepit Puan is stressed by our salesmen because they 


have found it a big help in closing sales.” 
5 I - 


Commercial Credit dealers 
are successful dealers 


Write or call the nearest CommerciAL CrepiIT CORPORATION 
office for complete information on the benefits of COMMERCIAL 
Crepit Pitan. Why not do it, today? 


+ 
Ne A service offered through subsidiaries of the 
0M ERCIAL2 Commercial Credit Company, Baltimore . . . Capital 


CREDI and Surplus over $200,000,000 . . . offices in principal 
Se cities of the United States and Canada. 





1959 PASSENGER-CAR SPECIFICATIONS 
(Souped-Up Specs on Standard Models Are Not Listed) 








MAKE AND 
MODEL 





BUICK Le Sabre..._............... 
BUICK Invicta and Electra 


CADILLAC 62 Series.......... cooes 
CAD! Biarr 











5 


| 


123 
126.3 62.4 |60 


130 


6161 
\61 


wo 





62.4 |60 | V-81/4.125x3.4 54.45 | 2 
| V-8I 4,1875x3.64 56 $6.11 











| 325@4800 | 430@3100 
345@4800 | 435@3100 


390 
| 
325@4800 | 430@3100 |390 





119 
CHEVROLET $ (283-cubie-inch V-8) _| 119 


60.3 |59.3) 61 
60.3 |59.3) V-8I 
60.3 59.3) V-8I 


3.56x3.94 30.4 4 
3.875x3 48 
4.125x3.25 54.5 


135@4000  217@2000 


| 185@4600 | 275@2400 
50@4400 


355@2800 


CHEVROLET 8 (348-cubic-inch V-8) . 
CHEVROLET Corvette 


CHRYSLER Windsor 
RYSLER Sarat 








CONTINENTAL....._. 


119 
sell 57/59 =| “V-8I 


|129 
131 





De SOTO Firesweep 
De SOTO Fir 























LINCOLN...___ 
MERCUR Y Moni onterey - 
MERCURY Montclair .___ 
MERCURY Park Lane 


Co pemoens Syeants 88 
OLDSMOBILE Super 88 
OLDSMOBILE 98. . 


PLYMOUTH 6 — & Belvedere__. 
PLYMOUTH 8 Savoy, Belvedere 


and Fi 
PLYMO: H Golden Commando. . 





-| 118 


}122 60.9 |59.8) V-8I 
60.9 |59.8) V-8I 
60.9 |59.8) V-8I 
60.9 |59.8) V-8I 


i V-81 
\56.4| V-8I 


|59 
59 


AR HAD) te ce ibis: eats 


59.6) 6L 


59.7) V-8I 
59.7, V-8I 


118 60.9 


60.9 
-|118 60.9 





PONTIAC Catalina 
PONTIAC Star Chief & Bonneville. __ 








122 (63.7 
[126 63.7 


|57. %5 61 
58. 1580. 13) V-8I 
57.75) 50.13 VBI 


108.5 5 57.37\56 & 
108.5 |57.37|\56 | V-8I 
120.5 57.37/56.6) 6L 
120.5 57.37\56.6) V-8I 


3.875x3 
4.03x3.75 


| 4.03x3.75 |! 


4.18x3.75 
4.18x3.75 
4.18x3.75 





230@4300 | 300@3000 





306@4800 4 
325@4600 | 
350@4600 | 

| 380@5000 
350@4600 | 47 








59.17 | 350@4400 490@2800 





4.12x3.38 | 


4.25x3.38 


4.25x3.38 | 


4.25x3.38 





| 3.25x4.63 


3.95x3.31 


4.12x3.38 | 


4.12x3.38 | 





3.75x3.30 
4x3.30 


3.62x3.60 
3.75x3.30 


4.30x3.70 
4 30x3.70 
3.80x3.44 


4.30x3.30 
4.30x3.70 


re 
|52.49? 





\31.54 | 
45 


59.17 


59.17 | 350@4400_ 


“490@ 2800 





46.21 
59.17 
59.17 


210 325 
322 420 
345 480 





4x3.69 


| 3.25x4.62 


3.91x3.31 
4.12x3.38 


4.06x3.75 
4.06x3.75 


3.125x4.25/ 23.44 
3.125x4.25| 23.44 


3.5x3.25 
4x3.25 


x 
3.56x3.25 40.6 


51 270@4600 | 390@2400 
315@4600 | 435@2300 


315@4600 | 435@2800 





132@3600 | 205@1200 


230@4400 | 340@2400 
305@4600 | 395@3000 


245@4200 | 392@2000 
| 260@4200 | 400@2800 





90@3800 | 1506 


39.2 
|51.2 





270@4700 





21.6 90@ 4060 
40.6 | 180@4500 | 260@2800 
21.6 90@4000  145@2000 
180@4500 | 260@2800 


145@2000 


364 
401 


390 


10.5-1 


10.5-1 


413 


430 


361 
383 
383 
383 


230 


|326 


230 
318 
389 
389 
195.6 


| FLUID CAPACITIES 


WHEEL ALIGNMENT 





10.5-1 


10.5-1 


ss8|s| sesses|s 


| 
| | 


Caster 
(Degrees) 





—14) 
—114! 





| —1to—1% | 
—1 to—14 | 


ms 
He 
& 





tot 
to +4 
tots 
2+% 


nee 
~ sss 
= 





34+% 
34+% 
4+% 
+y 


4+% 


bo =Jo =} ~~} oh) 





0 to —1% 


0 to +% 


§ | SKK 


~ 
i 
- 
oo 





Cc 
Cc 
C 
Cc 


omnmw 





| 





55 


gg aK | SOK 
Bi 





SESsSss ES) ccow 


s 


| RIKI 


| RARER 
sessss 


& 
s | 
- 
a 





sss 


bet 


PSS 
sss 





aR 


ee 
evry 


ooo 
sss 
aR | eae 





rw 
oN 


ali 





PN 











ABBREVIATIONS 


A—Powerglide 9, Turboglide 4. 
B—Loft prefer 4%. Right prefer 0. 
C—Power steering +-% to +%. 


D—One 332 cubic inches and 
one 361 cubic inches. 
I—Valve-in-head. 


Manual +4 to +. 


L—t-head. 
With Air Ride —1°. 


1—332-cubic-inch 51.20. 
&—332-cubic-inch 225@4400. 
«—332-cubic-inch 325@2200. 
‘Power steering +-14° to 1°. 
616° greater on driver's side, 


eee 


Sess |ssse 
SR | aR 


= 
= 
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“What’s so different about Yankee mirrors?” 


Know-how, that’s what! Yankee know-how is responsible for mak- 
ing the handsome #526 visored mirror so unique, so appealing...so 
troublefree it never needs adjusting! Set it. Lock it. Forget it. What’s : 
more, the glass can’t fall out—it’s compressed in a water-tight gasket. : 
And, because every mirror in the Yankee line is built to these un- : 
compromising standards, every Yankee mirror carries the famous : 
“‘Life-of-the-Car” guarantee. It’s no wonder Yankee makes more : 
friends, more customers, more sales for you. Get the complete Yankee : o 
mirror program from your Yankee Rep or write today. Lampe, Mirrors and Signals 


YANKEE METAL PRODUCTS CORPORATION, NORWALK, CONNECTICUT 
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1959 PASSENGER-CAR SPECIFICATIONS 
(Souped-Up Specs on Standard Models Are Not Listed) 











ELECTRICAL TUNE-UP 





FUEL SYSTEM 


MAKE AND 
MODEL 





#8 
33 


| 








30-35 
30-35 


12-16@3800 21@14.5” 
12-16@3800 21@14.5” 


Au 
Ca-RP Au 





35 


16@2000 22@16” 


Ca-RP 





CHEVROLET 8 (283-cubi 


CHEVROLET 8 (348-cubic-inch V-8)__-- 
CHEVROLET Corvette 


a 
Huo 


B3700 





RP 
Ca-RP 
Ca-RP 

Ca 








13-17@4700 





Ca-BB 
Ca 


Ca 
Ca 














17-21@4300 
17-21@4000 





16-21@16” 
17-23@13.2” 
19-25@ 14.5” 


15-19@3600 
11-1 600 
17-21 


6-7 10 
6-7 Au 








22@15” 
22@15” 


| 44-514 | 19 | 19 





22.5@8 5” 





19 | 19 

ute. 18 | 18 
414-514 | Au | Au 
444-54 | Au Au 
5-6 Au Au 





Souvun] oo 








i?) 
a 

















19 


is) 
° 


445% | 19 
5-4 Au 


? 


| 
| 
| 





22-26@4400 23.5@21” 





15-19@3600 


16-20@4600 
17-21@4000 


16-21@16" 


24-29. 5@16” 
23-29@18.2” 


10 | 10 


10 | 18 
Au Au 











20@2900 19@13.5” 
20@2900 19@13.5” 


Au Au 
Au Au 





6@4000 13@11” 
94200 23.5@17” 

8@4000 25.5@15” 

22@16” 














ER Silver 
STUDEBAKER Sliver Hawk 























18@12” 
16@12” 
18@12” 
16@12’ 

















— Au | Au 





“B5bte 
33bte 


39bte 
16bte 


12}4bte 
18}4bte 


12}4bte 


15bte 
15bte 
20bte 


20bte 
15bte 


| 22bte 


6-7 Au | 15bte 
6-7 Au | 


20bte 


12bte 
l4bte 


6-7 Au | 15bte 


12bte 


22bte 


5-6 | Au | Au | 22bt0 
| 


18bte 


Au 22bte 


| Au | Au | 16bte 


12bte 


17bte 
20bte 


22bte 


30bte 


10bte 


18 | 18¢ | 15bte 
25-27e)25-27e) bie 


| 18e | 15b 
25- We. 25 te iibte 











1—}4° greater on driver's side. 


atde—After top dead center 
Au—Automatic. 
BB—Bal. and Bal. 
bte—Before top center. 
o—Cold. 

Ca—Carter. 


CsP—Crankshaft pulley. 
D—Ford or Holley. 


E—Std. Trans. premium fuel 3°btc. 


ABBREVIATIONS 


Auto, Trans. premium fuel 6° to 10°btc, 


F—Premium fuel 5° to 10° btc. 


With 361-cu.-in. engine ,Std. Trans. 3° to 10°btc. 


With Auto, Trans. 6° to 10°btc. 


FW—Flywheel. 

H—Holley. 

N—Negative. 

RP—Rochester Products. 

St—Stromberg. 

T—4° bte Std. or O.D. Trans. 
6° Automatic Trans. 


tde—Top dead center. 
VD—Vibration damper. 


W—3*bte Std. or O.D. Trans. 


6° bte Automatic Trans. 
—“Q” engine 7.5°btc. 
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DOLLARS DO BETTER AT A CHEVROLET 
DEALER’S...AND ’59 BUYERS KNOW IT! 


Most buyers who compare find out fast that 
Chevrolet offers more for their money than any 
other car in its class. They recognize Chevy's 
thoroughly new and fresh style, its authentic look 
of luxury and finished craftsmanship. Quality 
counts high, convincing more and more Americans 
that Chevrolet is the year’s best buy! 


It’s a new kind of buyer who’s making 
Chevrolet America’s most popular car this 
year. Now as never before, he displays a 
vital concern with the manner in which his 
car is crafted. So he’s giving this ’59 
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Chevrolet a careful going-over—and he 
likes what he sees. 

For Chevrolet backs up its graceful styl- 
ing and eager performance with the kind of 
workmanship that results in a car uniquely 
enduring in its fitness for service. New-car 
buyers see it in every Chevy seam, in every 
meeting of metal. They know their money 
is buying thoroughgoing quality—which is 
just what they’re looking for. What 
America wants, America gets at America’s 
No. 1 dealers! . . . Chevrolet Division of 
General Motors, Detroit 2, Michigan. 





Want more facts? Use Reader Service Card Page 137 


S-P Sales Chief Cites 
Sales Change Need 


W: MUST search for new con- 
cepts with which to meet 
the new demands in automotive 
transportation requirements,” ac- 
cording to S. A. Skillman, vice- 
president and general sales man- 
ager of Studebaker-Packard Corp. 

Skillman was a principal speak- 
er April 27 at the annual conven- 
tion of the North Carolina Auto- 
mobile Dealers Association at 
Pinehurst. 

“In the past, the automobile has 
been the national symbol of suc- 
cess in America,” Skillman declar- 


Vice-President Skillman 


ed. “Many a man prized his car 
above all other possessions — 
sometimes more than he prized his 
wife, The car was a badge of pres- 
tige, a status symbol, and the big- 
ger the car the better. 

“But the soaring demand for 
smaller, more economical cars is 
an indication of a_ significant 
change. Growth of this market is 
the most revolutionary occurrence 
in the American automobile mar- 
ket in recent years. An increasing 
number of motorists are simply in- 


terested in getting more transpor- 
tation for less money.” 

Skillman said this trend was il- 
lustrated by the “unprecedented 
acceptance of the Studebaker Lark 
since its introduction last Novem- 
ber.” 

“There is increased competition 
for the automobile dollar today 
from such leisure-time products 
and activities as swimming pools, 
boats, country clubs, privately 
owned airplanes, foreign travel 
and other pleasures which are be- 
coming more and more a way of 
life for American families,” the S- 
P vice-president explained. 

Skillman warned dealers that it 
is “no longer true that if you build 
a better mousetrap the world will 
beat a path to your door.” He 
stressed the importance of enthu- 
siasm in selling and aggressiveness 
in management. 

“Let’s forget about the business 
outlook,” he suggested, “and just 
be on the lookout for more busi- 
ness. 

“Transportation today is a neces- 
sity, not a luxury, and we must be 
prepared to supply the changing 
needs, as_ transportation mer- 
chants,” Skillman said. 

“The movement of building and 
business to the suburbs, the dis- 
persion of population from the ci- 
ties, the inadequacy of public 
transportation, all create personal 
transportation needs. We must be 
prepared to fulfill these needs, and 
those of the future.” 


Ewell Rider Dies in Arkansas 


Ewell Rider, 57, owner of auto- 
mobile and tractor companies at 
Batesville, Ark., and former mem- 
ber of the State Highway Commis- 
sion, died of a heart attack last 
month. He formerly operated au- 
tomobile agencies at Newport, Au- 
gusta and Calico Rock, Ark. 





set a new record last month. 





affable president. 


greeting dealers! 





ker Sets Some Kind of Record 


There’s no remote doubt that Studebaker-Packard’s top comman 


Vice-President and General Sales Manager S. A. Skillman ad- 
dressed the North Carolina dealers’ convention at Pinehurst for 
| about 30 minutes April 27, concluding at 10:40 a.m. A waiting, char- | 

tered plane rushed him to New York for an S-P board meeting (he’s | 
| a director). By 9:30 p.m. that same day he not only was back with 
the convention but brought Harold E. Churchill, the ns 


The next morning by 9:30 they were out on the hotel’s lawn 





| 
| 





| 
| 











American Motors Hits 
New Earnings High 


— earnings of $33,516,161, 
after taxes, for its six-month 
fiscal period ending March 31 have 
been reported by American Motors 
Corp. 

President George Romney said 
that beginning with the second 
quarter, earnings were subject to 
income taxes, while earnings in the 
first quarter and the first six 
months of fiscal 1958 were offset 
by the carry-forward of operating 
losses of prior years and no pro- 
vision for income taxes was neces- 
sary. 

Net sales reached an all-time 
high, Romney said, totaling $422,- 
509,740 for the six-month period, 
compared with $227,368,805 in the 
like period a year ago. Sales in the 
second quarter alone — totaling 
$228,766,065 — were greater than 
for the full first six months period 
of last year, he said. 


Nyland Succeeds Stroh 
At Holley Carburetor 


OHN R. Nyland has been named 

general sales manager—automo- 
tive of Holley Carburetor Co., suc- 
ceeding E. R. Stroh, who resigned 
to join The Electric Auto-Lite Co., 
President John C. Holley an- 
nounced. 

Before joining Holley in 1955 as 
assistant automotive sales man- 
ager, Nyland was a senior buyer 
with Ford Division of Ford Motor 
Co. 


Asbill Dies in Columbia, S. C. 


C. M. Asbill, 83, former Dodge 
dealer in Columbia, S. C., died 
last month. He entered the auto- 
mobile business in 1914 as agent 
for Dodge automobiles, on which 
manufacture began that year, and 
formed Asbill Motor Co. The name 
of the company was later changed 
to Hampton Motors, and although 
Asbill retired in 1943, the business 
continues as one of the oldest 
Dodge dealerships in the entire 
country. 


Albemarle Elects Davis 


New president of the Albemarle 
(N. C.) New Car and Truck Dealers 
Association is Sanford R. Davis, 
Davis Motor Co. Thomas R. Wolfe, 
Jr., Stovall-Wolfe Motor Co., is 
vice-president and J. A. Auten, 
Auten Motor Co., is the secretary- 
treasurer. 
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/SHOULD | PUT IN / SHOULD | PUT INS 


‘ HOTTER PLUGS ‘COLDER PLUGS 
' FOR LOW-SPEED be FOR HIGHWAY | 
\ DRIVING? / gs DRIVING? / 








IS THE SPARK PLUG 
“GUESSING GAME” 
COSTING YOU CUSTOMERS ? 





Install AUTO-LIT 


IGNITION-ENGINEERED 


efi ...to prevent foul 
mere ...t0 check pre-ig 
POWER TIP “fires 













Don’t have you 
service or you 
performance c 
You can stop \ 
fouling and hic 
you install ‘“all- 


spark plug tha 


POWER TIP...the first spark plug ign 





RESISTOR SPARK PLUGS WITH 


POWER TIP 


ling at low speeds 
nition at high speeds! 
up’ today’s engines at all speeds! 








‘our customers blaming your 
9ur gasoline for poor engine 
> caused by fouled spark plugs. 
Dp worrying about low-speed 





1igh-speed pre-ignition when 
os POWER TIP IS HOT AT LOW SPEEDS! At low speeds, 
ull-speed” POWER TIP—the she guadesting; Gp to in Gon Sich of consieastion 


where it gets hot quicker and stays hot to burn 
fouling deposits away clean! 


rat cleans itself while you drive! 


Your steady customers are the backbone of your 
business. That’s why you can’t afford to take chances 
with the kind of service you give them. When a car 
comes in for a tune-up, you can depend on Power Tip 
to “fire up”’ at all speeds! 





Your customers can drive in slow traffic all week and 


Power Tip stays'hot to prevent fouling. And when they soe yt IS COOL AT HIGHER hogh gt = pepe r 
° ° . speeds, the projecting tip is in the path of the 
hit the highway, you know that Power Tip stays cool incoming air-fuel mixture where it stays cool 


to effectively check pre-ignition. to effectively check damaging pre-ignition. 


nition-engineered for today’s engines 





CHRYSLER 


1968-33 VG, AN... ccccc0e 


1954 


1955 VB8N.Y. & Imp... 


1955-56 V8 Windsor 
1956-58 V8 N.Y.. 


1957-58 V8 Wind. & Sara.. 


1959 V8 Wind., Sara 


Sea 


BUICK 
1949-53 Inline 8 Cyl 


1956-59 V8 


1958-59 6 & V8 4%” Reach... 
1958-59 V8 4” Reach.....AGR42 





DE SOTO 
1952-54 V8, All 
1955 V8 Firedome....... 
1955 —V8 Fireflite 
1956 V8 Exc. Adventurer. AR52 
1956 V8 Adventurer..... 2 
1957-58 V8, All 
1959 V8 Exc. Adventurer... 
1959 V8 Adventurer 


1953-54 V8 

1955 V8. 

1956 V8 Except D500. . 
1956 V8 D500.. 

1957-58 All V8 34” Reach.. 
1958 


All V8 4” Reach. “AGR42 


V8 Coronet 
V8 Except D500 


EDSEL 


1958 V8.. . BF4 
1959 6 Cyl “& 292 Cu. In 
B 


1959 all Other V8's.... 





1952-54 6 Cyl. O.H.V....... 
Hee VO OAL... ceces 
1955-56 V8, All............ 


1955-59 6 Cyl 

1957 V8 272 Cu. In 

1957 _— All Other V8 and 
Thunderbird 

1958-59 V8 292 Cu. In 

1958-59 All Other V8 and 
Thunderbird 


HUDSON 


1955 V8’A6” Reach 

1955-56 V8 %” Reach...... 
1955-57 Metropolitan 

1956 Rambler 

1956 Hornet V8 

1957 Except Metropolitan AL82 


so . 


IMPERIAL 


1956-58 V8, All...........AGR42 
ee 4 





MERCURY 


9 
1958-59 V8 312 Cu. In 
1958-59 All Other V8's 


NASH 


1946-53 0.H.V. Models 

Exc. Dual Jet Fire. A82 
1953 Dual Jet Fire... .AL82 
1954-56 Ambassador 6 Cyl....A82 
1955-56 Ambassador V8 

Engs. As” Reach. AL82 

Engs. 4” Reach. .AG52 
1956 Statesman 
1957 Ambassador V8.... 
1954-57 Metropolitan AG52 


OLDSMOBILE 


3). Se 
. SS eee 
ERE et 


PACKARD 
1955 al 16” ” Reach 


” Reach. . 
1956 V8... eee 
SD "Mics cencccacenl 





PLYMOUTH 


1955-56 V8, All 

1957 V8 

1958-59 V8 Except 1959 
Commando 

1959 V8 Commando 


PONTIAC 


1955-59 V8 A52 
1959 Canadian 6 Cyl......A 





ov 


STUDEBAKER 
1951-58 V8 (Except 57 
Golden Hawk)... AL82 
1956 V8 Golden Hawk. . .AG52 
1959 —s-V8, All 


*Auto-Lite RESISTOR Spark Plugs with Power Tip, recommended for long plug life and suppression of radio 
interference, can be used in place of all STANDARD Power Tip applications shown in these specifications. 





Only an Alemite Wheel Balancer 
corrects both up-and-down and side-to-side 
unbalance...handles all size wheels on-the-car... 
Never becomes obsolete! No attachments to buy! 








Faster, easier balancing— 
' F ‘ EXCLUSIVE HAND STROBE LIGHT 
to build your service profits Weta idees end eter Gey 
with these exclusive advantages ia ailigga 
é : EXCLUSIVE PICK-UP 
of Alemite Wheel Balancing: Doel contol for 


both up-and-down and 
side-to-side unbalance. 


e Fastest, most accurate wheel balancing ever 
— without adding or removing anything from 
wheels. 


e New damage-proof extra sensitive dual 
vibration pick-up ¢ Powerful spinner turns 
wheels at speeds up to 100 m.p.h. e Dual hand 
and foot controls for both spinner and brake, 
for easier, more convenient operation e 
Feather-touch safety brakes for positive, 
time-saving stops ¢ New folding handle 
takes less storage space. 








Symbol of 
Su ALEMI T E WRITE FOR CATALOG — 
OR ASK FOR FREE WHEEL BALANCER DEMONSTRATION 


STEWART- WARNER 


CORPORATION | Dept. AW-69, 1850 Diversey Parkway, Chicago 14, Illinois 
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Readers are invited to contribute to— SHOP TALK. 





NADA's PRESIDENT 
AND SAFETY 


“All of us should participate in 
safety activities at the local level, 
just as our associations participate 
at the national level.” 

So commented H. L. Galles, Jr., 
president of Galles Motor Co. 
(Cadillac-Oldsmobile), Albuquer- 
que, N. M., and president of the 
National Automobile Dealers As- 
sociation during his discussion 
with SAJ editors prior to the ar- 
ticle being originated which be- 
gins on page 40. This is the month 
in which safety is being empha- 
sized. 

“Our service department partici- 
pates in the safety campaign each 
May, and throughout the year we 
try to make sure that customers’ 
cars are kept in safe condition. 

“Through the Albuquerque New 
Car Dealers Association we help to 
sponsor driver training in our local 
high schools. Statistics show that 
people who complete such courses 


have better safety records. 

“We should all remember to 
mention safety when we are asked 
to speak to clubs, high school 
classes and other groups on the 
history and the future of the auto- 
motive industry. Even though 
safety is not the theme of such 
talks, it may well have a place in 
them. The emphasis on safety in 
current car design and the sup- 
port of legislation to make high- 
ways safer are just two examples 
of the way safety is tied in with 
the development of our industry.” 


INCONSIDERATE THIEF 


An inconsiderate thief paid a 
call recently on Miss Margaret 
Sikes of Corpus Christi, Texas. 

When she started her car one 
morning to drive to work, the 
motor sounded good and every- 
thing seemed to be in order. She 
reached for the gear shift. It wasn’t 
there. Someone had taken it. 


A column of informal 
comments about the 
automotive trade and 


its problems 





A wrecker towed the 1957 sedan 
to a garage where Miss Sikes was 
told that since gear shift levers 
never wear out, they were not 
stocked and would have to be 
ordered from out of the city. 

“T was pretty mad about it,” she 





_o MAREMONT 


TV TOPPER ROTATES 


SEE MAREMONT'S ACID TEST 


Dave Garroway on other side. 
Write for yours...I!t’s Free! 


THE 


61% feet tall, all metal, with 4 strik- 
ing baked enamel colors. It iden- 
tifies you as a Maremont Muffler 
Installer — sells brake service and 
tune-ups too. What’s more, Jack 
Paar and Dave Garroway, on their 
NBC network TV shows tell car 
owners to look for this sign as a 
sign of good service. 


MUFFLER | 


ee 





of Scientific Control Laboratories, 
Inc., guarantees customer satisfac- 
tion. Maremont mufflers have been 
torture-tested on the road and in 
the lab to prove that the alloy 
coating resists exhaust fumes and 
means ADDED LIFE for Mare- 
mont Mufflers. : 








HAVE YOU SEEN MAREMONT’S “ACID TEST’? 
Ask your Maremont jobber to make this amazing 
demonstration. Right before your eyes...ina 
matter of seconds .. . 
mont’s ADDED LIFE. 

ASK TO SEE “MUFFLER MAGIC”—color movie 
with Meg Myles, star of TV and screen. Shows 


You'll see proof of Mare- 


how you can make big money in muffler service. 








said. “Why couldn’t they have 
taken the hub caps?” 

Two years ago thieves did take 
her hub caps, she said, and police 
had them back in two days. Any- 
way, she added, she could drive 
the car without hub caps, but with- 
out a gear shift lever “it won’t go 
anywhere.” 


NEW FISHING ANGLE 


Bill Fulmer, machine shop em- 
ploye of Walter S. White Auto 
Parts, Inc., Birmingham, Ala., has 
lucked up on a way to fish without 
wetting a hook. 

While driving alongside a local 
lake recently, Bill picked up a two- 
pound bass, which had flopped out 
on the bank and was unable to get 
back in the water. He had a good 
fishing trip without the attendant 
troubles of packing his gear and 
digging worms! 


DOUBTFUL OWNERSHIP 


Walter C. Mallory, general man- 
ager of the Florida Automobile 
Dealers Association, passes this one 
along: 


Traffic cop: “Hey, you! Is that 
your car?” 

Motorist: “Well, officer, since 
you ask me, considering the fact 
that I still have 50 payments to 
make, owe three repair bills and 
haven’t settled for the new tire, 
I really don’t think it is!” 


THIS IS AN “EXPERT” 


What’s an “expert?” 

It’s simple, said Carl S. John- 
son, vice-president and sales man- 
ager of Automotive Electric As- 
sociates, Charlotte, N. C., in his 
address last month before the con- 
vention of the North Carolina 
Automotive Wholesalers Associa- 
tion: 

“He’s a guy who has organized 
his ignorance.” 





Straight Pay Hiked 


(Continued from page 42) 


of a machine’s operation. They had 
never had the time to learn it fully 
and thoroughly. Our service man- 
ager retrained them in checking 
factory specifications after they got 
readings. 

This was on-the-job training for 


which we happily paid. For the 
first time in many a year mechanics 
were beginning to question the 
“why” of a breakdown. It is paying 
off to spend a half-hour probing 
and testing what is wrong before 
they start to work on a car. We 
prefer it this way. 

Formerly the “replacement me- 
chanic” took a guess when the red 
signal on the dash indicated no 
charge and might have stuck in a 
new voltage regulator. Today his 
series of tests eliminates what is 
not wrong until he pinpoints the 
precise trouble accurately. 

During the first two months, 
when a mechanic hit on a trouble 
spot the service manager reviewed 
his findings and okayed them if 
checking out the car proved him 
correct. Methods of repair were 
gone into, and again our service 
manager checked every job that 
was completed. Then the mechanic 
road-tested his own work. 

Many shops follow a customer’s 
instructions on car repair and fail 
to come to grips with the real 
trouble. A customer may come in 
asking for a minor tune-up. But 
we nevertheless go over the engine 
thoroughly and recommend what 
his car actually needs. We detail 
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performance possible. 


ABEWONY BUFFLERS 


the ADDED LIFE line 


ALLOY-COATED 





to combat corrosion effectively. Inner shells, outer shells and heads of popular Maremont muf- 
flers are coated inside and out to neutralize powerful exhaust acids produced by today’s pre- 
mium fuels. Exhaust condensate attacks the inside of the muffler. Outside protection isn’t 
enough, so be sure you specify Maremont Alloy-Coated Mufflers. 


to seal asbestos linings completely. A Maremont Muffler’s asbestos lining is sealed in a full 
length inner and outer shell. Moisture can‘t penetrate, so asbestos can’t deteriorate. Result: 
Maremont mufflers stay quiet and function properly throughout their longer life. 


to spin AND LOCK head to shell for positive seal. Heavy steel End caps are spun and locked 
tight with the shells for the safest, most effective gas tight seal possible. 


with the patented Electronic Dynamometer. This Maremont invention has revolutionized muffler 
design, automatically assures the right design for every engine. The quietest, most economical 


CONTACT YOUR MAREMONT JOBBER TODAY 


MarPro, Inc., The Maremont Building, 168 N. Michigan Ave., Chicago 1, Illinois 











this on the repair order, notifying 
him by telephone, or if he has 
waited around, personally. If he 
still thinks that all his car needs is 
a minor tune-up when we uncover 
serious other trouble, we prefer 
that he take his car elsewhere, We 
explain why. 

For we are not concerned with 
growing volume right now, we are 
building a reputation for quality 
workmanship. Volume will come of 
itself with the repeat business of 
satisfied customers, Good-will will 
build the shop. 


In our conscientious inspections 
we are selling parts today we never 
sold before. Take battery hold- 
down clamps. Formerly made of 
metal, clamps were never sold 
when there was leakage due to 
corrosion. Now made of plastic, 
battery hold-down clamps are 
shown the customer when there is 
leakage and a $2 sale follows. 

Today our major tune-ups are 
thoroughgoing jobs with item by 
item tested, cleaned and checked 
to determine what a car needs. Ig- 
nition wires are checked individ- 





y. 
"and that’s 


POLISHING 


“Official” Polishing Dises have made 
a terrific impression on major auto- 
motive assembly lines, car dealers, 
body-shop men and polishing special- 
ists Official offers you a complete 
line of discs for every automotive 
polishing need 


OFFICIALLY APPROVED AND 
IN CONSTANT USE ON 
MAJOR 1959 AUTOMOBILE 
ASSEMBLY LINES. 


You will benefit by using the na- 
tionally accepted ‘Official’ Discs. 
They're engineered especially for 
today’s conventional and acrylic lac- 
quer finishes. They’re made of 100% 
combed virgin wool permanently 
secured to a rugged duck backing each 
disc individually packaged. 


AVAILABLE THROUGH YOUR LOCAL JOBBER 


“OFFICIAL” PRODUCTS CO., INC, 
376 SPRING ST, N.W., ATLANTA 8, GEORGIA 
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ALL-PURPOSE, 
ECONOMY AND 
COMBINATION 


DISCS 
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ually—actually tested individually 
by machine. We have sold more 
looms and spark plug wires than at 
any time prior to our new service 
pay plan. A set of spark plug wires 
may be $4 to $5, depending on 
whether it is four, six or eight. 

Dealers using the 50-50 plan 
may argue that the highly apt and 
speedy mechanic may chafe under 
a weekly pay plan because he can 
earn as high as $125 or $150 week- 
ly. My many years of experience as 
an automobile dealer have shown 
me that really skillful and speedy 
mechanics are few and far be- 
tween. We operate preferably by 
the law of averages. 

On occasion we have employed 
that mechanical genius who is 
brilliantly competent and quick, 
but find him generally a nervous 
and temperamental fellow to whom 
cooperation with others does not 
come easy. We prefer the intelli- 
gent, willing and more flexible 
person. Also, the mechanic earn- 
ing $125 to $150 week-in-and- 
week-out throughout the year on 
the 50-50 plan is a rarity. Peak 
earnings are more likely to be re- 
membered than the steep declines 
that happen in every shop. 

There is growing confidence in 
the company that we are on the 
right track in making quality our 
goal in the shop. The rising number 
of active service customers and 
favorable comment confirm our 
belief. 


M-E-L Names Rebhan 
Used-Car Manager 


PPOINTMENT of Eugene B. Reb- 

han as used-car manager for 
Mercury-Edsel-Lincoln has _ been 
announced by Robert F. Williams, 
manager of sales training depart- 
ment of M-E-L Division of Ford 
Motor Co. 

Rebhan entered the automobile 
business in 1933. In 1935 he be- 
came sales manager of a dealership 
in Louisville, Ky., and two years 
later was promoted to general 
manager. Following three years in 
the Navy, he became manager of 
a finance company in Louisville 
with emphasis on automobile fi- 
nancing. He returned to the retail 
automobile business as_ general 
manager of a_ Lincoln-Mercury 
dealership in Knoxville, Tenn., in 
1948, and later held similar posi- 
tions in Elizabethtown, Ky., and 
in Louisville. In 1952 he joined 
Lincoln-Mercury as assistant na- 
tional used-car manager, left the 
division in 1955 to become assistant 
general sales manager of Packard. 
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RATCHET 
sie. 


greatest/ 


Just try this new Ratchet—you’ll see why mechanics 
everywhere say it’s the greatest. The patented de- 
sign features a 12-tooth pawl compression engage- 
ment with a 60-tooth ratchet gear for a positive, 
wedging grip to equalize the load overalargerarea 
as the pressure is increased. It’s really rugged— 
in fact, production models show no measurable 
wear after a quarter million heavily loaded test 
pulls. It also has the small head and short swing that 
speed up the job, even in tightest corners. Only 
about an inch of swing, and it takes another bite! 
















® Easily reversible, positive locking ratchet 
mechanism. 


@ Rust resistant, triple plate, chrome finish. 


@ Friction-free Teflon seal keeps lubricant 
in; dirt out. 


@ Precision made of finest alloy steel. 


Find out what these great, new 
Ratchets can do for YOU...call your 
Jobber TODAY. All popular drives 
available. The New Britain Machine 
Co., New Britain, Connecticut. 









12-tooth pawl actually engages 
20% of the 60-tooth ratchet to 
give strongest locking action in 
the direction of force — yet, dis- 
engages FAST for a free-swing, 
ratcheting return. 









Unit assembly simplifies mainte- 
nance. Complete ratchet renewal 
kit permits quick, do-it-yourself 
replacement — if ever required! 

















HAND TOOLS 
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BATTEAY 
AES 


MAN, YOU AINT HEAD 
NOTHIN’ TILL YOUVE HEAAD 
tHE. DELCO DC-7 Stony! 


he 


TALK ABOUT PROFITS! The new Delco DC-7 
gives you price appeal plus substantial profit. 
The price structure of both the 6-volt and 12- 
volt DC-7 is set up to give you, the dealer, a 
more substantial profit than the next five well- 
known brands of batteries. Don’t be misled on 
battery profits—get the real story on areal profit- 
maker from your Delco battery distributor. 

TALK ABOUT SALES! Almost half the cars on 
the road come factory equipped with Delco. 
It’s natural for owners to replace with the same 


atl 


ad 
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brand. Nearly 25,000,000 replacement batteries 
are sold each year—and you'll increase your 
share of sales with the Delco line. Delco is 
backed with the strongest advertising and sales 
promotion campaigns in the business. And like 
all Delco batteries, the DC-7 carries a General 
Motors warranty that’s good all over the United 
States and Canada. PRICE, PROFIT and CON- 
SUMER PREFERENCE, YOU'VE GOT ’EM ALL 
WHEN YOU HANDLE THE DELCO LINE IN- 
CLUDING THE NEW DC-?7. 


Quality built by Deleo-Remy, [RINT alee 
distributed nationally through om” U M S General Motors STARTS with Delco Batteries 
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Send TODAY 





the amazing adsorbent 
of oils and greases! 

















1.— Sprinkle Florco on 2.—Sweep it up 
Oil & Grease Disappear like Magic! 


Floridin Company 
P. 0. Box 989, Dept. U 
Tallahassee, Florida 


0.K. I'll try Florco on my floor. 
Send me, without cost or obligation my free 
sample. 


Name ’ Title 


Address — 
City_ J j ___State__ 


Type of Business___ 
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Ford's Gas Turbine 
(Continued from page 60) 


proximately 450°. At full engine 
power air flow is 2.7 pounds per 
second. 

The air next passes through an 
inter-cooler where its temperature 
is reduced to about 220°. Princi- 
ples of thermodynamics require 
use of the inter-cooler. It is an in- 
tegral part of the engine, employ- 
ing a centrifugal-type blower driv- 
en at 19,000rpm, through a step- 
down gear, from the shaft of the 
low-speed compressor. 

After cooling, the air passes to 
the high-speed compressor and 
through another four-to-one com- 
pression stage which raises the 
temperature again, this time to 
about 625° F. The high-speed spool 
operates at 91,500rpm. Another 
375° temperature rise is attained 
as the air passes through the ex- 
haust heat exchanger and it en- 
ters the combustion chamber at 
roughly 1,000° F. 

Fuel is added and the mixture 
burns in the primary combustion 
chamber. At 1,700° the exhaust 
gases drive the high-speed turbine 
that turns the high compressor 
spool. Supplying power to the tur- 
bine wheel reduces the tempera- 
ture to about 1,350°. 

Additional fuel is added in the 
secondary combustion chamber to 
bring the temperature back up to 
the 1,700°. From here the exhaust 
gases pass through the power tur- 
bine, driving it at a speed of 
36,000rpm, and through two tur- 
bine wheels that drive the low- 
speed compressor. 

Next the exhaust gases move to 
the heat exchanger, where they 
release heat to the incoming air 
following the second compression 
stage. 

The power turbine shaft, through 
a step-down gear arrangement, 
turns the drive shaft at 4,600rpm 
at full power. 

The 704 is designed to burn .56 
pound of fuel per brake horse- 
power per hour at full power, .48 
lb./BHP/hr. at half power and 
.58 lb./BHP/hr. at one-quarter 
power. 


Fleetmen Hear Fox, Sillesky 


Dean Fox and R. L. Sillesky of 
the Harrison Radiator Division of 
General Motors addressed the At- 
lanta, Ga., Fleet Superintendents 
Association last month on “Radi- 
ators and Cooling Systems.” The 
program was conducted in a ques- 
tion-and-answer manner. 





(Advertisement) 


service station 
tune-up business 


GOING-UP! 


Service Stations are entering a new 
era of customer service. What was 
once a duty of pumping gas, adding 
oil, and then somewhat later, selling 
TBA items, is fading fast. Today, 
service stations are facing the chal- 
lenge of offering minor service func- 
tions. What has caused this gradual 
expansion of customer service? The 
customers themselves. 


Take tune-up for example. With 
more vehicle owners than ever, and 
yet with no appreciable increase in 
service shops to handle their vehi- 
cles, owners have had to turn to 
service stations equipped to offer 
tune-ups. 


Let’s consider this, too. These 
millions of vehicle owners are re- 
locating. We find them in abundance 
in suburban and rural areas. And, 
naturally, they want local, neigh- 
borhood service. So the service sta- 
tion is fast becoming the stop for 
tune-up service. The progressive 
service station is equipping to 
handle this new trend, and finding 
that among all minor services, 
tune-up ranks first in profits. 


= } Some station op- 

erators are hesi- 

tant to join the 

trend because of 

the lack of quali- 

fied mechanics. 

But one manu- 

facturer—who has 

been in the busi- 

ness for over 35 

years—has taken the “bull by the 
horns” and has done something to 
help alleviate the situation. This 
manufacturer—C. E. Niehoff & Co., 
Chicago—has just published a new, 
simple how-to-do-tune-up manual. 
Called the “ABC’s of Motor Tune- 
Up” this manual—or better yet, this 
tune-up guide for greater profit— 
makes it possible for even the “cub” 
mechanic to do a highly'satisfactory 
tune-up job. This new tune-up 
guide, coupled with the Niehoff spe- 
cial tune-up assortments of both 
ignition parts and testing equip- 
ment, seems to be the answer for 
service stations wanting “in” on the 
new minor service opportunities. 
Further information is available 
from C. E. Niehoff & Co., 4925 Law- 
rence Avenue, Chicago 30, Illinois. 
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HERE IT Is! 


Automotive history in the making 


NOW FOR THE FIRST TIME= 


complete tune-up packages 
of both ignition 
parts and equipment... 
priced to meet 
the tightest budget! 


NIEROFF 


AUTOMOTIVE PRODUCTS 


Ignition Parts e Testing Equipment 
Hydraulic Brake Parts 


- ce es 
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Now you can get into the profitable tune-up business 
without a huge investment in parts, test equipment and 
specialized training! Do it the proved and approved way, 
with either the new NIEHOFF MAJOR or MINOR— 
attractively priced, complete tune-up assortments. Both 
include ignition parts and testing equipment—plus the 
ABC’s of TUNE-UP, the simplest how-to-do-it guide 
in the industry. 

Take advantage of the trend to service station tune-ups 
. . . be ready to give car owners in your neighborhood 
the minor service work they want. Boost your gas, 
oil and TBA sales . . . increase customer loyalty, add 
prestige to your operation! Do it with Niehoff, your own 
source for everything in tune-up parts, testing equipment 
and know-how! Ask your jobber—or write us direct— 
for full information on the NIEHOFF MAJOR and 
MINOR! Do it today. 


Send for new booklet that 
explains the Niehoff Major 
and Minor, “‘The Trend is to You.” 


Cc. E. NIEHOFF & CO. 
4925 Lawrence Avenue « Chicago 30, Illinois 
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NE NOLS I NIGII NICE: 


Now uniform shock absorber performance 
even at extremely high or low temperatures 


NEW SUPER-FLUID now fea- 
tured in all three popular 


The new Briggs Super Fluid was developed by Briggs shocks . . . 


chemical engineers to give every car owner a 
uniformly comfortable ride, regardless of tem- 


peratures. Super Fluid’s viscosity remains prac- 


IMPERIAL 


tically constant from below zero temperatures Adjustable 


to over 200°. This permits uniform “ride con- 
trol” for the driver regardless of climate or 


weather conditions. It assures shock absorber 


; ; STANDARD 
performance that engineers have built into the Regular Duty 


precision control valves of Briggs shock ab- 
sorbers . . . the reason for that ‘‘Million Dollar 
Ride.” Sell Briggs for happy customers! 


BRIGADIER 
Heavy Duty 


SHOCK ABSORBERS 





The Briggs Shock Absorber Co., Cleveland 15, Ohio 
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DEALERS NOW FINDING 


BIG CASH 


IN FRAM $60,000.00 TREASURE HUNT! 


THOUSANDS OF PRIZE WINNERS 
THOUSANDS OF EXTRA SALES 


a 
gt. THIS TAG! 


re. @ Checking all cars—finding prize tags! 
@ Hoods are up—so are filter sales! 
@ More oil changes—added lube jobs! 


HERE’S HOW YOU CAN WIN UP TO $1,000! 


Thousands of “Treasure Cars” are on the road equipped with specially tagged 
FRAM Air and Oil Filter Cartridges! These cartridges pay from $1 to $1,000 cash to 
every dealer who finds one...and the same to hiscustomer...tohis wholesaler salesman! 


Check every car that drives in! Whether or not you find a prize tag, you profit 
from extra filter sales, added oil changes and lube jobs! 


Start now! “Hunt” ends June 30, 1959 and is subject to 
Federal, state and local laws and regulations. For more 
complete details write to FRAM CORPORATION, 

PROVIDENCE 16, R. 1, Promotion is subject to Federal, state and local laws and regulations. 


O/L AIR FUEL WATER 
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Dear Bill, 

Learning to do the job right is 
only one of our body-shop man- 
ager’s jobs. He can get about any- 
thing unwrinkled the customer 
can wrinkle up, but his real prob- 
lem comes up in keeping the cus- 
tomer happy during and after de- 
livery. 

He’s got a little list of the sub- 
jects of discussion among his dis- 
pleased customers and he consults 
it before making a delivery of a 
major or semi-major crash job so 
he’ll be able to anticipate the 














trouble with the customer and get 
it ironed out as neatly as his shop 
force ironed out the sheet metal 
and painted it. 
He claims he could do a 100% 
We successful delivery in every case 
if it weren’t for the possibility of 
because we turn out better, faster brake work with a hassle with the insurance com- 
panies if he did the job that would 


make every customer happy every 
WORLD earey Bonded Sets time—namely, deliver him a 
brand new car in place of the bat- 
tered one. But since the nature of 
bidding procedure makes it man- 
datory to return the same vehicle 
to the owner, he encounters cer- 
tain oroblems. 

Since the car has seen anywhere 
from a few weeks to a few years 
of honest service, naturally the 
paint will have undergone some 
weathering. The customer is never 
quite aware of the amount of 
weathering his paint had until he 
sees it bled into a new spot that 
is near the original shade. Once he 
sees it, there is the strong possi- 
bility that he’ll accuse the painter 
of fading his old paint—or missing 
the match so far he must be color 
blind. 


® ‘Customer satisfaction has helped us grow,”’ says Dick Gehm, Second only to the possibility 
of getting the customer a new car 


co-owner of Syracuse Brake Service. ‘‘World Bestos Bonded Brake would be the possibility of getting 
Shoe Sets eliminate brake troubles for us and for our customers. him a new paint job. But this is 
Installations are faster, and previous problems of squeals, pulling also a highly unlikely possibility 
and poor life are eliminated!” when the insurance adjuster seems 
to favor the repair of the portions 
banged up in the accident, and 
isn’t in a mood to toss in a new 


Only World Bestos gives you complete coverage 
of cars and trucks with both “PF” (Prescribed 
Friction) dry-mix and ‘‘Gridlock’’ flexible paint job in the bargain. If you 
molded Bonded Brake Shoe Sets. Bonded with toss it into the bid, he tosses your 
the safest, most dependable brake linings made, bid out the window. 
World Bestos Bonded Sets help you turn out So, our body-shop manager an- 
more brake work, better and more profitably! ticipates this possibility of trouble 
at delivery time by working on 
the customer just a little before 
the paint job is due, while the car 
aes is still in the metal shop. He looks 
WORLD'S FINEST Hie CASTLE, INDIANA the job over and if there is a pos- 
ie, - WORLD BesTo sibility of trouble over spot abn 
ing, he phones and talks it over 
with the customer to see if he’d 
like to buy a complete paint job, 


Call your World Bestos Distributor or write direct for 
new Bonded Brake Shoe Catalog and Price List. 
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"You can get 
Johnson Bronze Bearings 


in all the best places" 


Your customers will recognize and appreciate the 
extra quality which Johnson bearings give to an 
engine repair or rebuilding job. Use Johnson 
bearings for complete customer satisfaction. 
Available from your nearby Johnson distributor. 
Johnson Bronze, 565 S. Mill Street, New Castle, Pa. 





JOHNSON 
Bearings 


al fi] ©|@ 


Main Bearings « Cam Shaft Bearings « Transmission Bushings « Con-rod Bearings 
Piston Pin Bushings ¢ Starter, Generator, Distributor Bushings 
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or possibly only a paint job of the 
involved panels—if the job is a 
two-tone type. 

He gives him the additional cost 
involved, and thereby the custom- 
er gets a choice of a spot job or a 
complete panel or complete paint 
job. Having made his choice, he 
doesn’t often choose to complain 
when he gets what the insurance 
company bought for him. 

Another problem in crash jobs 
is the variables encountered in de- 
livery time. Often the customer 
has to make special plans for 


transportation while his car is tied 
up. He gets an estimated delivery 
time, and he makes his plans for 
transportation accordingly. Let the 
parts be delayed or additional 
work appear, and the delivery 
time moves up and he gets his 
plans loused up, and he isn’t 
happy about it. So the body man 
has to keep a close watch on every 
delay as it occurs, and then gets in 
touch with the owner immediately 
to let him know of the delay. 
Body and paint work usually 
takes more time than mechanical 





EOCINGE 


HE gets hose assemblies from his 
Jobber as easy to install as an oil 





filter line. 


equipment designs and specifications 
— plus Safety Seal construction. 
HE gets a full 40% profit margin 


CONSTRUCTION 





on his sales . . . based on car factory 


pricing. 


HE gets Imperial’s convenient 
wall chart (see below). 


Handy data chart lists power steer- 
ing lines used on every car—prices 
lines. Call your jobber for your free 


copy today. 


| 
: HE gets lines that meet original 
| 
I 
| 


IMQIN 


who installs 


POWER STEERING 
HOSE ASSEMBLIES 


THE IMPERIAL BRASS 


MANUFACTURING CO. 
t. SAJ-59 

6300 W. Howard St., Chicago 48, Ill. 

In Canada: 18 Hook Ave., Toronto, Ont. 
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work, and the customer isn’t 
aware of the problems involved. 
To keep ’em happy, you have to 
keep them informed and antici- 
pate their complaints. 
Yrs, 
Ed. 


Shipshaping Studebaker 


(Continued from’page 58) 


panel. 

Remove the run channel and ap- 
ply weatherstrip sealer around the 
body opening. Place the channel 
back in position, install the screws 
and tighten securely. 

Install the front and the rear, 
rear quarter windows. 

Make sure that the run channel 
screws do not interfere with the 
operation of the window glass. 

Make sure that the drain holes 
in the lower portion of the run are 
open. 

Rear quarter front window glass 
removal: 

Remove the rear quarter rear 
window glass as outlined under 
“Rear Quarter Rear Window Glass 
—Removal.” Bend the inner edge 
of the glass run channel inward. 
Slide the window toward the rear 
of the car and start the glass out 
over the edges of the channel. 
Continue to pull the glass rear- 
ward and, at the same time, to the 
inside of the car and slide it out 
of the channel. 

Installation: 

Before installing the glass, make 
sure that the heads of the screws 
are down far enough so they will 
not interfere with the operation 
of the window glass. Also, make 
sure the drain holes in the channel 
are open. 

Guide the front edge of the win- 
dow into the channel where the 
channel has been bent. Slide the 
window all the way toward the 
front and into position. Straighten 
the channel as necessary. 

Install the rear quarter rear 
window as outlined under “Rear 
Quarter Rear Window Glass—In- 
stallation.” 

Install the garnish moldings as 
outlined under “Garnish Moldings 
—Removal and Installation.” 

Wipe off excess sealer and soil 
marks from trim, glass, panel and 
moldings. 

Rear seat back and cushion: 

Rear seat back assembly re- 
moval: 

Place the seat back assembly in 
the down position. At each side 
remove the cotter keys, stud nuts, 
spring washers and flat washers. 
Lift the seat back assembly from 
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Lookum for Instant Oil Control? 


/, Try AMERICAN HAMMERED KROME-OIL 


? 
? 


with Stainless Steel Oil Rings 


American Hammered stainless steel oil 
rings come in fast—stop smoking, control 
oil in tapered and out-of-round bores. New 
design is the reason why. 


These stainless steel oil rings are self- 
expanding. They hold their fit in the cylin- 
der bore because of their new end- 
abutment design. (See illustration below.) 
Also because stainless steel retains its orig- 
inal, built-in tension throughout the life of 
the ring. Stainless steel ring life, inciden- 
tally, is twice that of rings made of other 
metals. 


Stainless steel oil rings are matched with 
pre-seated, chrome plated compression 
rings. Both seat instantly. 


Try Krome-Oil on your next job, new 
or older model, regardless of cylinder con- 
dition. Krome-Oil sets don’t fail. No come- 
backs. Try just one set and you'll see. 


Illustration above shows a stainless steel 
oil ring compressed in the cylinder bore. The 
correctly engineered number of spring tension 
points provide the most uniform outward 
pressure ever attained—and without any 
back-up springs or shims (see arrow No. 1). 

An equal number of sturdy shoulders sup- 
porting each steel rail produce complete con- 
tact with the cylinder wall (see arrow No. 2). 


AMERICAN HAMMERED 


Automotive Replacement Division 


MUSKEGON, MICHIGAN 


A Division of Sealed Power Corporation 
he” Ne 
i as 
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the U-shaped slots in the hinges 
and remove the assembly from the 
car. 

To remove the seat back cush- 
ion, remove the screws (see Fig. 
10). Slide the cushion to disen- 
gage it from the hooks on the 
board, and remove the cushion. 

To remove the hinges, remove 
the screws holding the hinges to 
the floor pan riser. 

Installation: 

Install the hinges on the floor 
pan riser. Install the seat back 
cushion on the board. Position the 


seat back assembly in the U- 
shaped slots of the hinges. Install 
the flat washers, spring washers 
and stud nuts. Tighten the nuts 
enough to hold the assembly in 
position, but not so tight as to cre- 
ate a bind or restrict movement. 
Then install the cotter keys. 

Adjustment: 

Seat back stop assemblies are 
mounted on the wheelhouse pan- 
els. Slotted holes in the wheel- 
house panels permit adjustment 
of these stop assemblies. Adjust 
each stop so that the spring clips 





a 


ARMOR-FLEX 
Protector Mats 


2K 


You can see the difference in quality 


--. you will see the difference in sales 


A new line of protector mats superior to anything 


you have seen in the field! These mats are all-new . . 


- hew 


rubber-plastic composition with Polene*, new luster-sheen 
finish, new space-age styling. In 5 solid colors or two-tones. 
Custom-fitted door-to-door mats, twins or utility mats. 
Eye-catching new merchandising material and cartons. 
DOAN MANUFACTURING, 1725 London Road, 


Cleveland 12, Ohio 


* Trademark 


Division of Anchor Industries, Inc. 


inNSTALL 
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on the sides of the seat back as- 
sembly engage the stop to hold the 
seat back assembly in the up po- 
sition. The rubber cylinders ab- 
sorb shock and prevent rattles. 

Rear seat cushion assembly re- 
moval: 

Remove the hinge-to-seat cush- 
ion screws (1, Fig. 11) at both 
hinges and remove the seat. 

To remove the seat cushion from 
the board assembly, remove the 
screws, slide the cushion to dis- 
engage it from the hooks and re- 
move the cushion from the board. 

Installation: 

Slide the cushion on the board 
to engage the hooks. Install and 
tighten the screws. 

Place the seat assembly in posi- 
tion. Install and securely tighten 
the hinge-to-seat screws. 


Vacuuming Sweeps Sales 
(Continued from page 38) 


rooms. The vacuum has different 
attachments to fit the job at 
hand.” 

The cleaning service that Ham- 
ilton offers simply puts a stamp 
on the station as taking a little 
more pains and going just a little 
further than his competitors. He 
doesn’t have to do it, it is true, but 
actually it costs him nothing but 
a little effort and he knows that 
it has made business for him. 

In fact, the reporter who wrote 
this article after having his car 
vacuumed could not drive off 
without making a purchase. He 
filled up his tank and had the oil 
changed. 

Next? 


Purolator Contest Offers 
$126,000 in Prizes 


hee over $126,000 in prizes 
to employes of service sta- 
tions, garages or dealerships, a 
new “Prizarama Sweepstakes,” 
announced by Purolator Products, 
Inc., is scheduled to run for six 
months in three two-month seg- 
ments to promote oil-filter sales. 

Prizes will be awarded in three 
separate drawings. All entries re- 
ceived by July 31 will qualify for 
the June-July prizes, while entries 
reaching headquarters by Sept. 30 
will be eligible for the August- 
September awards. The “Block- 
buster” drawing to be held in De- 
cember for all entries up to Nov. 
30 will give all previous entries a 
second chance. Grand prizes will 
be Esther Williams Living Swim- 
ming Pools, fully installed, worth 
$5,000. 
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. .. This customer is quick to see the solid value of SARAN seat covers. Time- 


Huss Budget tested SARAN seat covers fit better, look better and last longer because they resist 


wear, tear, spills, sagging and cupping. Years of use have proved it! 


The most salable seat covers are SARAN 


. . . can’t resist the beauty and comfort of SARAN seat covers. And attractive 


Impulse Buyer SARAN weaves stay colorful because the color is built into every fiber. Woven to 


“breathe”, SARAN fabrics are more comfortable, summer and winter. 





Yes, America’s favorite seat cover fabric is time-tested SARAN. SARAN seat covers offer all 
your customers the ultimate in value. Stock them, display them and you’ll see how profitable 
it is to sell what most people want ... SARAN. Good Car-Keepi begins with beautiful seat covers! 


THE DOW CHEMICAL COMPANY + MIDLAND, MICHIGAN 
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small engine flywheel magneto 


IGNITION PARTS 


CONTACT SETS 
CONDENSERS 


for all popular model 
small engines - =< = 
This new Line of ECHLIN 
Ignition Parts can be 
stocked the Visumatic 
way. Ask your Jobber. 


Millions Use If.... 
Experts Choose It! 


ECHLIN MANUFACTURIN 


ECHLIN 
—_ 4 


> COMPANY «+ BRANFORD, CO 
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Valve Assembly 








Rotocap 
(positive type) 


<= 
~~ A a 


\ 


| 


Rotovalve 
(release type) 








Rotocoil 
(positive type) 


Sold thru the world’s finest jobbers 


SOUTHERN AUTOMOTIVE JOURNAL for May 1959 


= 


Valve Seats 


Hydraulic Valve Lifters 


Sodium Cooled 





It’s a well-known fact among automotive engineers 
and repairmen that Thompson Products pioneered 
and developed just about every major valve improve 
ment made during the past 50 odd years. Thompson 


literally wrote the book on valves and valve service 


When you specify and install Thompson Products 
valves and component parts, you get the best there is 
“original equipment precision parts” from the 


world’s leading valve manufacturers 


7. Thompson Products 
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PROFIT-MAKING Features 


of the new MONKEY GRIP 


FULL FIT CAR MATS 


REAR FLOOR MATS 


These mats fit most all car rear 
floors including Convertibles. Note 
their rib-and-groove design for 
easy cleaning without removing 
from car. 


Catalog sheets in 
full color are avail- 
able. Write for full 
information and 
prices on these pop- 
ular, fast-selling car 
mats. 


UNIVERSAL DESIGN 


Monkey Grip Full Fit Car Mats accurately fit 
more cars than any other ‘“‘universal’’ mat 
manufactured. Their design, size and trim- 
features are engineered for easy and 
precision fitting of most modern cars. 


EASIEST OF ALL TO CLEAN 


Clean without removing from car. The rib- 
and-groove design permits easy sweeping of 
entire surface. 


ALL NEW RUBBER 


Fine quality, live rubber gives longer wear 
and brighter, lasting colors. 


RICH HARMONIZING COLORS 


Nine harmonizing colors match most all new 
car shades. They stay bright longer. 


* Texas Tan © Black e Grey 
e Spruce Green ¢ Turquoise e White 
© Yellow ¢ Fire Engine Red © Royal Blue 


PACKAGED FOR Easy % 
AND ATTRACTIVE DISPLAY 


Monkey Grip car mat cartons make colorful 
displays — store easily. 


MONKEY GRIP SALES CoO. °°.°°°°'”° 
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Outstanding service managers 
among Chevrolet's more than 
7,000 dealerships across the coun- 
try were honored by the company 
recently for their 1958 perform- 
ances. Here the group from the 
Southeast region, led by R. E. 
Welch (second from left), regional 
service and mechanical manager, 
observes production work at the 
company’s Forge plant in Detroit. 
Pictured are Roy Meager, John 
Smith Co., Atlanta, Ga.; Fred 
King, Doug McCurdy Chevrolet 
Co., Stone Mountain, Ga.; Robert 
Davis, Andrews Chevrolet, Inc., 
Boone, N. C.; Herbert Cohn, Park- 
land Chevrolet Co., Inc., Ashe- 
ville, N. C.; C. E. Roberts, R. L. 
Rich Chevrolet Co., Bainbridge, 
Ga.; Theodore Glarner, Mayes 
Chevrolet, Inc., Pompano Beach, 
Fla.; Hugh White, Hicks Chevro- 
let Co., Inc., Decatur, Ga., and 
C. A. P. Johnson, Jr., Central 
Chevrolet Co., Greensboro, Ala. 


Built for Heavy Duty 
(Continued from page 37) 


unbolt the four wall sections, 
move them back the distance 
wanted, stand them up and ex- 
tend the two concrete side walls 
on out to tie in with the rear.” 
The rear sections then may be 
bolted onto the side walls and to 
the framework along the rear and 
the rear wall is as good as new. 

Another feature which was high 
on Heasley’s list of things to in- 
clude was a plan for adequate 
drainage of the entire garage 
floor. First, the concrete floor was 
designed and poured to allow a 
drop of one inch in every ten feet, 
with the slope toward the front. 

Just inside the door grooves 
and extending the entire width of 
the garage (but not extending to 
the office area) is a grated drain. 
When the garage is washed down 
daily the water quickly runs down 
the sloping floor and into the 
drain. 

“It is a big thing in helping us 
to keep the garage clean and in- 
viting,’ Heasley pointed out. 

The plant employs four me- 
chanics, all on straight hourly 
wage. The firm does an annual 
business ranging between $75,000 
and $100,000. Service is confined 
strictly to commercial vehicles, 
and Heasley obtains his business 
mainly from fleet owners whose 
operation is important enough to 
provide a sizable monthly volume 
but yet not large enough to justi- 
fy their own complete mainte- 
nance plant. 
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Top-flight mechanics choose matched sets 


ot Sap 


Because every Boxocket in a Snap-on set has the 
same matched balance, the same good “feel,” 
the same solid strength and sure fit. 


Working with these matched tools day-in, day- 
out, a man gets to feel they’re part of him. 
They give him a “touch” and working confidence 
ordinary tools can’t match. A mechanic can 
wrap his mitts around a Boxocket and pour on all 
the power he’s got. 


Balance, feel, fit, confidence— put ’em all 
together and they mean just one thing — extra 
work speed that puts extra bucks in the pocket. 


p-on Boxockets’ . 


.. Why? 


Snap-on Boxockets actually cost less in the long 
run, too. They’ll be rasslin’ the tight ones long 
after the bargain tools hit the scrap heap. 


Your Snap-on man can give you a lot of rea- 
sons why owning Snap-on Boxockets makes good 
sense — like their snug, sure fit to prevent slip- 
page and injury — extra safety of the full box 
head — strong, yet thin side walls that let you 
get into the tight spots—chamfered edge to get a 
working grip on the nut quicker—and many others. 


Get a matched set of money-making Boxockets 
the next time you see a Snap-on man. 


cS. GCoinrmrr®f A FT S$ 


° Kenosha, a 


8052-E 28th Avenue 








XS-606S-K DWARF BOX- 
OCKET SET. Six single- 
broached Boxockets, 7 sizes 
from 4" to %” in sturdy 
vinyl kit bag. 


RB-606-K RATCHETING 
BOXOCKET SET. Six ratchet- 
ing Boxockets, 10 sizes from 
Y" to %" in vinyl kit bag. 


XS$-607-K DWARF BOX- 
OCKET SET. Seven double- 
broached Boxockets, 9 sizes 
from %" to 4" in vinyl kit 
bag. 


XV-611-K LONG-HANDLE 
BOXOCKET SET. Eleven dov- 
ble-broached Boxockets, 16 
sizes from %” to 1%" in 
strong vinyl kit bag. 
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” enuetlliet sda ke 


THIS SUMMER 
WITH 


carB-AlRator 


Rochester-GM CARB-AIRATOR Eliminates Stalling and Rough Idle 


Due to Excessive Under-Hood Temperatures! 


Turn hot weather into quick profits with the new Rochester-GM 
Carb-AlRator. Rough idle and stalling due to the temperature 
build-up underneath the hood can be eliminated with the easy 
attachment of a Rochester-GM Carb-AlRator. 
CARB-Atpa op rr. ° “ ° A ‘ 
This exclusive, new hot-idle compensator can be quickly and easily 
installed on any make of car or truck, making almost every 
KK Corb-AlRator can be easily connected to the customer a prospect. Carb-Al Rator automatically adds air to the 

vacuum take-off in the carburetor flange di- . e ° . 

rectly, or with a "T,” or installed in the intake engine and leans out over-rich mixtures caused by excessive oper- 

manifold. The temperature and air screws per- ating temperatures. 

mit quick, accurate adjustment. 
Carb-AlRator is just one of the top-quality products in the reliable 
Rochester-GM line that are designed to help you boost service 
business. Order Carb-AlRator from your nearby UMS distributor. 


CARB-AIRATOR Rochester Products Division of General Motors, Rochester, N.Y. 


Stock Carb-AlRator, shown here in actual size. 
Order in quantity from your UMS Distributor. 


it's a hot sales item winter and summer. America’s 
number one 
Original equipment 
carburetors 


ROCHESTER BURETORS 
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1959 golden anniversary issue 


wWictroR 
OIL SEAL GUIDE 


NOW on 
your jobber’s 
counter 





Most complete catalog ever published — 
on replacement oil seals for cars, trucks, 


tractors, road machinery, etc. 


To help you get the right replacement seals for 
every job, your Victor Jobber has on his counter 
the biggest (284 pages) catalog of original equip- 
ment quality oil seals known. It includes specifi- 
cations on most 1959 makes and models. 6000 
new insertions of manufacturers’ parts numbers 
have been added to the interchange listings. 

For easy reference, the new Oil Seal Guide has 
a 3-way index— 

1. alphabetical listing —by makes and models, 

with specific application information; 





2. by sizes and types of standard oil seals 
available for various shaft diameters (with 
cork and felt washer data); 


3. by numerical (Victor number) listings— 
for use when you have the number and 
want dimensions and application. 


This new Oil Seal Guide also shows correct 
procedure for installing oil seals, plus an analysis 
chart showing causes of oil leaks, and methods 
of correction. 


Condensed edition available from your Victor Jobber 


- The Victor Oil Seal List—condensed from the Oil Seal Guide—with 
listings for all popular passenger cars, trucks and buses—is 
available from your Victor Jobber. Keep a copy handy for shop use. 
Victor Mfg. & Gasket Co., P.O. Box 1333, Chicago 90, Il. 

Canadian Plant: St. Thomas, Ont. 


WiCcTTrohnR 


Sealing Products Exclusively 


GASKETS «- OIL SEALS e 


PACKINGS 


The 100% Coverage Line... for Cars, Trucks, Tractors, Stationary Engines 
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In the f, 
womotive THERES NO BUSINESS 
service business... 





_ “Right—as your PART- 
NER IN SERVICE we're 
here to serve as your one- 
stop source for all Chevrolet 
parts.” | 


Here’s why there’s no busi- 
ness like Chevrolet business: 


1. Over 16,000,000 Chevrolet cars 


2. Your Chevrolet dealer can be 
your one-stop source for all 
genuine Chevrolet parts. 


3. Genuine Chevrolet parts are 
built of the same quality ma- 
terials and to the same rigid 


MAKE YOUR CHEVROLET DEALER YOUR PARTNER IN SERVICE 
...HE IS READY, WILLING AND ABLE TO SERVE YOu! 
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NOPE, BY NEW BUSINESS! 
THEY HEARD HE USES 


TIMKEN’ BEARINGS FOR 


REPLACEMENT 


DID PETE GET 
FLOODED BY 
THE RAIN ? 


YOU'LL GET SWAMPED by new customers if you do good work 
which means using the best replacement parts. So whenever the job 
calls for a tapered roller bearing, put in a Timken® bearing. And 
tell "em it’s Timken. Customers know a quality name when they 





hear it. And “Timken” is America’s best-known name in bearings. 
. The Timken Roller Bearing Company, Canton 6, Ohio. Canadian 


plant: St. Thomas, Ontario. Cable: ““Timrosco”. 
j CUSTOMERS LOVE YOU WHEN YOU REPLACE WITH AMERICA’S BEST-KNOWN BEARING...JUST TELL "EM IT’S TI M KE N 
TAPERED ROLLER BEARINGS 
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New 


RADIATOR 
CAP WRENCH 


to free you from 
painful radiator burns! 


IT’S YOURS 

when you buy 
“ two dozen cans of 
Mac's No. 13 or 
Mac's Sealer and 
Stop Leak (or any 
combination 

of the two). 





Wrench is of heavy duty nylon. Built- 
in magnet in handle lets you ‘‘hang’”’ 
it on any metal surface. ‘‘Hot"’ cap is 
held within wrench so it never touches 
your hands. 


Now that spring is here, you'll need 
plenty of Mac’s Sealer and Stop Leak, 
which stops radiator leaks in seconds, 
and Mac's No. 13, the rust inhibitor 
that keeps cooling systems clear for 
an entire year. So place your spring- 
time order now...and get your FREE 
RADIATOR CAP WRENCH besides! 


MAC’S SUPER 
GLOSS CO., INC. 


Los Angeles 42, Calif. 
Cincinnati 26, Ohio 
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This meeting of Wagner Electric Corp. branch managers and salesmen 

from the South, held recently in Memphis, Tenn., with sales officials 

from main offices in St. Louis, was one of a series held throughout the 

country to implement the company’s brake service educational activi- 

ties. In addition to its brake clinics launched last year, the company’s 

sales force is encouraging the use of “how-to-do-it” instruction and 
installation sheets with its brake products. 


Road to Higher "Net" 
(Continued from page 35) 


really new to car dealers. We 
pushed a $9.45 brake and front- 
end special all year and we ham- 
mered away constantly with our 
own direct mail to every Chevrolet 
owner in Tulsa. This direct mail 
was backed by our service sales- 
men calling our customers on the 
telephone, within a week after 
their repair, and also again if they 
had not returned in 120 days. Our 
telephone follow-up is used in 
conjunction with a Reynolds & 
Reynolds 30-60-90-120-day fol- 
low-up reminder-card system. 

Specialization also has helped 
us in our service department. We 
have four mechanics who do noth- 
ing but brake and front-end work, 
another four who do only elec- 
trical and tune-up work, three who 
limit their efforts to trucks, seven 
in our body department, three in 
paint, three lube men, seven in 
our line mechanical section, four 
new-car conditioning men, and one 
each trim, glass, radio and radiator 
repairman. 

In the performance of our parts 
department we are well pleased. 
We completely rebuilt and reor- 
ganized our parts department in 
1956 and increased storage space 
by 10,000 square feet by leasing 
a nearby warehouse. Our inven- 
tory was increased from $100,000 
to $175,000. We put a large 
amount of our inventory into 
slow-moving parts that are not 
available in the smaller towns. As 
a result, customers in outlying 
areas have come to depend on us 
for a lot of their slow-moving 
parts needs. 

The net total result was that 


our counter and wholesale parts 
sales in 1958 doubled the 1955 
total. 

Considering results, we believe 
money spent for de luxe storage 
facilities in the parts department 
is money well spent. And, these 
facilities are being improved and 
modified constantly in the hope 
that we will never again have to 
completely rebuild our parts de- 
partment. 

For the promotion of parts sales 
we use direct mail and think it is 
a natural media. Our parts mail- 
ing pieces are generally illustrat- 
ed with photographs showing our 
extensive inventory and facilities 
and how we handle parts. For ex- 
ample, one piece shows that when 
we receive new sheet metal we 
strip it, inspect it, repair it if 
necessary, and then carefully store 
it in it’s individual “home.” Thus 
our sheet metal is ready for im- 
mediate sale or installation when 
needed. 

Another factor, by no means 
minor, was fixed absorption. Even 
with a moderately high advertis- 
ing expense, which was $75,000 
in 1958, we still managed to ab- 
sorb around 73% of our overhead 
expense. 

In our general office we intro- 
duced a simplified payroll system 
(Royal McBee) and results in 
saved time and effort were ex- 
cellent. We upgraded our claims 
clerk, who handles APA matters, 
transportation claims and whole- 
sale compensation claims. With 
the tremendous increase in dealer- 
to-factory paper work the past 
few years it appeared wise to us 
to have a capable hand responsible 
for all this detailed paper work 
and procedure. 
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Throughout the general office 
everyone is encouraged to discover 
and bring to our attention better 
ways of performing routine opera- 
tions. 

In my opinion, one of the most 
important factors in our dealer- 
ship’s history is a very progressive 
employe benefit program that Dad 
(and his partner, George Fuller) 
put in effect back in 1946. The 
program provided among other 
things for free Blue Cross and 
Blue Shield protection, plus a 
group life insurance program, an- 
nual paid vacation and a group 
health and accident plan. The most 
attractive feature is a yearly 
bonus of $20 paid to each employe 
for each 12 months of employ- 
ment. Even though we had to 
modify this program somewhat 
for those hired after Jan. 1, 1955, 
we hope to always be able to keep 
this plan for our older employes. 
We now have 52 employes with 
more than five years of service 
who are on this original plan and 
we lean strongly to the belief that 
these people are the backbone of 
our business and the main reason 
for our success. 

So it can be seen that our in- 
crease in net profit for 1958 was 
not the result of anything in 
particular — alone — done in that 
year. Rather, it was largely the 
cumulative result of policies and 
practices previously installed. 
Without a close-knit organization 
of good, loyal people, it is quite 
possible our net-profit perform- 
ance of 1958 could have been 
much less satisfactory. 


Simcas to Be Assembled, 
Distributed in Mexico 


— automobiles will be as- 
sembled and _ distributed in 
Mexico under a new product and 
manufacturing agreement reached 
by Chrysler International, S. A., 
and Fabricas Auto Mex in Mexico. 

Lynn A. Townsend, group vice- 
president — International Opera- 
tions of Chrysler Corp., and Philip 
N. Buckminster, managing direc- 
tor of Chrysler International, said 
the international company will 
provide the Mexican operation 
with full technical and manage- 
ment support for the coming big- 
ger market in Latin America. 

Exclusive distributor of Chrys- 
ler vehicles since 1938, Auto Mex 
is controlled and operated by 
Mexican interests. Its modern as- 
sembly plant in Mexico City has 
an annual output capacity of 
12,000 cars and trucks. 





A REAL 


COOL 
OFF-ER! 


| / Beautiful Three-Quart 
| ICE 
BUCKET 


Imported from Italy 


Here’s how 
you get it... 


When you pay the regular price of $18.15 for 11 MAC’S-IT 
KITS plus $2.00 for your insulated cooler, you get one 
MAC’S-IT KIT FREE! You sell the free KIT for $2.75 and 
get your $2.00 back plus an extra 75¢...and you make 
your full profit on the 11 MAC’S-IT KITS, too! 


Or, you can buy 11 pints of MAC’S RESIN COAT at the 
regular price of $13.20, plus the $2.00 for the cooler, and 
get one pint of RESIN COAT FREE. You sell the free pint 
and get your $2.00 back and make your full profit on the 
other 11 pints. 





MR. DEALER: 


Look for Special consumer offer in each 
carton of Mac’s-It Kits or Mac's Resin 
Coat. 








MAC’S SUPER GLOSS CO., INC. 


Los Angeles 42, Calif. « Cincinnati 26, Ohio 
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Service Skyrockets Shop 
(Continued from page 34) 


cards and, interestingly enough, 
no derogatory comment followed. 
The idea proved very much worth- 
while; many became active serv- 
ice customers again. 

Some 2,000 postcards go out 
monthly to customers whose cars 
have gone through our shop for 
servicing, inviting comment on the 
quality of our work. We are so 
eager to maintain. the highest 
standards of mechanical work- 


manship that we do not wish even 
one dissatisfied customer to slip 
away before we have had a chance 
to straighten things out. In in- 
stances where old customers have 
come back or new customers have 
appeared in the service shop, we 
call them by telephone’ within 
three or four days to learn whether 
car performance meets with their 
expectations. 

A direct-mail program reaching 
the customer regularly month after 
month indicating concern for his 
car is of inestimable value. Bring- 





Here’s your short cut to polishing profits! 
NEW a4 


wily’ 





the non-swirl polisher 
Cuts polishing time 25 to 30% 


Designed for use with high-speed liquid machine 
polishes exclusively. Smooth-operating, 


PER DOLLAR 


MODEL P280 
7” Dia. —2800 RPM 


Furnished complete 
with 7%." AMCOR 
Polishing Pad 


Blu-Shel 
“Magic” 
CAR POLISH 


Cleans and polishes 
in one operation. The 
perfect polish for all 
car finishes . . . and 
the perfect compan- 
ion for use with the 
new ‘‘Swifty’’ pol- 
isher. 


© 1958 Milwaukee Electric Tool Corp. 
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lightweight . . . insures a high-luster 
finish in less time . . . the kind 

of finish that results in greater 
customer satisfaction and 

a bigger, more 

profitable volume 

for you! 


See your 
Milwaukee Representative or write: 


Milwaukee Electric Tool Corp. 


5314 West State Street, 
Milwaukee 8, Wisconsin 


Also available... 


7” dia. Model P175 
— 1750 RPM 


9” dia, Model P139 — 1450 RPM 





ing to his attention mileage and 
seasonal needs, detailing some of 
the car spots that need checking 
and at attractive prices are a serv- 
ice many customers appreciate. 

Customers have pointed out that 
the constant repetition of our 
name in the mail has built up an 
association in their minds with our 
service department. Most impor- 
tant, it brings them in. 

There is no doubt a certain per- 
centage of our new-found shop 
volume also comes from the three- 
year warranty attached to new- 
car sales. We make certain that 
customers with older cars are in- 
formed of the new three-year 
warranty on new cars. Savings in 
maintenance might be a stimulus 
to buying a new car. 

Our new-car sales have been up 
33% in the last 12-month period 
and this too has brought us a 
number of service customers. On 
the whole, we spend about $50,000 
annually on advertising and pro- 
motion, 25% of which is on serv- 
ice. 

Whatever steps we have taken 
to make service the heart of our 
operation are bound up and re- 
lated to our central belief: Growth 
can lie only in personal concern 
for the customer and his car. 


Revamped Steering Gear 
Seen by Bendix Chief 


UTOMOTIVE steering gear is in 

for a revamping in the “not- 
too-distant future,” according to 
T. H. Thomas, manager of auto- 
motive engineering for Bendix 
Division, Bendix Aviation Corp. 

“The steering wheel itself may 
logically give way to a different 
shape, better adapted to smooth, 
safe handling,’ Thomas - said. 
“That is, it may take the form of 
‘handle bar grips’ or a modified 
half-wheel rim similar to the con- 
trol on airplanes.” 

He noted that steering gears 
and basic steering systems have 
become less and less direct-acting. 

“Now, with power steering do- 
ing the muscle work,” he said, “‘it 
seems likely that steering gears 
can be designed to give a large 
measure of original directness to 
the tiller.” 

Thomas disclosed that Bendix 
has a steering gear under develop- 
ment for this purpose—the so- 
called variable-ratio type. When 
it is no longer necessary to “wind 
up” a steering wheel through sev- 
eral turns, many improvements 
can be made to steering control, 
he said. 
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installation sheet 
makes it very easy for you 


LINED BRAKE SHOES 
come with installation 
instructions in every set 


Now, Wagner makes brake relining work easier 
and more profitable for you. 


Wagner furnishes “HOW-TO-DO-IT” 
Installation Instructions with every set of 
lined brake shoes. It's simple for any 
mechanic to handle brake relining jobs. 


Wagner Lockheed Lined Brake Shoes 

come to you with the lining contour 
ground to compensate for normal drum 
distortion. With correct clearance 

provided towards the ends of the shoe, 
lining contacts the drum over most 

of its surface. This feature assures jobs 

that give safer, smoother stops. You have 
less grief—there will be fewer “free 
adjustments—and you'll make more money. 


WAGNER SHOE EXCHANGE PROGRAM lets you take 
full advantage of Wagner’s production facilities when you 
exchange shoes. The slow, tedious job of delining and 
relining the shoes is eliminated. Sets that come to you 
from the Wagner Supplier consist of clean, inspected, 
completely reconditioned shoes equipped with the right 
premium quality lining. 

In addition to the exchange shoe program your Wagner 
Supplier offers sets made up with top-quality lining on 
all-new shoes, packed one axle set to a box. Sets with 
Wagner “WP” Lining are extensively used on high horse- 
power passenger cars and commercial vehicles equipped 


with or without automatic transmissions and power brakes. 
Sets are available with either standard or over-size thick- 
ness—for all popular passenger cars and some light trucks. 


In addition to sets, the Wagner line includes friction 
materials in blocks, rolls, slabs and cut segments—providing 
the right lining for every job. 


The complete Wagner line not only consists of brake lin- 
ing, but includes hydraulic brake parts, fluid, and power 
brake repair kits. 


FOR DETAILS consult your nearest Wagner Supplier, or 
mail coupon to us for FREE copy of CATALOG BU-579. 


Wagner Electric @rporation 


6362 PLYMOUTH AVENUE, ST. LOUIS 14, MO., U.S.A, 
(Branches in principal cities in U.S. and in Cenada) 


Wagener Lockheed 


Please send us Bulletin BU-579 
CO 
FIRM NAME____ 

CC a 


CITY & STATE wese-it 
AIR BRAKES * TACHOGRAPHS © ELECTRIC MOTORS * TRANSFORMERS * INDUSTRIAL BRAKES SE SS SS Ge Ge Ge ee Gee eee eee 


LOCKHEED BRAKE PARTS, FLUID, EXCHANGE SHOES and LINING * AIR HORNS 
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This is the artist's conception of the steel and masonry plant to be 

built by Frontier Mfg. Co. at 11200 Hines Blvd., Dallas, Texas. When 

completed in July, the building will provide approximately 100,000 

square feet of both manufacturing and storage facilities for the com- 

pany’s complete line of steel shelving, storage bins, shop equipment 

and display racks. Established in 1947, the operation reportedly is the 
largest of its kind in the Southwest. 


NADA President Galles 


(Continued from page 41) 


a view of both the service en- 
trance and the salesroom entrance, 
and I can often see a difference in 
the customers’ faces as they come 
in. A customer considering a new 
car is happy and full of anticipa- 
tion; a customer entering the 
service department usually is wor- 
ried about his car and concerned 
about how much it will cost to fix 
the trouble. 

Where can we find good sales- 


men? That’s another problem we 
face. 

We look for young men who 
have shown an aptitude for sell- 
ing, who are willing to work hard, 
and who are ready for a promo- 
tion. We look among recent col- 
lege graduates and among men 
who are in some form of sales 
work, whether or not they are 
connected with the automotive in- 
dustry. A likely prospect might be 
a service station attendant, for 
example, or he might be driving 
a laundry truck. 


Where can we find administra- 
tive personnel. We have had some 
success with hiring college gradu- 
ates, sending them to the General 
Motors Institute, and having them 
work for a time as assistants in 
each of our departments. Then 
when a suitable opening occurs, 
the man is ready to step in. 

There are some difficulties with 
the program. It is not easy to find 
the man we are looking for among 
the graduates. Once we have 
found him, we have to compete 
with other employers. The train- 
ing program is not cheap. Some of 
the men have left us because they 
thought they could advance more 
rapidly elsewhere; at least one is 
now in business for himself. In 
spite of these difficulties, we be- 
lieve this is one way to develop 
the kind of administrative person- 
nel we need. 

What about the shortage of good 
mechanics? Like all dealers, we 
are concerned about that prob- 
lem. Approximately 60% of our 
120 employes are in the service 
department. 

Good body men have been hard- 
est for us to find. Although we 
have a good staff of mechanics at 
present, when I look at them I 
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...LIVE...ON NBC 


JACK PAAR AND DAVE GARROWAY 


Help you sell MAREMONT “Alloy-coated” Mufflers 


Now you can have an important share in the hottest, most talked-about shows on television! 


See the “Acid Test” demonstrated live on the Paar and Garroway Shows. They’!l be showing 
your customers why Maremont mufflers offer twice the life of ordinary steel mufflers! 


And as a clincher, every commercial also shows the gigantic sign 

that identifies you as a Maremont muffler installer. Jack Paar ... Dave Garroway... 
and the whole Maremont merchandising program... are ready to help you 

boost service, sales and profits. Start today! 








Lada) 





ALLOY-COATED 


AWGWONTY WUFPFLEWRS 


the ADDED LIFE line 


MarPro, Inc., The Maremont Building, 168 N. Michigan Ave., Chicago 1, Illinois 





am concerned. There are not 
enough young faces among the 
men. I know also that in time we 
will lose one temporary advantage 
in attracting mechanics. Assum- 
ing comparable pay scales and 
working conditions, mechanics 
looking for a change tend to go to 
the dealer with a new building 
and facility. We can’t put up a 
new building every few years just 
because it gives us a slight edge in 
attracting mechanics! 

The shortage of mechanics often 
can be attacked most effectively 
by a group, rather than by one 
company. The Albuquerque Serv- 
ice Managers Club, of which our 
service manager is an active mem- 
ber, is trying hard to do something 
about the situation. 

One proposal is for the various 
dealerships to hire high school 
students for part-time work dur- 
ing the school year and perhaps 
for full-time work during the 
summer. Each boy would work 
for a particular dealership and 
would be paid by that dealership. 
Once a week all boys participating 
in the program would meet at the 
high school for a training session 
in some automotive _ specialty. 
Members of the Service Managers 


Club would take turns conducting 
the classes. Perhaps further study 
will show that this tentative plan 
needs revision, but at least the 
service managers are putting some 
real thought and effort into an at- 
tempt to alleviate the shortage of 
mechanics. 

We take part in the Career Day 
activities at local high schools, in 
the hope that we may interest 
boys and girls in the many types 
of jobs available in the automotive 
field. 


Speeding Used-Car Turnover 


How can we speed used-car 
turnover? I’m sure I don’t have 
to remind any dealer of the place 
the used-car department occupies 
in the over-all profit picture of his 
business. 

We are improving facilities so 
we can recondition cars in less 
time. We also plan to pay more 
attention to appearance items and 
to little things that will increase 
pride of ownership. Proper recon- 
ditioning to the smallest details is 
most important. The impression a 
prospect gains, for example, in 
seeing a painted engine on a used 
car is typical of the point. 

The problems I have mentioned 


are not the only ones we will face 
in the months to come. Nor do I 
have complete solutions to the 
problems at Galles Motor Co. But 
my staff and I are working on 
them, and we are optimistic! 

Under the pressure of daily 
problems, we dealers must not for- 
get a goal toward which all of us 
should work. We must lead the 
way in renewing enthusiasm for 
our industry. 

We must help the owner and the 
prospective customer to be en- 
thusiastic about our products and 
to recapture deep pride of owner- 
ship in a new car. There is com- 
petition for the place a new car 
once held in the owner’s thinking 
—competition from such things as 
swimming pools, foreign travel 
and boats. 

We must develop in young peo- 
ple an enthusiasm for the career 
opportunities in the automotive 
industry. Dealers should partici- 
pate in Career Day activities at 
their local schools. In informal 
social contacts with young people, 
we must express our enthusiasm 
for our industry. 

I’m sincerely optimistic about 
the future, and I intend to tell 
people about it! 





TV TOPPER ROTATES 
Dave Garroway on other side. 
Write for yours...It's Free! 


Have you seen MAREMONT’S “Acid Test’? 


Ask your Maremont jobber to make this amazing demonstration. 
Right before your eyes... in a matter of seconds... you'll see 
proof of Maremont’s ADDED LIFE. 


ASK TO SEE “MUFFLER MAGIC’’—color movie with Meg Myles, 
star of TV and screen. Shows how you can make big money in 


muffler service. 


SEE MAREMONT'S ACID TEST 





X) 
\ 
(X) 
M 


4 
A 


A) 
PXKA) 
OXY) 
KK 


¢, 


Wee. 
RY 


CONTACT YOUR 


MAREMONT JOBBER TODAY! 





DU PONT —makers of new Lucite’ acrylic 


“Car Shield 


new 





NeW ? 





new 





A special treatment for 
the ’59 car finishes to 
give you big new sales! 


customer S$ — Minions of cars with the new finishes have al- 


ready been sold during 1959. More and more are coming off the pro- 
duction lines every day. New CAR SHIELD puts you solidly out in front 
with a product made especially for this rapidly expanding market. 


[ oduct_.».. CAR SHIELD is a formula specially developed 
by Du Pont to shield the beauty of all acrylic lacquers and improved 
enamels. CAR SHIELD is an easy-to-use liquid—just wipe it on, wipe it 
off. It sets up a “repellent shield’”’ bet ween the car finish and dulling road 
film. Grime just can’t get a grip. 


a 
rofits — The ready market makes new CAR SHIELD a “‘natural”’ 
sales booster. And because it is equally effective on all car finishes in good 
condition, almost every car owner in the U. S. is a potential customer, 
Sell new CAR SHIELD—it means more money for you. 


DU PONT N° "7" PRODUCTS 


BETTER THINGS FOR BETTER LIVING...THROUGH CHEMISTRY 
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Digest 


F namel . : eaders 
lacquer and Dulux 100°e ead 


as advertised in 
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OM DUPONT. 


NEW 








Special treatment shialds 


the beauty of the 1959 


car finishes | 


Now from Du Pont, Makers of new LUCITE:« acrylic 
lacquer and DULUX 100% enamel, comes Car Shield, 
4 specia] treatment for Shielding the beauty of all 
the latest Car finishes. 


Car Shield iS an €asy-to-use liquid. It Sets up a 
hard “repellent Shield” between the car finish and 


dulling dirt~grime Can't get a grip. Improves Scratch 
resistance, too. 


PROTEC ve 


" “S Ting 8Eauryy 
GU POND BETTER THINGS FOR BETTER LIVING 
oo THROUGH CHEMISTRY 


ield 
Powerful advertising launches Car Shie 


; in leading 
: ‘ -color ads in ' 
ar owners with big "las den Evening 
; thing c : 
Du Pont is reaching Reader’s Digest and 
: azines — 
national mag 


1959. 
isi ts May 30, 
Post! Advertising star 





From the world's 
largest manufacturer 
of automotive 


fasteners... 


Induction hardening (black area) makes the head 
of this bolt ‘harder than rock". Resists distortion 
and wear, gives /onger service life. 


Extra strong, extra tough tractor bolts with 





INDUCTION-HARDENED HEADS 


1 
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NEED a superior tractor bolt that will 
give you longer wear and extra strength 
at high-stress, high-abrasion points on 
your equipment? 


This Lamson tractor bolt is double heat 
treated .. . to give extra strength and re- 
sistance to shock and fatigue failure. Then 
the head is induction hardened . . . to 
prevent it from distorting and_ being 
“beaten out of shape” in severe service. 


This means you can always get a wrench 
on the head, even after long usage. 


Here’s a bolt that will stand up under the 
roughest conditions. Proof of its long life 
and dependability is its use by leading 
original equipment manufacturers. 


Available from your Lamson Parts Dis- 
tributor. If you don’t have his name, write 
us direct. 


LAMSON €& SESSIONS 


5000 TIEDEMAN ROAD + CLEVELAND 9, OHIO 


Plants in Cleveland and Kent, Ohio * Chicago and Birmingham 


SOUTHERN AUTOMOTIVE JOURNAL for May 1959 





Better products, faster from your National Seal jobber: 


MICRO-TORC PROCESS 
penetrates part way to seal 
outside face; untreated side 
can absorb lubricant to 
keep leather flexible. 


National deliberately does a ‘half-way’ job 
on leather to make a better automotive seal 


Exclusive Micro-Torc process seals outer face to guard 
bearing ; inner face absorbs the lubricant a seal needs 


Natural leather is too porous—must be processed to make it 
seal oil. So National does a “‘half-way’”’ job on leather to make 
it seal better, last much longer. 


Micro-Tore oil seals are impregnated part-way through. The 
coated side seals in oil or grease . . . seals out dirt, dust and 
water. The uncoated side remains naturally porous . . . absorbs 
lubricant to keep the leather flexible and sealing properly. 


In leather or synthetic rubber, National oil seals insure customer 
satisfaction. Your National Seal jobber gives off-the-shelf 
delivery on his full line of automotive seals. Call him today! 


¥ 
invkicNAL OIL SEALS “AY 


FEDERAL-MOGUL SERVICE OIL SEALS. 
DIVISION OF FEDERAL-MOGUL-BOWER BEARINGS, INC. + DETROIT 13, MICHIGAN 
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Station Turnover Credited 
To Dealer and Volume 


EALER turnover at lessee gaso- 
line stations last year was 
blamed on inexperienced dealers 
and stations of relatively low 
volume, according to a report by 
the American Petroleum Institute. 
More than half of the 1958 turn- 
over, according to findings, was 
among dealers who had less than 
one year’s experience at another 
station before taking over the fa- 
cilities where their terminations 


occurred. Similarly, it was indi- 
cated that half of the turnover was 
among dealers who had operated 
less than one year at the stations 
where their terminations occurred. 

The report also revealed that 
stations with an annual volume of 
less than 100,000 gallons accounted 
for 41.5% of the total turnover last 
year, and that turnover declined 
with the increasing size of the fa- 
cility. 

Nearly 100,000 lessee-operated 
stations are involved in a study 
sponsored by the service station 





THE WINNER! / Lee Petty 


Lee Perry 
Grand National Champion 1958 


“During my six-year association with Bender Equip- 


ACE 


NASCAR approves the Original 
Magnetic System created by 
BENDER EQUIPMENT CO 


ment in connection with the NASCAR events, I find 


it to be the most accurate, practical, and fastest of any 


ilignment equipment available on today’s market.” 


OFFICIAL EQUIPMENT OF NASCAR SINCE 1953 


B South Gate, Calif. +» 2315 No 
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26th Street, Birmingham, Ala 
& 





advisory committee, which has an- 
other year to go to provide a 
picture of depth in the dealer turn- 
over problem, the report stated. 
Principal findings to date, how- 
ever, indicate that roughly one- 
quarter of the turnover termina- 
tions was beyond the control of the 
supplier or dealer, resulting in 
such things as illness, retirement, 
death, and highway changes. 


Stainless Steel Hints 
Of Lifetime Mufflers 


oo mufflers of stainless 
steel may result from tests now 
being conducted in a variety of 
automobiles throughout the coun- 
try by Allegheny Ludlum Steel 
Corp. in cooperation with a num- 
ber of muffler manufacturers. 

Both conventional mufflers and 
some radically new designs are 
being manufactured in stainless 
steel for testing. Up to this time, 
mufflers have been made of a 
mild steel which has lasted, on an 
average, one and a half years, or 
about 15,000 miles. The life of the 
average muffler reportedly is nine 
months. 

High-compression engines and 
higher octane fuels are said to 
combine in knocking out mufflers 
at the rate of 25,000,000 a year. 
The annual replacement bill, ac- 
cording to an independent survey, 
is $290,000,000. 


Brake Fluid Statute 
Wins in Florida 


FFECTIVE Oct. 1, heavy-duty 

hydraulic brake fluid meeting 
standards established by the So- 
ciety of Automotive Engineers will 
be legal in Florida under a new 
statute. 

A fine of $100 or imprisonment 
up to 30 days for each offense is 
provided under the law, sponsored 
by the Florida Automotive Whole- 
salers Association, which Governor 
Collins has just signed. It bans the 
sale of substandard or inferior 
orake fluid, as do somewhat 
similar laws in an increasing num- 
ber of other states. 


Beaufort, S. C., Picks Smith 


Roy Smith of Roy Smith 
Pontiac-Cadillac, Inc., has been 
named president of the Beaufort 
(S. C.) Automobile Dealers Asso- 
ciation. Vice-president is Elbert 
Sweatt, Coastal Chevrolet Co., and 
Skipper Von Harten, Von Harten 
Brothers, Inc., is the secretary- 
treasurer. 
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“Oldest" Ford Dealership 
Sells Out in Texas 


oy Jackson Motor Co., Sinton, 

Texas, which claimed to be the 
oldest Ford dealership in Texas 
under a continuous ownership un- 
til it was sold recently to Gene 
Pullin of Taft, had a rare experi- 
ence: 

Its first customer in 1910 was 
Charlie Cleveland. During the in- 
tervening 49 years the firm sold 
15,000 cars, but its final customer 
was Cleveland. 

Years ago Jackson traded Cleve- 
land out of the original car and 
has displayed it in his showroom 
when showing new models each 
year. 

Jackson said he sold one family 
more than 100 cars. One customer, 
T. B. Owen, bought more than 50 
units over the years from the deal- 
ership. 

“In my time I’ve taken in chick- 
ens, cows and boats on car trades,” 
he recalled. He even had a chance 
to trade in a lion and now regrets 
he turned down the deal. 


Yon Succumbs at Charleston 


W. H. Yon, who for years owned 
and operated W. H. Yon’s Garage 
at Charleston, S. C., died April 27 
after a long illness. His sons, Athell 
and Cecil, operate Yon Brothers 
Garage at Charleston Heights. The 
former is past president of the In- 
dependent Garagemen’s Associa- 
tion of Charleston. 


Montagne Dies in Abbeville, La. 


A. J. “Paul” Montagne of Port 
Bolivar, Texas, died recently of a 
heart attack while visiting in Ab- 
beville, La. Formerly a resident of 
Beaumont, Texas, Montagne had 
one of the first automobile agen- 
cies in that city, the Jefferson 
Motor Car Co. He retired ten years 
ago to live at his summer home 
in Port Bolivar. 


Mentzer Dies in Pawnee, Okla. 


Guernzo George Mentzer, 75, re- 
tired owner of Mentzer Brothers, 
Ford agency in Pawnee, Okla., 
died last month. He had operated 
the dealership from 1910 until his 
retirement in 1950. 


Bacon of Crowley, La., Dies 


Frank A. Bacon, Sr., Crowley, 
La., automobile dealer and resident 
of that city for many years, died 
last month at New Orleans. 
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Only PROTO really proves it! 


Proto Method designed by John Kamuk, 
Associate Director, Auto Mechanics Institute; Member, S.A.E. 
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Chart No. 2361 gives 
factory specifications for all 
automatic transmissions. 


Illustrated Manual 
No. 2360 shows simple 
Proto Method. 


Mr. Mechanic: On this Panel, Proto proves to you how simple 
external band adjustments on automatic transmissions can be. The 
Panel shows you the tools you need; the illustrated Manual shows 
you how; the Chart is a handy reminder of factory specifications. 

Most manufacturers recommend band adjustments every 
15,000-20,000 miles. You can make these adjustments quickly and 
safely. The Manual points out danger signals indicating major 
repairs so that you can send your customer to a specialist when 
necessary. 

This is good, new business. See your Proto Jobber, and get 
started with the Proto Method. 


Just 13 tools, with Manual and Chart, 
handle all band adjustments. Ask your 
Jobber for the complete Proto Band 
Adjusting Set No. 2350. Includes steel box. 


2207 Santa Fe Avenue, Los Angeles 54, Calif. 
507 Allen Street, Jamestown, New York 
1707 Oxforad East, London, Ontario, Canada 


Division of Pendleton Too! Industries, Inc. 
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Series 571 
single 
face 


signals 


Series 572 \ Series 573 
double . flush 
face mounting 


RUST PROOF, CORROSION PROOF, 


TURN SIGNAL SWITCH WITH 
BUILT-IN FLASHER SOCKET 


Four position operating lever—neu- 
tral, right turn, left turn, and emer- 
gency flashing of all four lamps. 
Two pilot lamps for positive check 
of signal Flasher right in switch 
housing for convenient replacement. 
Chrome or gray wrinkle finish, with 
stainless steel worm geared clamp 
for steering column attachment. 
Series B3800. 


THE GRIFFIN LAMP COMPANY 
Shelby, Mississippi 
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DIE CAST LAMPS 


New thin design Griffin Lamps (die cast, not 
stamped steel) in chrome or lustrous black 
enamel finish. Each has 44%” diameter Lucite 
lens—over 14 square inches of total lens area 
—with concentric flutes for mounting in any 
position. Red or amber lens available. Lens 
screws (4) threaded into body of lamp—no 
retainer rings. Suitable for any size truck, 
they are also used as high intensity stop and 
tail lamps, or warning lamps. 


AUTOMOTIVE SAFETY LIGHTING 








Charles Bolton (left), manager of 
the “Dixieland Jamboree,” takes 
delivery of his new Rambler 
American from W. W. Johnson 
Auto Sales, Corinth, Mass. The 
“Dixieland Jamboree” sponsors 
the Ramblers, a popular Missis- 
sippi band. 


Front Ends Plus Here 
(Continued from page 43) 


Stinson said. “If we hadn’t in- 
stalled a tire-truing unit, we could 
not have given him a satisfactory 
job. With this piece of equipment, 
we were able to rectify the trouble 
at a modest cost.” 

In order to perform every phase 
of front-end service properly, 
Stinson Garage has not only a 
regular alignment-equipped ramp 
but it operates a set of gauges, 
wheel balancers, five lifts and five 
body-lifting jacks, in addition to 
the tire-truing unit. 

While the motive back of in- 
stalling the front-end service was 
to be able to provide everything 
needed by regular customers, it 
has been profitable to “sell” the 
extra service whenever an oppor- 
tunity arises. 

“If the independent garage is to 
survive and its business grow,” 
Stinson said, “it is going to have 
to make it a one-stop unit for 
regular customers. When a man 
brings his car in for a tune-up, 
for example, and he also needs the 
wheels aligned, he wants to make 
one stop for both jobs. It saves 
time and he has to do business 
with only one outfit.” 

Stinson Garage makes no par- 
ticular effort to induce car owners 
to come in only for front-end 
work. Rather, it depends on regu- 
lar floor traffic to originate its av- 
erage of three front jobs a day. 

Service Manager McGregor and 
Owner Stinson automatically ex- 
amine front tires when a car comes 
in for other services, in search of 
telltale hints that wheels are im- 
properly aligned. 

When such a check indicates 
front-end work should be done, 
they call it to the attention of the 
owner and suggest that the car be 
run onto the ramp and the wheels 
thoroughly checked. 

“We were passing up profitable 
front-end business every day until 
we installed our front-end equip- 
ment,” Stinson said, ‘‘and we also 
were indirectly inviting our regu- 
lar customers to go elsewhere for 
this service.” 
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Photograph of cars crossing the finish line. Beauchamp is closest to the camera. Petty is in 42. The third car has been lapped by the leaders. 


Lee Petty wins Daytona 500-mile NASCAR* 
National Sweepstakes using Grey-Rock Brake Linings 


Averaging a hair-raising 135.5 mph on the new 
244-mile Daytona, Fla., International Speed- 
way, Lee Petty barely nosed out Johnny Beau- 
champ to win the 500-mile National Sweep- 
stakes and set a world stock car record. Petty, 
Beauchamp and the next 12 cars to finish used 
Grey-Rock linings—real proof that leading 
NASCAR drivers prefer Grey-Rock! 


A great quality sales story 


You can bet your customers will want lining 
like this on their cars. Grey-Rock is easy to sell 
—its performance has been proved and re- 
proved in the world’s toughest brake labora- 
tory, the NASCAR races. Cars get faster, safer 
stops and longer wear with Grey-Rock—you 
improve your Status as a leading dealer. 


National advertising ‘‘pre-sells”’ 
for you 

The Grey-Rock quality story gets told repeat- 
edly to millions of prospects. Starting in early 
springand running through the summer months, 
Grey-Rock commercials will be heard over 
more than 200 stations on ABC’s Radio Net- 
work ““Weekend News.”’ Two-color ads appear 
in the pages of the Saturday Evening Post. 


Tie in and cash in with a 
Grey-Rock sign 
A Grey-Rock sign identifies you as 
a Grey-Rock dealer, helps you cash 
in on Grey-Rock national adver- 
tising, helps you increase your sales 
and profits. 





*National Association for Stock Car Auto Racing 


wn Grey Rochy nce. ci.ciers cesccersinmnes 


BALANCED BRAKSETS @ TRUCKSETS @ BRAKE BLOCKS @ VEE-LOK® CLUTCH FACINGS 
GREY-ROCK Division of Raybestos-Manhattan, Inc., MANHEIM, PA, 


RAYBESTOS-MANHATTAN, INC., Brake Linings « Brake Blocks e Clutch Facings « Industrial Rubber *« Mechanical Packings « Asbestos Textiles « Engineered 
Plastics « Sintered Metal Products « Rubber Covered Equipment « Laundry Pads and Covers « Abrasive and Diamond Wheels « Industrial Adhesives « Bowling Balls 
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This new low-cost sign tells 


To help boost 


everyone 





MECHANIC KS 
DUTY 


enn «€6WE RECOMMEND 


DEPENDABLE 


Sign can be read from either side. Balanced to spill wind, it has wide base, won’t tip over. Rust- 
resistant, heavy steel construction throughout. Over-all dimensions, height 44", width 29’. 


Bring in new business by advertising! 
This big, permanent, weatherproof 

curb sign is the perfect way to do it— 
and it costs only *7.50 with an order 
for any 50 Champion Spark Plugs! 

This colorful curb sign will increase your service 
business because its message - MECHANIC ON 


DUTY — appeals to everyone who needs a mechanic, 
whether for brake work, wheel alignment, tune-up 


or anything else. Because of its wide appeal, it 
does the work of several signs. And this big, eye- 
catching Champion sign reminds your re gular 
customers of your service — while flagging down 
passing traffic, too! 

And this new Champion sign is a quality sign. It 
tells motorists, “Here is a place that cares about the 
a place that will give you 

’ Yet it costs far less than 


impression it makes. . . 
first-class, expert service.’ 
you would have to pay for a “made to order” sign 
of equal quality. 


In fact, you can get this business-building 


Champions are engineered for every car made by Ford, General Motors, Chrysler, 
American Motors, Studebaker-Packard, and every major foreign maker 


Want more facts? Use Reader Service Card Page 137 





SOUTHERN AUTOMOTIVE JOURNAL for May 1959 


your profits... 


Heres the place for expert service! 


+ t y =) Half of the cars on the road need new 

MECHANIC ON DUTY” sign from your regular spark plugs. A “‘one-plug check" with 
ard 1 — h o “Ch k-A-P ¢ 

Champion supplier for only $7.50 with an order Champion's new ‘'Chec lug’ card 

- is a fast, efficient way to go after 

for any 50 Champion Spark Plugs. O38 this business. Get this free sales-aid 


from your Champion supplier —and 


More service business naturally means more parts Rs. check one plug on every car! 


business, too. And the more cars you bring in, the 3 ; 
more gas you sell! hit 
So put yee new Champion sign to work for you 

right now! Check to see which fast-moving C ham- ape | 

pion types you are low on —and then call your 

Champion supplie r with your order — today! With a 

your new Champion curb sign at work — you're 

going to need more Champion Sp: irk Plugs! CHAMPION 
— _— 
SPARK PLUGS 


CHAMPION SPARK PLUG COMPANY + TOLEDO 1, OHIO 
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Three Per Cent Annual Sales Rise 
For Cars Predicted by GM Chief 


4 bn automotive industry can an- 
ticipate sales increases averag- 
ing three per cent annually during 
the next five years, according to 
President John F. Gordon of Gen- 
eral Motors Corp. 

This encouraging outlook, he 
said, “would result in a normal an- 
nual level of sales of about 7,250,- 


000 passenger cars a year by 
1965.” 

Gordon addressed the annual 
dinner meeting April 27 of the 
Flint (Mich.) Industrial Execu- 
tives Club at which he was honor- 
ed guest. Earlier he presided at 
the dedication of Chevrolet Divi- 
sion’s new parts warehouse and 





The BRAKE PARTS Line 


with Stop-on-a-Dime Quality 


Most brake parts look alike, but you have to look beyond the parts 
to see what makes them tick! 
EIS Brake Parts are engineered with a Stop-on-a-Dime Quality that 
insures customer-safety and eliminates those costly come-backs! 
Of course, there’s an obvious extra profit in the ElS Brake Parts Line. 
Try it and see! Ask your EIS Distributor, 
NEW Re-designed Truck Clutch Slave 
Cylinder Repair Kits now available. 


EIS AUTOMOTIVE 
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CORP., 


Middletown, Conn 








President Gordon 


toured Flint’s new cultural cen- 
ter. 

Gordon, in making his forecast, 
noted a predicted increase in U. S. 
population to 190,000,000 by 1965. 
In this steadily growing popula- 
tion, he said, experts predict there 
will be a 30% increase in the num- 
ber of families with annual in- 
comes of $7,500 or more. At the 
same time, he said, the number of 
families owning more than one car 
will rise by more than a third. 

“This is the encouraging outlook 
ahead as we envision it,” the form- 
er Cadillac vice-president said. 
“It holds great promise for Gen- 
eral Motors and, of course, for 
Flint.” 

Together, he said, General Mo- 
tors and Flint represent “a vir- 
tually unbeatable combination.” 
An example of GM’s faith in the 
corporation’s largest plant city is 
the new Chevrolet warehouse 
which is providing 1,200 jobs to 
Flint area residents, Gordon stated. 


Russia Will Market 
Car in the U. S. 


Pp“*s by Russia to introduce one 
of its automobile lines in the 
United States and promote it with 
advertising have been announced 
by N. N. Smeliakov, president of 
Amtorg Trading Corp. 

In this country to attend a 
world trade conference, Smeliakov 
said the Moskvitch will be dis- 
played at a trade fair in New York 
in June. 


Crawford of Leece-Neville Dies 


Glen Crawford, 62, advertising 
manager for Leece-Neville Co., 
Cleveland, O., died last month in 
Pompano Beach, Fla. He joined 
the company in 1949. Earlier he 
had been associated with Good- 
year Aircraft Co. and once had his 
own ad firm. 
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more profits glad 


than ‘ever before... 


? 


WITH THE NEW 


CARTER 


4 eae DSil, i-mel iicil, Fue 
EQUIPMENT PARTS 


At a Sensationally Low Price! 


Now make more profit two ways! Sell the NEEDLE AND SEAT - 
PUMP PLUNGER - 


need for a quick carburetor clean-out with ; : GASKET SET: 

every tune-up...then insure your skills : FLOAT GAUGE-Complete 
and labor with genuine original equipment + ——~ 3 application information 
parts ...in the new low-priced Carter Zip-  : sac pang anne 
Kit! Made by the same manufacturer whose 


carburetors are on 24 million carstoday... *+ NEW PROTECTIVE PACKAGE 


now available to you ata tremendous per- ° Each Zip-Kit enclosed in air-tight, moisture-proof, 
. heat-sealed, metallic foil. No more “mysterious dis- 


kit saving! Call your supplier today. 


appearance” of parts! 


CARTER 


CARBURETOR 
oivision of ACF INDUSTRIES, INCORPORATED 
2S8B40 N. SPRING AVENUE + ST. LOUIS 7, MISSOURI 
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No all-in-one product cleans and polishes 


all car finishes equally well-BUT 


(luis) GIVES YOU THE RIGHT 
PRODUCT FOR EVERY FINISH 
AND EVERY CONDITION! 


Don’t be fooled by today’s “‘cure-all’’ polishes. 
No product as yet combines the full cleaning- 
and-polishing power and protection needed for 
all finishes. Whiz gives you a specific product 
for each specific finish condition. 

For example, there are Whiz cleaners and pol- 
ishes scientifically developed to clean and protect 
finishes on the newest cars, recent model cars, 
and old cars—with well-kept or neglected fin- 
ishes. Best of all, Whiz products always earn 
attractive profits for you, along with complete 
customer satisfaction. So start now by ordering 
only the products your customers need. Call 
your nearest distributor today. Stock up with 
Whiz and make this summer your big-profit 
summer! 


AUTOMOTIVE 


Want more facts? Use Reader Service Card Page 137 SOUTHERN AUTOMOTIVE JOURNAL for May 1959 





LIQUID HI-SHINE 


Newest, finest development in auto-finish protec- 
tion... tested and proved under conditions far 
more severe than the worst of weather. Fire-tested 
with gasoline, cold-tested with icy water, its armor- 
like protection stood up without change, kept its 
brilliant gleam. Cleans, polishes and protects in 
one simple wipe-on, wipe-off operation. For all 
lacquer and enamel finishes. 


LIQUID SATIN 


Restores showroom-brilliance. Works gently, but 
with instant effectiveness ... dissolves road film, 
dirt and grime without marring the gleaming 
acrylic finish. Wipes away easily, effortlessly, with 
asoft cloth.A product of modern chemical research, 
Liquid Satin is designed to maintain the new-car 
look on cars with acrylic and other modern finishes. 


LUSTERIZE CLEANER 


The fastest liquid car cleaner on the market today. 
Cuts right through dirt, grit, road film and paint 
oxidation ...cleans right down to the original 
finish, leaves it gleaming and lustrous, ready for 
Lusterize Wax (see below). 


LUSTERIZE WAX 


In long-lasting paste form. A pure, hard, water- 
proof carnauba wax base. Gives a brilliant, rock- 
hard finish that lasts and lasts. Beauty plus real 
protection. 


CHEMICALS 


R. M. HOLLINGSHEAD CORPORATION 


CAMDEN, NEW JERSEY we) FOR OLDER CARS—RESTORES AND 
Sunnyvale, Calif. Toronto, Canada “QMBPPROTECTS A LIKE-NEW FINISH - 
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“Discardit’’* 


LEAK-PROOF Element 
with the 
Feridium* Anode! 


“Micralytic’’* 
FLAME-PROOFED 
Element 
for Carburetors! 
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Foridium* anode 
MAKES THE BIG 


Resin weld* 


OIL FILTERS 


THE ONLY FILTERS THAT 
COMPLETELY REMOVE 
BOTH SLUDGE AND ACIDS! 


Of course, there are other big differences in LEE 
FILTERS that set them completety apart from all 
others. They feature ONE-PIECE CONSTRUCTION — 
BUILT-IN NEOPRENE CENTER POST SEALS — MULTI- 
FLOW PERFORATED CENTER TUBE OUTLETS — TOP AND 
BOTTOM PLATED FINISH STEEL CAPS — PLATED FINISH 
STEEL SHELLS (there's no paint to dissolve ana. centami- 
nate the oil) — FULL-FLOW UNRESTRICTED BODY 
SHELLS (as many as 3,000 inlet and outlet apertures) 
— HEAT-TREATED AND CURED ACCORDION-PLEATED, 
RESIN-IMPREGNATED, FULL-FLOW ELEMENTS and the 
famous FERIDIUM* ANTI-ACID ANODE CATALYST! 


Lee Resin-Weld* Filters conform to functional standards 
set by SAE, U.S. Army Procurement, Fort Belvolr Research 
and Development and initial equipment requirements of 
car manufacturers. Write for catalog. 


*Feridium, Resin-weid, Discardit and Micralytic 
are the Registered Trade Marks of Lee Filter Corp. 
ents Pendin 


Patent: 3 
LEE FILTER CORP., North Arlington, N. J. 





Formal opening of the new home 
of Micro-Lube in the Brook Hol- 
low Industrial District of Dallas. 
Texas, was held last month in 
conjunction with a national sales 
meeting attended by 200 staff 
members, representatives and job- 
bers. The building is of brick, 
stone and steel construction with 
3,000 square feet of office space 
across the front. Since completion, 
the facility has been enlarged by 
an addition of 7.200 square feet 
at the rear, making a total of 
20,000 square feet of floor space. 
An adjoining lot has been ac- 
quired for future expansion. 


Rollert Follows Ragsdale 
At Buick Division 


| Smee D. Rollert has been 
named general manager of the 
Buick Division of General Motors, 
succeeding Edward T. Ragsdale, 
who retired May 1 under provi- 
sions of GM’s retirement plan. 

Rollert joined GM in 1934 as a 
student engineer at the AC Spark 
Plug Division in Flint, Mich. He 
held successive positions as metal- 
lurgist, chief process engineer, 
chief tool and die designer and 
master mechanic, and, in July 
1943, was named assistant works 
manager of AC. Following a series 
of appointments, he became man- 
ager of the Kansas City B-O-P as- 
sembly plant in January 1951 and 
in February 1955 was named gen- 
eral manager of the Harrison 
Radiator Division of General Mo- 
tors. He was elected a vice-presi- 
dent of the corporation in 1956. 

An expert machinist and inven- 
tor, Ragsdale first entered the 
automobile industry as a tool de- 
signer for the Maxwell Motor Co. 
in New Castle, Ind., shortly after 
graduation from high school in 
1916. A native of Hopkinsville, 
Ky., he had been with Buick since 
1923. 

Lawrence A. Zwicker has suc- 
ceeded Rollert as general manager 
of Harrison Radiation Division. He 
jcined the division’s experimental 
engineering department during 
1929. 


Thomas Dies in North Caroline 


E. G. “Gus” Thomas of Thomas 
Motor Co., Inc. (Buick), Hender- 
sonville, N. C., died suddenly last 
month. He was a director of the 
North Carolina Automobile Deal- 
ers Association in 1949-51 and was 
widely known among. dealers 
throughout the state. 
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AXLE SHAFTS 








Servicemen with an eye for shafts that 

“stand up” under tough conditions concentrate 
on precision-engineered U. S. AXLE SHAFTS 
for “perfect” replacements . . . on cars, trucks, 
buses and tractors. 


Duplicates of original equipment, heat-treated 
and shot-peened fine alloy steel, U. S. AXLE 
shafts resist strain, stress and road shock .. . 
rate NO. 1 with servicemen and vehicle owners! 


Depend on your U. S. AXLE JOBBER.. . 


—— of pe aed he stocks the exact axle to fit your needs! 


ted by big photographs. 
WRITE for FREE COPY of Serviceman’s Guide: “Causes and Prevention of Axle Shaft Failure”. 


N U. S. 


THE WS AXLE COMPANY, INC. 


Since 1920 « Pottstown, Pennsylvannia 
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MOTOR-MEDIC 


STOPS OI 


Wa 


MOTOR-MEDIC 


Motor-Medic is the new 
miracle polymer . . . not 
to be confused with tune- 
up solvents, break-in oils, 
extreme pressure lubri- 
cants and detergents. 


Increases power, saves gas 
by eliminating “‘blow-by.” 
Increases compression, 
through better ring seal, 
giving lasting oil film 
strength, reducing 
friction and wear. 





A PRODUCT OF RADIATOR SPECIALTY COMPANY, CHARLOTTE, N. C. 


Nationally advertised in Popular Science, Outdoor Life, Progressive Farmer and other 


farm publications, and local newspaper ads from coast to coast. 














Want more facts? Use Reader Service Card Page 137 


Joe Herrin of Shreveport, La.. life 
member of the board of directors 
of the Louisiana Motor Transport 
Association, Inc. (second from 
left), presents Earl S. Davidson, 
manager of Ford Division’s New 
Orleans district sales office (sec- 
ond from right), with a plaque in 
recognition of Ford's continued 
cooperation and support of the 
association. Looking on are R. N. 
Diley, truck sales engineer (left), 
and J. F. Ingraham, fleet merchan- 
dising manager, both of Ford 
Division. 


Detroit Harvester Buys 
Weaver Mfg. Co. 


CQUISITION of Weaver Mfg. Co., 

Springfield, Ill., by Detroit 
Harvester Co. has been announced 
by the latter company’s president, 
J. Thomas Smith, and Weaver 
President Ira A. Weaver, and E. 
A. Costa, executive vice-president 
of Weaver. Purchase price, in 
cash, was not disclosed. 

The move was made, Detroit 
Harvester officials said, in antici- 
pation of a significant expansion 
of the automotive service market 
during the next ten years. 

Founded in 1910 by its pres- 
ident, the company today has 350 
employes and sales in excess of 
$6,000,000 annually. Its products 
include single-, twin- and triple- 
post lifts, bumper lifts, car wash- 
ers, jacks, wheel-alignment equip- 
ment, headlight testers, brake 
testers, wheel-balancing equip- 
ment, wheel dollies, safety lanes 
and small air compressors. 

No changes in present personnel 
or operating practices are con- 
templated, according to Smith, 
who said, “On the contrary, we 
intend to use Detroit Harvester’s 
own engineering facilities and 
plant capacity to augment those of 
Weaver.” 


Chrysler Names Grindling 
Training Center Head 


—_ of J. B. Grindling 
as manager of Chrysler Corp.’s 
sales training office at Newark, 
Del., has been announced by M. L. 
Van Dagens, director of sales 
training offices for the company. 

Established last year, the center 
is one of six throughout the nation 
to provide Chrysler dealers and 
their key personnel with a con- 
tinuing sales and service training 
program. Grindling joined the 
corporation in 1949. 
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...83 PIECE 


BADGE-0-RAMA 


MERCHANDISING KIT 


We all know that a good station attendant should sug- 
gest extra items to every customer. But in the rush of 
business there just isn’t time ... or the man forgets. 
Now Pullman makes these extra-item sales automatic 
by providing your men with visual reminders to help 
them sell without saying a word. All they do is pin the 
attractive “badge-of-the-week” to their shirts ... and 
your TBA sales go up...up... up! 


Badges help you sell items like tires, points, oil, lube 
jobs, candy, chains, and jacks. Hard-hitting, psycho- 
logically tested messages read like this: “Got a Flash- 
light In Your Dash? — We Sell ’Em!” .. . “New Wiper 
Blades Sweep Clean.” When your men wear these 
badges, customers’ attention is automatically called to 
items they need ... and your profits go up. It’s simple 
as that. 


FREE 
$12 
BADGE-O-RAMA 
KIT 


INCLUDES: 
@ Plastic Badges for your men 


@ 78 Piece Badge insert set printed with psycho- 
logically tested messages. 


@ Wall-hang case to keep kit where service men 
will use it. 


WHEN THEY EYE IT... 
THEY BUY IT! 


©1959 Pullman Vacuum Cleaner Corp. 
25 Buick St., Boston, Mass. 


SEND FOR FREE 1 


1 
sipipegelair PULLMAN | 


BADGE VACUUM CLEANER corp. | 


NOW! 25 Buick Street, Boston 15, Mass. I 
Dept. SAJS 


RUSH ME MY FREE 


SAMPLE BADGE 
and full details on Pullman's 


------> BADGE-0-RAMA 
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Garage Meeting to Draw Hundreds; 
Tennessean Will Appear on Panel 


Speen. hundred garage op- 
erators are expected to attend 
the annual convention of the In- 
dependent Garage Owners of 
America at the Albany Hotel in 
Denver, Colo., June 24-27. 

The program, announced this 
month, will include a panel discus- 
sion on “The Purposes and Aims 
of IGOA,” with W. C. “Josh” 
Wilder of Nashville, president of 
the Independent Garage Owners 
of Tennessee, participating, along 
with G. A, Fox of Iowa, Henry 
Sorenson of California and “Doc” 
Dombey of Arizona. 

Another panel discussion, on 
“How Can Dealer, Jobber and 
IGOA Work Together?,” will fea- 
ture Harry Williams of Williams 
Nash and Jack Foster of Foster 
Auto Supply, Denver, and Frank 
Carmichael, president of the IGO 
of Denver. 

The executive committee will 
meet on Tuesday, June 23. Board 
meetings and registration will take 
place that and the succeeding day, 
with a cocktail party at 6 p.m. as 
the concluding event June 24. A 
general board meeting the next 
morning will precede the kickoff 
convention luncheon at noon June 
25, with Automotive Booster Club 
B-3 as the host. 

Colorado IGO leaders and Gov- 


ernor Steve McNichols of Colorado 
will speak at the luncheon, as will 
Lt. Col. G. D. Ofiesh, director of 
leadership and study, U. S. Air 
Force Academy, Colorado Springs, 
whose topic will be “Mission and 
Objectives of the U. S. Air Force.” 

Election of officers will take 
place at the 3:30 p.m. board meet- 
ing that day. 

At the first general session at 
1:30 p.m. June 26 Executive Di- 
rector Ralph H. James will give 
his progress report, followed by 
J. L. “Jack” Wiggins, co-executive 
secretary of the Automotive Serv- 
ice Industry Association, speaking 
on “IGOA’s Part in the Automo- 
tive Service Industry,” and Frank 
P. Tighe, editor of Motor Age, 
whose subject will be “Repair 
Shop Management.” 

A chuck wagon dinner at Red 
Rocks Park will be staged at 6 
p.m. that night. 

An address on safety, by Frank 
Hornyak of Struthers, president 
of the Independent Garage Own- 
ers of Ohio, will be part of the 
closing day’s program. 

Ray J. Campbell of Denver is 
IGOA’s president and H. F. “Red” 
Reagin of Atlanta, Ga., is first 
vice-president. Reagin is in line 
for elevation to the presidency, al- 
though this is not automatic. 


“This looks like a good spot.” 





—SS>_ 
rr 











120 


The association has grown in 
five years to a membership of 
4,500, including 32 states which 
have organized units and other 
states which have individual mem- 
bers. 


B & D Forms Subsidiary 
From Two Operations 


E Black & Decker Mfg. Co., 
Towson, Md., has acquired 
the operations of Master Pneuma- 
tic Tool Co., Inc., Bedford, O., and 
Master Pneumatic Tools (Canada), 
Ltd., Toronto, Ont., Canada, from 
which a subsidiary, Master Power 
Corp., has been formed, Robert 
D. Black, president and chairman 
of the board, announced. 
Through the acquisition, financ- 
ed by the issuance of 37,004 shares 
of Black & Decker capital stock, 
the company will expand its range 
of industrial products, Black said, 
by the addition of the complete 
Master line of pneumatic tools. 
Operations of the subsidiary will 
be directed by Leonard J. Roll, 
vice-president and general man- 
ager, formerly secretary-treasurer 
of Master Pneumatic, and Harry 
L. Williamson, Jr., former man- 
ager of special products division 
of Black & Decker, who has be- 
come general sales manager of 
the new organization. 


Two Southerners Bag 
Brand Name Honors 


f pin Southerners who received 


certificates of distinction in 
Brand Names Foundation’s 11th 
annual brand name retailer-of-the- 
year competition were: 

Miss Gloria E. Taylor, Taylor 
Motor Co., Inc., King William, Va., 
and John A. Williamson, William- 
son-Willey Pontiac, Birmingham, 
Ala. 


Chrysler Promotes Halstead 


Harry C. Halstead has been ap- 
pointed sales promotion manager 
of Chrysler and Imperial Division 
of Chrysler Corp., succeeding 
Keith R. Matzinger, who was 
named advertising manager. Hal- 
stead grew up in Jacksonville, 
Fla., attended Emory University 
in Atlanta, Ga., and joined Chrys- 
ler in the latter city in 1955 as 
area sales promotion manager. He 
subsequently became sales promo- 
tion manager and_ distribution 
manager in the Chicago region 
and joined the division advertis- 
ing department in Detroit last 
December. 
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Not content with using a plain demonstrator, Taylor Rambler, Dallas, 

Texas, posted signs telling the car’s features all over this Ambassa- 

dor. One sign which drew some reactions from the public said: “We're 
not doctors but we can cure your gas pains with a Rambler!” 


South Carolina Dealers 
Reelect Pulliam 


— F, Pulliam of Columbia 
was reelected president of the 
South Carolina Automobile Dealers 
Association during the group’s 
convention cruise to Nassau last 
month. 

Other officers are these regional 
vice-presidents: H. Earle Holley, 
Aiken; W. H. Taylor, Batesburg; 
G. W. Stout, Charleston; C. C. 
Goodwin, Sumter; J. Henry Sitton, 
Jr., Greenville, and Cliff B. Mor- 
gan, Orangeburg. Mrs. Ella W. 
Ford is executive vice-president 
and A. Mason Gibbes of Columbia 
is the secretary-treasurer. 

Directors are Clyde M. Burwell, 
Rock Hill; W. Deck Hull, Spartan- 
burg; H. A. Hunter, Conway; Sam 
W. Jones, Columbia; Herschel A. 
Kemper, Newberry; W. W. Lorick, 
Jr., Lexington; W. H. McElmurray, 
Aiken; B. B. Plexico, Barnwell; D. 
W. Rodwell, Georgetown; Roy E. 
Smith, Beaufort; J. Mac Segars, 
Hartsville, and J. Guy Sullivan, 
Anderson. 

J. W. Pickens of Orangeburg is 
the NADA director. 


GM Dollar Sales Rise 
18% in First Quarter 


ENERAL Motors’ dollar sales in 

the first quarter of this year 
rose 18% above the corresponding 
period last year, according to the 
corporation’s quarterly report re- 
leased by Chairman Frederic G. 
Donner and President John F. Gor- 
don. 

First quarter dollar sales of all 
GM products totaled $3,206,000,- 
000, compared with $2,721,000,- 
000 for the first quarter last 
year, the report disclosed. 

Net income for the first quarter 


of 1959 was $293,000,000, after pro- 
vision of $338,000,000 for U. S. and 
foreign income taxes, compared 
with the 1958 first quarter net in- 
come of $185,000,000 after provi- 
sion of $169,000,000 for income 
taxes. 

World-wide unit sales of cars 
and trucks totaled 1,131,480 in the 
first quarter, 15% above the cor- 
responding period last year and 
three per cent above the first quar- 
ter of 1957. 


Tarheel Senate Okays 
“Hub Cap" Bill 


A BILL designed to aid law en- 
forcement officers in tracking 
down thieves who strip automo- 
biles of hub caps and other parts 
has been okayed by the North 
Carolina Senate. 

Under the bill’s provisions, junk- 
yard operators are required to keep 
a register showing names and ad- 
dresses of person’s selling parts 
and a description of the part. Sen- 
ator Carlyle Rutledge of Cabarrus 
County said the bill had the sup- 
port of a number of associations 
and welfare departments, the lat- 
ter being interested in the bill as 
a curb on juvenile delinquency. A 
majority of the parts thefts, he 
said, involve juveniles in North 
Carolina. 


Associates’ Net Income 
Sags Under Last Year 


—— net income for As- 
sociates Investment Co. for the 
first quarter of this year totaled 


$4,268,540, slightly under last 
year’s first quarter total of $4,516,- 
569, Chairman of the Board Rob- 
ert L. Oare announced. 

Total volume of finance business 
during the period, Oare said, 
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amounted to $390,018,582, com- 
pared with $325,333,386 for the 
same period last year. He said the 
increase was shared by all cate- 
gories of the business, with whole- 
sale advances on new cars account- 
ing for the largest portion. He add- 
ed, however, that even though vol- 
ume increased, the normal liquida- 
tion of the retail motor vehicle ac- 
counts “has resulted in a continued 
decline of these receivables.” 


Greensboro Tarheels 
Stage Street Show 


MAKE certain the public 
would see all makes of cars 
available, dealers in Greensboro, 
N. C., last month staged a show on 
downtown Elm Street — the first 
two blocks of which were blocked 
off—with 56 automobiles on dis- 
play. 

Four cars were exhibited by 
each of the 14 participating deal- 
ers, with foreign cars reportedly 
attracting considerable attention. 
Show attendees had their choice of 
walking on the sidewalks or down 
the middle of the street. 

The show was sponsored by the 
Greensboro Association of Auto- 
mobile Dealers, of which Charles 
Edwards, Jr., is president, and the 
Chamber of Commerce. William H. 
Black, II, was chairman for the 
show. 


NIADA To Convene 
At Miami Beach 


seine for the 13th annual con- 
vention of the National Inde- 
pendent Automobile Dealers Asso- 
ciation, to be held Jan. 17-19, will 
be the Eden Roc Hotel in Miami 
Beach, Fla. 

Association president is A. H. 
Schwartz of Pittsburgh, Pa. Robert 
J. McKinsey is executive vice- 
president and Eva I. Mosley, ex- 
ective secretary. The latter two 
headquarter at offices in Wash- 
ington, D. C. 


Firestone TBA Line 
Adds Delco Batteries 


Lco batteries will be added to 

the TBA line of The Firestone 
Tire & Rubber Co., Earl B. Hatha- 
way, vice-president — trade sales, 
announced last month. 

An agreement between Fire- 
stone and United Motors Service 
Division of General Motors will 
make the Delco line available to 
Firestone dealers and_ stores 
throughout the country, it was re- 
ported. 





Cooling Off Hot Ills 


(Continued from page 53) 


Cracked distributor cap 
Faulty coil or condenser 
Coil-to-distributor high- 
tension wire not in place 
Loose connections or brok- 
en wire in low-tension cir- 
cuit 

Improperly adjusted or 
faulty distributor points 


Hard starting: 

Faulty or improperly set 
spark plugs : 
Improperly adjusted or 
faulty distributor points 


Replace cap. 
Replace faulty unit. 


Properly install wire. 


Tighten or replace wires. 
Clean and adjust or replace 
points. 


Clean and adjust or replace 
spark plugs. 

Clean or replace and ad- 
just points. 


Loose connections in pri- 
mary circuit 

Worn or oil-soaked high- 
tension wires 
Low-capacity condenser 
Low-capacity coil 

Faulty distributor cap or 
rotor 


Engine misfires: 

Dirty or worn spark plugs 
Damaged insulation on 
high-tension wires or wires 
disconnected 

Distributor cap cracked 
Poor cylinder compression 
Improper distributor point 
adjustment 


Tighten loose connections. 
Replace high-tension wires. 
Replace condenser. 
Replace coil. 


Replace faulty part. 


Clean or replace plugs. 


Connect or replace wires. 
Replace cap. 


Adjust distributor points. 











Gasoline System 


Excessive 
tion: 

Before any corrective measures 
are undertaken, conduct a test 
run at a car speed of approxi- 
mately 30mph, using a test tank 
or an accredited mileage tester. 
An accurate record of the mileage 
obtained should be kept. The test 
should be made on a level road at 
constant speed, both directions of 
the road. If the gasoline economy 
obtained is low, the causes listed 
below should be checked and a 
second test run made over the 
same course under similar condi- 
tions. 

It is often advisable to invite 
the owner to accompany the serv- 
iceman on a test run to insure 
that the owner is familiar with 
the actual economy obtained dur- 
ing the test. At this time the serv- 
iceman can point out that the type 
of operation has a material effect 
upon gasoline economy. 

Causes: 

1.—Caused by type of opera- 
tion: 

a. Numerous starts and stops in 
congested traffic. 

b. Car operated on short trips 
only. 

c. Sustained high speed. 

d. Long periods of idle opera- 
tion. 

e. Abnormally fast engine idle 
speed. 

f. Failure to use engine warm- 
ing devices such as engine cooling 
system thermostat, radiator cov- 
ers, etc., in cold weather. 

2.—Caused by units other than 
the carburetor: 

a. Faulty ignition due to: 

(1) Defective or incorrectly 
spaced spark plugs. 

(2) Incorrect timing (especially 
late ignition). 

(3) Improperly spaced distribu- 
tor points. 

(4) Incorrect distributor auto- 


gasoline consump- 


Strike It LUCKY... 
Rust 


WINCASH «. BIG Res... 
SWEEPSTAKES 


« 


Thousands of DOLLAR 
BILLS GIVEN AWAY. 


PLUS 


12 Monthly Cash 


.& a 


» = 


c 
ee el 


. Prizes from 925° 
to *200°° 


JUST USE NEW... IMPROVED 
RUST MASTER with DEACTANE 
THE UNIQUE METAL DEACTIVATOR ... 
Spectacular Development 
in Cooling System Protection 


res a 


“Prevents and disperse’ | 
Siettons water.. rere ary 
Powe Poem ob yond 





FOR THE MYSTERY CAN WITH THE 


0 CONTENTS. it’s Got the Lucky $1.00 
Par Gives You A Lucky Chance 


WEW IMPROVED 

RUST MASTER WITH 
DEACTANE—IT'S THE 
BEST THERE 1S! 

. a and disperses 





Yes, to launch this astonishing new product, Rust Master 
Chemical Corp. is enclosing a serial-numbered plastic cou- 
pon in thousands of cans of New Improved Rust Master. 


Prevents clogging and You will know the lucky can by the RED contents (ordinary 

overhea 

eh mo harmful acids. 

Softens water . . . pre- 
vents hard water scales. 
insures proper heat 
dissipation. 

@ Lubricates water pump 
and thermostat. 

LOOK FOR THE MYSTERY CAN 

WITH THE RED CONTENTS. 

IT CONTAINS THE LUCKY 51.00 

.-- AND A CHANCE TO 

HIT THE JACKPOT IN THE 

BiG RUST MASTER 

SWEEPSTAKES! 


can contents are green) and the plastic coupon. Mail this 
plastic coupon to Rust Master Chemical Corp., 56 Creighton 
Street, Cambridge 40, Mass., with your name and address. 
Rust Master will send you $1.00 for every plastic coupon 
returned, Then, these plastic coupons will be included in the 
Big Monthly Drawings in which 12 cash prizes will be 
awarded, ranging from $25.00 to $200.00. 

1959. 





* This offer expires December 31, 


Rust Master (’ hemizol Cpewition 


CAMBRIDGE 40. MASS 


on an om a oe om om eS OOO OOP 4 


©1959. 


a ene 





56 CREIGHTON ST 
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acked by this kit... and 


Here is one of the greatest profit opportunities that ever 
came down the pike! 

Right now, 2 in every 4 cars that drive into your place 
of business need new shock absorbers. We have the shocks 
they need, and we have the plan you need to sell them... 
a plan that can actually bring you a dollar a minute in 
extra business! 

First we sign you up as a Certified Gabriel Dealer and 
provide you with a free sales kit, bulging with display and 
promotional material, simplified servicing manuals 
everything you will need to set up an inspection system that 
will impress the customer and get the business! 

Second, we back you up with the broadest national ad- 
vertising campaign in our history, spearheaded by ads like 
the one shown at the right, in a host of important magazines. 
And then we provide you with the finest line of shock ab- 
sorbers made, featuring the incomparable Gabriel Ajusto- 
matic . . . the modern shock that can be adjusted to give 
each motorist the kind of ride he needs for the kind of 
driving he does. You will be hearing more about the “Lift 
and Look” plan soon. Plan now to tie in and cash in! 


C“aabriel 


SHOCK ABSORBERS 





THE GABRIEL 
COMPANY 


Cleveland 15, 
Ohio 
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If you've gone 20,000 miles on your pres- 
ent shock absorbers, chances are you need 
new ones 

Hard steering, rough riding, uneven tire 
wear and cupping, shimmy and shake, lean 
on curves, and “pitching” are pretty sure 
Signs that your shocks are shot... ask your 
mechanic to give your shocks the Gabriel 
Safety Check now. For your protection get 
new Gabriel Ajustomatics the rugged 
shock absorbers that can be adjusted to give 
you the kind of ride you need, for the kind 
of driving you do! 


THE GABRIEL COMPANY + Cleveland 15, Ohio 

















SHOCK ABSORBERS 








Want more facts? Use Reader Service Card Page 137 








matic or vacuum advance. 


(5) Weak ignition condenser, 


(6) Weak ignition coil. 


(7) Cracked or chafed wiring 


insulation. 


b. Restricted or partially clog- 


ged carburetor air cleaner. 


c. Leaks at gas tank or lines. 
d. Fuel pump diaphragm leak- 


age. 


e. Excessive fuel pump pres- 


sure. 
f. Poor engine compression. 


g. Abnormal rolling resistance 


due to: 


(1) Dragging brakes. 

(2) Tight wheel bearings. 

(3) Excessive front wheel toe- 
in or toe-out. 

(4) Excessive friction in power 
transmitting units. 

(5) Underinflated tires. 

h. Partially clogged or re- 
stricted exhaust pipe, muffler or 
tailpipe. 

i. Preignition. 

j. Engine clutch slippage. 

k. Defective torque converter. 

1. Speedometer (odometer) total 
mileage reads low. 





Your Answer to Vapor Lock 


(AND Hard Hot-Motor Re-starts) 


TORE 


FILT-O-REG 


Ow CONSTANT, EVEN ae. with 





Fu voume 





HIGH FUEL PUMP 
PRESSURE 





BE SURE your customers 
are ready for 


happier summer driving. 


FUEL PRESSURE REGULATOR 


WHAT IS VAPOR LOCK? 


When your motor stalls and can't be restarted or 
seems to starve for fuel (particularly on a hot day), 
you can reasonably point the finger of suspicion at 
vapor lock. 

Vapor lock, as its name implies, is vaporization of 
fuel in the fuel system, preventing the carburetor 
from receiving the necessary volume of liquid fuel to 
run your engine 

Vapor lock is caused by low fuel pump pressure 
and/or excessive heat in the engine area. This 
extreme heat may be the result of high weather tem- 
peratures, fast hard driving, pulling heavy loads, stop 
and go driving in traffic, high altitude driving or an 
inefficient cooling system. This vaporization of the 
fuel under heat is more apt to occur if you have pur- 
chased gas which was designed for winter or early 
spring use and which boils too easily in hot weather 
because it is more volatile. 

Car manufacturers have increased the output 
pressures of fuel pumps. One of their objectives being 
to keep the fuel under greater compression in order 
to eliminate vapor lock. This is a step in the right 
direction. However, while these higher pressures do 
tend to reduce vaporization in the fuel line, they only 
increase the over-pressure problems at the carbu- 
retor needle valve and seat, which results in flooding, 
stalling, hard starting, rough idling and gas waste. 


HOW FILT-O-REG WORKS TO STOP VAPOR LOCK 
.» GIVE QUICKER HOT-MOTOR RE-STARTS 


The installation of FILT-O-REG combined with these 
necessary higher fuel pump pressures is the best solu- 
tion for the prevention of vapor lock and improved 
engine performance under all driving conditions—all 
speeds, loads, altitudes and extreme weather tem- 
peratures. 

FILT-O-REG keeps the fuel in the line under com- 
pression, helps stop expansion and vaporization... 
preventing vapor lock. At the same time, FILT-O-REG 
reduces the over-pressure in the fuel system to a 
constant, unrestricted, even fuel pressure on the car- 
buretor float valve and seat—maintaining the proper 
float level under all driving conditions, thus assuring 
the correct air-fuel ratio. FILT-O-REG controls pres- 
sure even with engine not running...giving engine 
quicker hot-motor re-starts. 


INSTALL FILT-O-REG'S WITH YOUR TUNE-UP JOBS... 


ORDER FROM YOUR JOBBER! 


Copyright 1958 


Write for Free Copies of this Bulletin #317: avonora, INC., LOS ANGELES 19, CALIF. 
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3.—Caused by carburetor im- 
proper adjustment or defect: 

a. Choke valve sticking or in- 
correctly adjusted. 

b. Float level too high, float 
valve leaking, or floats partially 
filled with fuel. 

ce. Incorrect accelerator pump 
setting. 

d. Incorrectly adjusted or wrong 
metering rod or metering rod jet. 

e. Economizer valve stuck open 
or leaking. 

f. Internal leakage due to: 

(1) Cracks in carburetor body. 

(2) Jets not screwed in tight 
or bad gaskets. 

(3) Air bleeds plugged with 
dirt or carbon. 

(4) Pump discharge valve not 
seating properly. 

g. External leaks, (main jet 
plugs or carburetor bow] gasket). 

h. Idle speed set too high. 


Manifold Leaks — Intake 
and Exhaust 


Causes: 

1.—Loose manifold connections 
or leaks occurring in vacuum lines 
(intake manifold) or at carbure- 
tor flange. 

2.—Loose manifold nuts. 

3.—Insufficient threads on 
manifold attaching studs per- 
mitting nuts to bottom. 

4.—Distortion or misalignment 
existing at gasket surfaces on: 

a. Intake manifold. 

b. Exhaust manifold. 

ec. Carburetor attaching flange. 

5.—Damaged or improperly in- 
stalled gaskets. 

6.—Restriction in exhaust pipe, 
muffler, or tailpipe (excessive 
back pressure). 


Fuel Pump Leakage and 
Insufficient Fuel Delivery 


Causes: 

1.—Restricted gasoline tank cap 
vent. 

2.—Restricted or partially clog- 
ged gasoline tank-to-fuel pump 
line. 

3.—Air leak occurring at con- 
nections or in gasoline tank-to- 
fuel pump lines. 

4.—Restricted or partially clog- 
ged gasoline tank outlet pipe as- 
sembly. 

5.—Air leak occurring above 
fuel level in gasoline tank outlet 
pipe assembly. 

6.—Restricted or partially clog- 
ged fuel pump screen. 

7.—Fuel pump sediment bowl 
loose. 

8.—Damaged or improperly in- 
stalled pump bowl gasket. 

9.—Punctured or worn-out dia- 
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REMEMBER—BIG PROFIT JOBS DON’T / HOLMES NEW 


DRIVE IN—THEY ARE TOWED-IN! TOWING DOLLY 
Hae | 


HOLMES Engineers now present a new Dolly which permits ; ae” " 
even a small wrecker to bring-in Big Profit Jobs. The HOLMES The Dolly is dismountable into 6 parts for easy 
Dolly was designed to simplify the handling of jobs that can NOT _ handling and Convenient Stowage in the wrecker body. 
be Towed with Conventional Equipment. Use of this unit provides - has a capacity of 2,900 pounds and is designed with 

: ; ‘ elf-Locking Pins that permit one man to assemble or 
a Fast, Easy Way of handling such jobs, even total wrecks. It is disassemble the unit in lees than one miaute. To ues 
extremely valuable when retrieving cars with automatic transmis- — the operator simply lifts one end of a disabled car 
sion, for with the Dolly it’s no longer necessary to uncouple the with the wrecker and rolls Dolly in position. Wheel 
drive shaft for Towing. Cars of all widths fit snugly into Adjust- Wells are then adjusted for car to be lowered on 
able Wheel Wells and no chains are required to secure a car on Dolly. Due to the unusual shape and size of the 


the Dolly. The car is held in a relatively level position and may Wheel Wells, a car with or without wheels can be 
securely held and towed with safety up to 50 M.P.H. 


be towed without Bumper Drag, even on air s ion models. v ; 
p é — Send Today for details on this much needed unit. 


HOLMES 460 WRECKER 


This 6-ton wrecker, although small and compact, 
has power and flexibility for fast pick-up and 
towing service, on a 1- or 1%-ton truck. 

It is power-operated, has dual controls and 
double-swinging booms, each with a rated 

3-ton capacity. It is designed low in 

height and is most desirable for work in 

congested city areas. Send for details. 


ERNEST HOLMES COMPAN Y 
Chattanooga 7, Tennessee 
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motor jobs turn out sweeter 
when you install... 


Naniey 


airchrome vaives 
and springs 


Manley Valve Corporation, 1 5th St. & Fairmount Ave., 
Philadelphia 30, Pa. Supplier to leading original 
equipment manufacturers. District Sales Representa- 
tives: Hirsig-Brantley Co., Jacksonville; J. S. Conneil 
Co., Dallas. 





Pictured are the new officers of 
the Independent Garage Owners 
of Kansas at a recent convention 
in Parsons. Said Executive Di- 
rector Art Kittell of Pittsburg: 
“We had the nicest and biggest 
convention ever in this state.” 


phragm. 

10.—Leak around diaphragm 
shaft or pull rod. 

11.—Loose valve and cage as- 
semblies in fuel pump. 

12.—Fuel pump valves not seat- 
ing in cage assemblies (replace). 

13.—Fuel pump valves. are 
sticking. 

14.—Rocker arm shaft (pin) 
out of position. 

15.—Broken rocker arm. 

16.—Vapor in line between tank 
and pump (vapor lock). 


Fuel Pump Noise 


Although fuel pump noise 1s 
generally lighter than tappet 
noise, the two sounds are very 
similar, Like tappet noise, a fuel 
pump noise is encountered at cam- 
shaft speed 

Test: 

Allow the engine to idle and 
check for noise with a sounding 
rod against the fuel pump body. 
In some _ instances, , fuel pump 
noise can be detected by lightly 
gripping the pump hody with a 
hand and noting if 4 “bump” or 
vibration is felt. 

Causes: 

1.—Weak or broken rocker arm 
contact spring. 

2.—Worn rocker arm or rocker 
arm pin. 

3.—Fuel pump body loose on 
engine. 

4.—Scored operating lever or 
camshaft eccentric. 

5.—Interference of fuel pump 
lever with inner surface of crank- 
case. 


Record Sales Reported 
By Rochester Products 


ERVICE sales for March by 

Rochester Products Division of 
General Motors were 32.6% high- 
er than the previous record-break- 
ing month of February, according 
to Russell F. Sanders, director of 
sales and engineering. 

March carburetor service sales 
alone rose 30% over February, 
Sanders said, and represented a 
75% increase above the previous 
record month, which was Novem- 
ber 1957. 
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of AUTOMOTIVE AIR CONDITIONING... that SEL 
THAT'S VNaaodtis. Sar 


Climafic Air pulls no punches with FIVE cus- 
tom-designed models in 1959. IMPERIAL — 
ROYAL — CUSTOM — Climatrol (trunk) — 
HOT AND COLD units. 

‘Phe finest components in each price range for 
every customer. 


And, Climatic Air offers PROFITS PLUS 
prestige to dealers and distributors. Engineered 
for most all models and makes, including adapt- 
ers for foreign cars. For complete details of all 
specifications, merchandising, promotion, and 
PROFIT: 


CALL — WIRE — WRITE 


wBePRiGgtwsWats& & 


AUTO AIR CONDITIONER 


MADE BY A COMPANY WITH 27 YEARS’ 
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TELEPHONE 
Riverside 11-3837 


AUTOMOTIVE EXPERIENCE 
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30% More Car Sales Seen 
In "59 by Ford Official 


EARLY 30% more cars will be 

bought this year by Amer- 
icans than last year, with about 
95% of the increase accounted for 
by domestically-built family-size 
passenger cars, according to a Ford 
Motor Co. official. 

At a recent press conference, J. 
O. Wright, company vice-president 
and Ford Division general man- 
ager, predicted that 1959 would be 
a 6,000,000-car year. Of a total in- 


crease of 1,300,000 passenger-car 
sales, he estimated that more than 
1,200,000 would be American- 
built family-size vehicles. 

The post-recession demand for 
full-size American cars, he said, 
indicates their significant role in 
the automobile industry, which 
has become increasingly seg- 
mented in recent years with in- 
creasing demand for various types 
of passenger vehicles — station 
wagons, sports cars, hardtops, con- 
vertibles, personal cars, as well as 
compact cars. Wright said that 





» “Still Taking the Country ‘BUY’ Storm!” 


{ 


St Cleaning actin’ 


Model 236 is equipped with two 5-HP 
motors turning impellers, creating 
tremendous agitation of the detergent. 
A scrubbing action is thus attained 
to clean FASTER, MORE THOR- 


= OUGHLY, and MORE ECONOMI- 


CALLY! With 300 gallon capacity this 
unit answers the Engine Rebuilder’s 
Cleaning Problem! 


Model 122 has a 115 gallon capacity. The * 


ideal size for the average Automotive 


Machine Shop. Powered with one 3-HP 
motor. ALL TURBO-BLAST CLEANING 
MACHINES HAVE SUPER AGITATION! 
...- with CONTROLLED FLOW PAT- 
TERN! All models can be equipped for gas, 


oil, steam, or electricity. 


There is a Turbo-Blast Model for Every Cleaning Job! 


Write for Free Literature on all S-V Equipment. +*° 


Storm-VYulcan, Inc. 


MANUFACTURERS OF AUTOMOTIVE ENGINE REBUILDING EQUIPMENT 
2225 Burbank Street + Fleetwood 1-3735 © Dallas 35, Texas 
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L. H. Averill has been named as- 
sistant general sales manager for 
Chevrolet Motor Division in 
charge of the western half of the 
United States, succeeding A. W. 
Famular, who retired after 40 
years with the company, General 
Sales Manager W. E. Fish an- 
nounced. Formerly manager of the 
eastern region at Washington, D. 
C., Averill is succeeded in that 
capacity by R. G. Schulte, former- 
ly assistant regional manager of 
the Great Lakes region, Chicago. 


Ford achieved a higher share of 
the domestic automobile market in 
the first three months of this year 
than it has in any first quarter 
since World War II. 

A significant contributing factor 
in the mounting sales of new cars, 
he said, is the fact that used-car 
prices are at a five-year high, hav- 
ing risen to the mid-1953 level, ac- 
cording to used-car indexes. 


Merit Mufflers Moves 
To Toledo, O., Plant 


fh penn of its new 250,000- 
square-foot plant in Toledo, 
O., by Merit Mufflers was made to 
better serve an expanding cus- 
tomer list, according to Larry 
Cambridge, sales manager. 

Served by 100 truck lines and 
13 railroad systems, the facility 
has a direct linking railroad spur 
and 15 truck loading docks. The 
plant, which will be the central 
shipping center, reportedly can 
warehouse over 750,000 mufflers 
and pipes. In the past four years, 
Cambridge said, sales have in- 
creased 657%. 


Sonnier Dies in Lafayette, La. 


J. R. Sonnier, 70, said to be the 
first automotive parts dealer in 
Southwestern Louisiana, died last 
month in a Lafayette hospital. In 
1916 he opened the Attakapas Iron 
Works, where automobile engines 
were rebuilt. 
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Now... true acrylic colors for 


refinishing with Ditzler’s 
Acrylic Color Mixing Service 





Exact-weight 
scale for 
precise mixes. 
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Smooth-running, quiet power agitator. 
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DIT ZLE R° Color Mining Serice 
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Complete line of 
DURACRYL"” base colors. 

















ow you can match all of the long- 

lasting, brilliant new acrylic 
colors featured on many of today’s 
new cars with Ditzler’s Acrylic Color 
Mixing Service. 
e Ditzler has made available a com- 
plete new series of DURACRYL base 
colors and hundreds of laboratory- 
tested formulas. These colors are true 
acrylics, not modified lacquers. With 
them you can duplicate precisely 
the beauty and depth of color, high 
gloss and outstanding durability of 
modern acrylic finishes. 


Ditzler Color Division, Pittsburgh Plate Glass Company 


DITZLER 


PAINTS * GLASS + CHEMICALS 
PITTSBURGH 
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e With this mixing service, pioneered 
and perfected by Ditzler, you can 
mix these colors as easily and quick- 
ly as conventional lacquers. You can 
prepare the amount you need when 
you need it, for a spot repair or a 
complete refinishing job. There’s no 
waiting, no waste. 

e Ditzler’s Acrylic Color Mixing Service 
offers you added opportunity for 
profitable business on millions of new 
cars originally finished with acrylics. 
Get intouch with your nearest Ditzler 
jobber for further information. 


tion lines by 
manufacturers 


Detroit 4, Mich. 


DAL-70961 


ROMAN RED 
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att wire wireocei Oe ee 


@ DURACRYL is now be- 
ing used on the produc- 


all car 
using 


acrylic finishes as orig- 


* BRUSHES + PLASTICS 
PLATE GLASS 


IN CANADA: CANADIAN PITTSBURGH INDUSTRIES LIMITED 


inal equipment. 


COMPANY 
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WHAT’S THE REAL PRICE OF “BARGAIN” LININGS? 


Tragedy at the wheel is often the 
price... tragedy born of speed, 
nurtured by confidence, climaxed by 
one horrible moment of death or 
mutilation. 

Many accidents like this are caused 
by brakes that didn’t hold, thanks to 
so-called ‘‘bargain’’? replacement 
brake linings. These are the cut-rate 
kind, glibly sold as “‘just as good” as 
reputable linings. A few may even 
hold up temporarily. But comes the 
first panic stop and they’re dead ... 
ind so is the unsuspecting driver on 
too many occasions. 

lhese inferior brake linings look 
lhe manufacturers make sure 
In fact, the resemblance to 

linings is so close that only 
need brake lining engineer 


vood 

ol that 
reputa 
an exper! 
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can tell the difference. The real, 
hidden difference lies in poor quality 
of materials and workmanship 
which is why these back-alley shops 
can make you a real price deal. Their 
product costs almost nothing to make. 
“You get what you pay for’ was 
never truer. 

Good linings cost a little more to make, 
but theyre cheap measured by the lives 
they save. 


As a reputable manufacturer of 


brake linings, we are, and will con- 
tinue to be, outspoken about the 
dangers of shoddy “bargain” after- 
market brake linings. We believe that 
the trade is equally concerned about 
the seriousness of this problem. 
There’s a very simple answer. You, 
as a jobber, rebuilder or dealer, can 


refuse to buy, sell or use these danger- 
ous linings. You can help protect the 
public’s safety, and your own repu- 
tation, by handling only high-quality 
‘name brand” replacement brake 
linings . . . linings such as those made 
by Bendix and by the other reputable 
manufacturers. 

When choosing replacement lin- 
ings, this is worth considering: 
Automobile and truck manufacturers 
take great care in choosing brake 
linings for their products. To protect 
their customers, they insist that the 
linings they install must be of high 
quality, proven through extensive 
testing and hard road usage. As a 
matter of record, Bendix” linings 
are installed on more new vehicles 
than any other brand. 
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It takes more than 
a bucket 
and a kitchen stove 
to manufacture 
quality brake lining 


FULLY CONTROLLED PRODUCTION of the various resins required 
for high-temperature-resistant friction materials is obtained 
through these resin reaction kettles. Bendix is one of the few 
lining manufacturers making its own resins —an important factor 
in maintaining quality control of raw materials. 





HUGE HYDRAULIC PRESSES ore further examples of the modern equipment at Bendix-Eclipse. Used A MODERN BRAKE LINING PLANT utilizes modern equipment —like this 


for transforming dry mix briquettes into molded linings. 


conveyorized brake lining cure oven at Bendix-Eclipse —to help assure 
the kind of product that means long lining life and top performance. 





BENDIX-ECLIPSE 


Marshall-Eclipse Division 


Troy, New York 


BRAKE “FADE” is a sure sign of lining weakness. To guard against it, one Bendix- 
Eclipse test puts the lining through a series of “panic” stops at high speeds. Excessive 


fade renders that lining unsuitable for market. 
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Wheeler Becomes President 
Of Commercial Solvents 


oe C. Wheeler has been 
elected president of Com- 
mercial Solvents Corp. and simul- 
taneously William S. Leonhardt 
and Jeremiah Milbank, Jr., were 
named financial vice-president and 
treasurer and chairman of the 
board’s executive committee, re- 
« spectively. 

Starting with the company in 
1923, Wheeler progressed through 
a series of responsible positions to 
vice-president in 1945 and mem- 
ber of the board in 1950. He suc- 
ceeds J. Albert Woods, who con- 
tinues as a consultant. 


Tarheel Dealers Elect 
Four New Directors 


| per new district directors elect- 
ed by the North Carolina Auto- 
mobile Dealers Association are: 
D. O. Cutting, Cutting-Cross 
Chevrolet, Inc., Morganton; Odell 
Matthews, Odell Matthews Motors, 
Inc., (De Soto - Plymouth - Fiat), 
Winston-Salem; NCADA Treasur- 
er Rupert E. Atkins, Atkins Mo- 
tors, Inc. (Rambler), Raleigh, and 
J. Carter Perry, Perry Motor Co., 


4 


A further extension until July 1 of the effective date of Revenue Rul- 
ing 58-620 imposing additional excise tax on repaired, reconditioned 
and rebuilt automotive parts was obtained by the Industry-Wide Ex- 
cise Tax Committee in its recent conference with the commissioner of 
internal revenue. Comprising the committee are (1. to r.): seated, Robert 
E. Phelps, Washington, D. C.; Darrel C. Randolph, Dallas, Texas; John 
L. Porteous, Indianapolis, Ind., and Paul Dixon, Washington, D. C.; 
standing, Harold T. Halfpenny, attorney, Chicago, Ill.; J. Austin Lati- 
mer, attorney, Washington, D. C.; William Boulton, Oklahoma City. 
Okla.; Ira Saks, chairman, Cleveland, O.; Charles Hicks, Kokomo, Ind.; 
Louis Lee, Oklahoma City, and Don Westling, Minneapolis, Minn. Not 
shown is James W. Cassedy, Washington attorney. 


Inc. (Chevrolet), Elizabeth City. 
Reelected to three-year terms 
were: E. D. Craig, Craig Motor 
Co., Inc. (Edsel), Gastonia; Heath 
Penegar, Penegar Motor Co. (Pon- 
tiac - Oldsmobile - GMC - Vaux- 


hall), Rockingham; J. Wesley Mor- 
ton, Morton Motor Co., Inc. (Ram- 
bler), New Bern, and W. L. Jen- 
kins, Chas. H. Jenkins & Co., Inc. 
(Oldsmobile - Pontiac - Buick - 
Cadillac - GMC), Aulander. 





N EW LI FE for Sagging Coil Springs 


CHAMP-ITEMS 


No. 112 Front Coil Spring Rubber Booster 
List $3.00 Per Set 


No. 113 Rear Coil Spring Rubber Booster 


FOR ALL CARS 


List $5.75 Per Set 


“Two-way stretch" for minimum or maximum lift. Made of high grade 
moulded rubber. Last indefinitely. Easy to install with Champ-ltems Instal- 
lation Tool. A free tool is included in each unit package containing 6 
sets or 24 pieces, Write for 1959 catalog. 


Order From Your Jobber 


Serving the Service Trade for 30 Years 


CHAMP-ITEMS, INC, 6191 Maple Ave., St. Louis 14, Mo. 


Want more facts? Use Reader Service Card Page 137 
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PURQOLATOR 


Gas Line Filter 


for ALL cars! 


A quick-profit, volume item as new equip- 
ment, for original equipment replacement, 
and as replacement of all other makes 


Au CARS need the new Purolator GF-11 filter as 
effective protection against much of the carburetor 
trouble so prevalent today. The famous Purolator 
super-micronic filtration unit traps all of the dirt, 
metal bits, rust, scale and gum—captures all of the 
foreign matter that is the cause of most carburetor 
trouble. 


The heart of the GF-11 is the super-micronic 
filtering element. It is the most effective fil- 
tering medium of its type yet designed —and 
affords a far finer degree of filtration than 
ceramic type filters. Chrysler and several 
General Motors divisions are already install- 
ing this type filter as standard equipment. 
Certainly this is proof that every car needs 
the protection of fuel filtration. 


So—when a car limps in with a “rough” engine— 
when motorists complain about stalling, poor accel- 
eration, excessive fuel consumption—recommend and 
install a Purolator GF-11 filter. It’s a sure source of 
service satisfaction for your customer . . . and a con- 
tinuing source of extra profit for you. 


**Purolator’’ and ‘‘Super-Micronic’’ Reg. U.S. Pat. Of 


PROFITABLE—AND EASY TO SELL! 


$] 7O Sell motorists on the fact that an in- 


vent rough idling, excessive fuel con- 


Suggested Retail 
Installation Cost Additional 


PS-133 FITTING SET for use in original 
installations. Retail . . . 87¢. 
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expensive Purolator Gas Line Filter can 
prevent expensive carburetor repairs or 
replacement. Take advantage of “stalled 
engine”’ road service calls to sell a fuel 
filter. 

Recommend a fuel filter to help pre- 


sumption, and sluggish performance 
caused by a dirt-clogged carburetor. 
And remember, the Purolator Gas Line 
Filter should be changed every 5,000 
miles. That means easy, profitable re- 
peat business for you. 


The Standard Equipment Line 


PURQOLATOR 


OIL, AIR & FUEL FILTERS 


PUROLATOR PRODUCTS INC., Rahway, N. J.; Toronto, Ontario, Canada 
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MONROE 


U.S. PATENT 2,874,955 has been granted 
Monroe Auto Equipment Company on 
LOAD-LEVELER*... thus establishing pro- 
tection for manufacturer, wholesalers, 
dealers and users against imitations. 


The stabilizing unit with built-in ride 
control for a level ride under all road 
and load conditions . . . recognized by 
U.S. patent as an original Monroe 
engineering achievement. 
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GRANTED PATENT 
LOAD-LEVELER* 


NEW CONCEPT OF SAFETY AND COMFORT 


The Loap-LEVELER* won immediate ac- 
ceptance when it was introduced two years 
ago. It was the first practical, inexpensive 
solution to the problem of leveling heavily 
loaded cars—a problem that has plagued 
motorists for years. LOAD-LEVELERS* elim- 
inate tail drag and “‘bottoming” on rough 
roads and steep driveways. They eliminate 
change in wheel caster, erratic steering and 
excessive tire wear caused by heavy loads. 


ECONOMICAL APPROACH 

These unique leveling units are installed 
quickly and easily in place of rear shock 
absorbers. They require no service and in 


no way interfere with under-body servicing 
and jacking-up of the car. Loap-LEVELERS* 
provide the safety and comfort of elab- 
orate suspension systems... at a fraction 


of the cost. 


EXTENSIVELY ADVERTISED 


LoapD-LEVELERS* have 
been backed by aggressive advertising and 


From the start, 


sales promotion programs—a full trade 
press schedule, advertisements in LIFE 
and POST, and in newspapers and on bill- 
boards throughout the country and com- 
mercials on radio and TV. The results have 
been phenomenal, and the great demand 
for LOAD-LEVELERS* continues. 


Sell the patented protection of LOAD-LEVELERS* 
... for your share of an ever-increasing market. 


Ty 


MONROE AUTO EQUIPMENT COMPANY 


MONROE, MICHIGAN 


World’s largest maker of Ride Control Products, 


including famous Monro-Matic Shock Absorbers 
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Trademark 








HELPFUL 


BOOKLETS 


FREE! 








On this and the following pages is an excellent selection of free 
Automotive literature. List numbers of those desired on the coupon 
and mail to SOUTHERN AUTOMOTIVE JOURNAL. 





10 MODEL NUMBER INTERCHANGE 
—Handy reference sheet with com- 
lete listing of all passenger cars 1946 
rough 1959 by model number inter- 

changeably with model name. Saves look- 

up time by including car model data not 
found elsewhere. Useful as a supplement 
to every automotive parts catalog. Kem 

Mtg. Co., 20-21 Wagaraw Rd., Fair Lawn, 


103 SAMPLES, BOOKLETS, AND CAT- 
ALOG SHEETS—describing the DL 
Handi-Cleaner available on request. DL 
Products, Inc., Banite Bldg., Buffalo, N. Y. 


1 VENTILATED CUSHIONS — Com- 

lete merchandising program on 
Kool Kooshions, including handsome wire 
display rack, full color catalog sheets, 
other advertisin on complete Kool 
Kooshion line, ool Kooshion Mfg. Co., 
Dyersburg, Tenn. 


105 WAGNER AIR BRAKE AND RO- 
TARY AIR COMPRESSOR BULLE- 
TIN—Discusses in detail straight air and 
air-over-hydraulic air braking systems. 
Contains an explanation of the operation 
of the Wagner Rotary Air Compressor 
complete with diagrams, cross section 
drawings, and photographs. Lists by cat- 
alog numbers component parts as well 
as field installation kits. Write for Cat- 
alog KU-201, yd Electric Corpora- 
tion, 6362 Plymouth Avenue, St. Louis 14, 
Missouri. 


] CAP MERCHANDISER—How to in- 

crease profits by use of radiator 
and gasoline cap Merchandiser. The space 
saving Merchandiser saves you time and 
money while increasing sales and profits. 
Ask for detailed information. Stant Mfg. 
5°; 1620 Columbia Ave., Connersville, 


108 1957 EDITION OF 12 VOLT ELEC- 
TRIC EQUIPMENT FOR PASSEN- 
GER CARS—Contains description of 12- 
volt automotive electrical equipment used 
on 1957 model cars, giving special empha- 
sis to the new external adjustment type 
distributor and the enclosed shift lever 
type cranking motor. Recommendations 
for periodic Seryeeene checking and ad- 
justing of the charging, starting and ig- 
nition systems are discussed. Special 
section devoted to trouble shooting of 12- 
volt electrical oepaen. Technical Lit- 
coasuge Secnen, elco-Remy Div., Ander- 
son, Ind. 


] AMMCO BRAKE SERVICE, EN- 

GINE REPAIR, AND HONING 
TOOLS AND EQUIPMENT — Catalogs, 
describing the Ammco line of brake drum 
lathes, brake shoe grinders, brake drum 
micrometers, brake shoe setting gauges, 
brake hones, brake bleeders, brake safety 
machines, small bore hones, cylinder 
checking instruments, pin fitting honing 
hones, cylinder surfacing hones, ridge 
reamers and torque wrenches. Ammco 
Tools, Inc., 2110 Commonwealth Ave., 
North Chicago, Il. 


1] SELECTION GUIDE OF SPECIAL- 
IZED LUBRICATION TOOLS—Set 
up in chart form covering 19 makes of 
cars and 8 specialized tools. Especially 
helpful to inexperienced operator, making 
it practically impossible to select the 
wrong gun or accessory for any given 
operation. Also has chassis drawing point- 
ing out every part named. Form No. 


136 


36-808. Alemite Div., Stewart Warner 
Corp., 1826 Diversey Parkway, Chicago 
14, Illinois. 


1] SOUND SLIDE’ FILM — entitled 

“Automotive Wheel Bearings” is 
the first in a series of audio-visual aids 
designed to provide bearing salesmen, 
servicemen and replacement parts men 
with practical and useful information on 
various applications for ball, roller and 
engine bearings and on oil seals. Federal 
Mogul Service, 11031 Shoemaker Ave., 
Detroit 13, Mich. 


113 NEW BRAKES & TIPS ON 
TROUBLE SHOOTING—A 24-page 
Grey-Rock booklet giving service infor- 
mation on brakes used on 1958 cars in- 
cluding the self-adjusting brake used on 
Mercury and the new Edsel, and the total 
contact brake used on cars in the Chry- 
sler Corporation line. Also includes 
trouble ooting information on brakes 
on all cars, including older models. Grey- 
Rock, Manheim, Pa. 


] 1 32 REASONS FOR OIL CONSUMP- 

TION — An easy-to-use, indexed 
corrective manual listing 32 major oil 
consumption problems and remedies. In- 
formative, illustrated, prepared by one of 
the top technical staffs in field. 
Write—Oil Consumption Booklet, Amer- 
ican Hammered, 2001 Sanford Street, 
Muskegon, Mich. 


1] AUTOMOTIVE ELECTRICAL E- 
| QUIPMENT CATALOG NO. D-200— 
Applies to automobiles, trucks, trailers, 
farm and industrial equipment. New 64 
page catalog covers entire field of auto- 
motive switches, connectors, wiring ac- 
cessories, etc. Voltage ratings are clearly 
specified in large type for all switches, 
and other units. Cole-Hersee Co., 20 Old 
Colony Ave., Boston 27, Mass. 


11 BRAKE SERVICE GUIDE — Com- 

plete instructions for inspecting, 
flushing and bleeding the brake system. 
Handy trouble check chart. Write for 
Bulletin HU-411. Wagner Electric Corp., 
6400 Plymouth Ave., St. Louis 14, Mo. 


1 1 RAMCO SERVICE MANUAL — 5th 

edition. Illustrated. Gives complete 
data on piston ring installation—also hints 
on locating engine trouble—causes of oil 
loss—pitfalls of motor-overhauling and 
how to overcome. Ramsey Corp., 3698 For- 
est Park Blvd., St. Louis 8, Mo. 


12 NEW GRIZZLY BOOK—Nine basic 

steps to extra miles of safe braking. 
Illustrated charts enable maintenance men 
to visualize faulty braking conditions and 
help them in trouble shooting and servic- 
ing truck and bus brakes. Grizzly Mfg. 
Co., 700 W. Caroline St., Paulding, Ohio. 


12 SALES AIDS AND MERCHAN- 

DISER CATALOG, FORM D-227— 
Features a complete line of quality auto- 
motive electrical equipment mounted on 
effective “Business Getting” displays. 
This colorful 8 page catalog covers the en- 
tire field of switches, connectors, voltage 
reducers, etc. for automotive truck, trail- 
er, bus, marine, farm, earth-mover and 
industrial equipment. Cole-Hersee Co., 
20 Old Colony Ave., Boston 27, Mass. 


1 TIRE RETRUING — An illustrated 
bulletin about this newest extra 
profit service. Describes Bear “On-A-Car” 


Service which makes possible tire retru- 
ing right on-the-car. Explains method 
using most advanced tm | pee 
a Mfg. Co., Dept. SAJ, Rock Island, 


] AERO-SEAL HOSE CLAMPS — An 

illustrated 4-page folder giving 
clamp ranges, mechanical information, 
engineering data, stock numbers, packag- 
ing, etc. Breeze Corps., Inc., 700 Liberty 
Ave., Union, N. J. 


12 GAS, OIL & BRAKE LINE HAND- 
BOOK NO. 3016 — Gives helpful 
information on various types of tube fit- 
tings and how to recognize them, hints on 
replacement of flexible gas and oil lines 
and “how-to-do-it” information on cut- 
ting, saring, double-flaring and pena 
of tubing. Imperial Brass Mfg. Co., 

W. Howard St., Chicago 31, Ill. 


125 STANDARD DUTY GENERATOR 
REGULATORS—A 16-page 8'/2 x1l 
inch booklet covering the operation and 
maintenance of Delco-Remy regulators. 
(62 pictures) Contains illustrations show- 
ing various steps of adjustment. Will help 
automotive electricians understand and 
service regulators. Delco-Remy Service 
Department, Anderson, Indiana. 


13 VALVE CATALOG — A new 166 

page catalog of valves, valve 

guides, valve seats, valve openings and 

other valve components is offered by Rich 

Ho Corp., 200 Elm St., Battle Creek, 
ch. 


13 WALL CHART NO. 3034-B — Size 
8-%" x 11-14” gives application data 
on power steering lines by car make, 
model and year. Imperial Brass Mfg. Co., 
6300 W. Howard St., Chicago 31, Il. 


13 CATALOG NO. 56—Features more 
than 300 Champ-Items automotive 
replacement parts for all makes of cars. 
A handy service book. Champ-Items, Inc., 
6190 Maple Ave., St. Louis 14, Mo. 


13 MOOG RINGLINER — Illustrated 
piston ring catalog carries listings 
and product information on complete 
line of Moog cast iron, partial chrome 
and Chrome Plus lines. oog Industries, 
Inc., 6650 Easton Ave., St. Louis 14, Mo. 


13 PLUG CHEK—A colorful wall ban- 

ner showing condition of spark 
plugs under various driving conditions. 
This service tool is designed to assist 
service men in Cngnetas spark plug heat 
range roblems. e Electric Auto-Lite 
Co., Toledo 1, Ohio. 


13 AIR COOLED ENGINE VALVES— 

A complete 8-page & cover catalog 
of valves for air-cooled engines and 
locks, first offered by any replacement 
valve manufacturer. Lists replacement 
valves for leading manufacturers of en- 
gines used for powering lawnmowers, 
garden tractors, mixers, conveyors, 
pumps, combines, industrial engines, re- 
frigeration units. Rich Mfg. Corp., 200 
Elm St., Battle Creek, Mich. 


1 PRESSURIZED COOLING SYSTEM 
—Servicing and maintenance of the 
pressurized cooling system is detailed in 
a booklet available from Stant Mfg. Co., 
1620 Columbia Ave., Connersville, Ind. 


14 MOOG STREAMLINER CATALOG 

—Carries exploded views, detail il- 
lustrations and listings of leaf springs, 
main leaves, spring parts, shackles, shock 
links, tie rod ends, drag links, king bolts, 
coil springs and other coil action parts 
for cars and trucks. Moog Industries, Inc., 
6650 Easton Ave., St. Louis 14, Mo. 


142 1958 MUFFLER CATALOG SUP- 
PLEMENT — Lists high efficiency 
mufflers and dual exhaust equipment for 
each model of 1958 cars. Grand Automo- 
tive Products, 2055 N. Ruby St., Melrose 
Park, Il. 


1 RADIATOR SERVICING EQUIP- 
MENT—A new 48-page book “Blue- 
print For Profits” explains big profits 
servicing radiators, explains the Inland 
method, illustrates and describes Inland 
equipment, free factory training school, 
payment plan, etc. Inland Mfg. Co., 1108 
Jackson St., Omaha 2, Nebraska. 


1 HAND CRIMPING TOOL—Descrip- 

tive circular. Strips and _ also 
crimps Rajah terminals to ignition cable. 
a Co., 35 Verona Ave., Newark, 
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INFORMATION CENTER 


BOOKLETS © NEW PRODUCTS © ADVERTISEMENTS 


Help yourself to free literature 
and more details on any prod- 
ucts mentioned in this issue. 


Instead of writing a dozen different manufacturers for free 
literature and more information on parts, equipment, accessories 
or services, just insert the appropriate key numbers of the New 
Product or Booklet listings in which you are interested. For more 
information on advertisements, just indicate the page number 


on which it appears. 
Be sure to print or write legibly your name and address— 


drop it in the nearest mail box and 


SAJ pays the postage! 


Send me these FREE Catalogs and Bulletins . . . Fill in numbers 


MOUOOUOOOOO 


| want details on these New Products . . . Fill in numbers 


L sascd Riess Midhisnll Casino Seoul ie Mimctal 


Send more information on following advertisements 
(List page No. Also company name if more than one ad on page) 


Company Name 
Type of Business 


MAY 1959 
Send me these FREE Catalogs and Bulletins . . . Fill in numbers 


MOUUOOOOUOO 


| want details on these New Products . . . Fill in numbers 


a | Oe | Oe | ee | | ee 


Send more information on following advertisements 


(List page No. Also company name if more than one ad on page) 


Company Name 
Type of Business 








These cards 


you get 
valuable 
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Will be Paid 


by 
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149 TIRE & TUBE REPAIR MATE- 
RIALS are listed in this new 12- 
page catalog. Gives the complete line of- 
fered and also the stock numbers, quan- 
tity in a and the shipping weight. 
Ace Rubber P. O. Box 6147, Dallas, 
Texas. 
155 MAKE MORE SALES ALL OVER 
THE LOT—Attractive 2-color fold- 
er shows how to increase gas, oil and 
TBA sales and turn new customers into 
steadies. Pullman Vacuum Cleaner Corp., 
Dept. P, 25 Buick St., Boston 15, Mass. 


15 BONDO PLASTIC FIBERGLASS 
PASTE DIRECTION FOLDER — 8 
pages of easy-to-follow, how-to- do a bet- 

ter body repair job with this ‘miracle 

body filler that hardens like rock.” Eas- 
ily, quickly and conveniently applied, 

Bondo permanently restores surfaces 

“like new” for automotive, marine and 

industrial repairs of metals, wood, stone 

and concrete. Bondo Div., Jaycee Chem- 

7 Corp., 1104 Forest Road, Northford, 
onn. 


16 COMPLETE REBUILT LINE — A 

122-page catalog covering a com- 
plete line of top quality rebuilt products 
for automotive and tractor units is now 
available to both present and prospective 
users of the Kimco line. For all informa- 
tion write Kimco Auto Products, 1520 
Texas St., Memphis, Tenn. 


16 BONDO SERVICE BOOKLET—IL- 
LUSTRATED — Describes in com- 
plete detail application and uses of plas- 
tic-fibreglass filler for the auto body re- 
pair—showing different types of repair 
work and advantages and how to save 
time on body work. Bondo Div., Jaycee 
Chemical Corp., Northford, Conn. 


16 TIRE TOOL CATALOG — Sheets 
show you the complete Ken Tool 
line giving specifications for each. In- 
cludes explanation of how and where each 
tool should be used to most pean 
advantage. Ken Tool Mfg. Co., 768 
North St., Akron, Ohio. 


16 SPARK PLUG SERVICE & IN- 
STALLATION MANUAL, FORM 
7K—18-page booklet gives type, construc- 
tion, size, heat range, and service pro- 
cedure of spark plugs. Also deals with 
spark plug tools and special installations, 
analyzes service conditions, gives hints 
for selling spark plugs, etc. Champion 
Spark Plug Co., Toledo, Ohio. 


] CYLINDER HEAD STOCK RE- 
' MOVAL CHART—A handy pocket 
size showing year and model of car, 
standard compression and the amount of 
cylinder head stock removal necessary to 
attain the increased ratio. Storm-Vulcan, 
Inc., 2225 Burbank St., Dallas 35, Texas. 


16 YOUR ANSWER TO VAPOR LOCK 
—New technical bulletin deals with 
vapor lock and hot-motor re-starts and 

explains how Filt-O-Reg helps prevent 

these conditions and increase engine ef- 
ficiency. Alondra Sales, Inc., 959 Cren- 
shaw Blvd., Los Angeles 19, Calif. 


17 TO TRUE OR NOT TO TRUE — 8- 
page illustrated booklet gives prac- 
tical advantages of tire truing. Shows you 
how tire rounding increases tire mileage 
and how this can be a profitable business 
for you. Bee-Line Co., Davenport, Iowa. 


172 A-1919 FUEL PUMP SHOP MAN- 
UAL—Contains the operation, test- 
ing, repair, installation and removal of 
fuel and vacuum pumps. D. Dwyer AC 
Spark Plug Div., Flint 2, Mich. 


17 HYDRAULIC PARTS — Complete 

master catalog of the complete line 
of Eis hydraulic parts. Lists and illustrates 
the complete line of repair kits, hoses, 
stop-light switches, brake-master and 
wheel assemblies. Information complete 
up to 1957. Eis Automotive Corp., Middle- 
town, Conn. 


17 OIL SEAL POSTER—second in a 
series to help you better under- 
stand the value of oil seals and the need 
for replacing with new seals. The color- 
ful 9” by 25” posters are done in cartoon 


strips for easier reading and have several 
illustrations showing ampessanes of tight 
seals to good vehicle raking. Chicago 
Rawhide fg. Co., Service Sales Div., 
Elgin, Ill 


176 AXLE SHAFT GUIDE — Valuable 
free guide gives causes and pre- 
ventions of axle shaft failures. The U. S. 
Axle Co., Inc., Pottstown, Pa. 


17 A-2356 SERVICE TIPS BOOKLET— 

On \—— plug removal and instal- 
lation. wyer, AC Spark Plug Div., 
Flint 2, Mich. 


18 THE LAMSON NO. 56-A AUTO- 
MOTIVE CATALOG — omptetey 
revised, illustrated reference boo f 
fasteners used daily by automotive main- 
tenance men including Plated Cap Screws 
and Nuts—Brass Nuts, Expansion Plugs, 
Assortments, Brake Lining Fasteners, 
Bumper Bolts, Tapping Screws, Flat and 
Lock Washers, Truck Wheel Studs, Stove 
Bolts, Cotter Pins and many other items. 
List prices, demensions and carton quan- 
tities are given. Lamson & Sessions Co., 
1971 W. 85th St., Cleveland 2, Ohio. 
18 WHEEL COVER CATALOG NO. 57 
—Covers complete line 
-,. 
333 3lst Ave., Bell- 


covers in sizes to fit 
wheels. Namsco, Inc., 
wood, Ill. 
185 SERVICE ENGINEERING’ BRO- 
CHURE—A new brochure compris- 
ed of 14 Service Engineering articles cov- 
ering oil consumption problems, ring 
problems, oil control problems peculiar 
to the modern high compression-high 
vacuum engines, piston and piston ring 
nomenclature and _ several articles on 
scuffed rings and how to avoid scuffing 
and scoring. Perfect Circle Corp., Hagers- 
town, Ind 


18 FILTER CATALOG—offers details 
on complete line of oil, air, fuel 
and cooling system filters. Lee Filter 
Corp., 43 River Road, N. Arlington, N. J. 


188 ELECTRICAL TUNE-UP TESTING 
EQUIPMENT CATALOG NO. 100 
DB—Gives full information on each test- 
ing equipment item in the entire Herbrand 
line. Includes details on such items as 
Power Timing Lights, Compression 
Gauges, Neon Tube Timing Lights, Tach- 
ometers and others. Herbrand Div., Fre- 
mont, Ohio. 


189 GENERAL PAINTING INSTRUC- 
TIONS—Form 5723 covers finishing 
of passenger cars or commercial vehicles 
in lacquer or enamel finish. Gives full de- 
tails for any surface including prepara- 
tion of same. Ditzler Color Division, 8000 
W. Chicago Ave., Detroit 4, Mich 


19 TWIN POST LIFT WHEEL ALIGN- 

MENT OUTFIT — Illustrated 8- 
page catalog, shows how this equipment 
does not limit floor space, shows how 
anyone can do wheel alignment and 
points out fast reading advantages. Wea- 
ver Mfg. Co., Springfield, Il. 


195 1958 SALES “PORTFOLIO”—Con- 
tains catalog sheets on YANKEE’S 
new “Duet Series’ Mirrors, Boat Trail- 
er Lamps and Water Ski Mirror, All- 
Chrome Truck Mirrors, mirrors for for- 
eign and sports cars, and other service 
items. Kalamazoo punched for filing. 
Yankee Metal Products Corp., Norwalk, 
Conn. 


19 SPARK PLUGS — Condensed four- 

page specification folder for pas- 
senger cars, including 1958 models. The 
Electric Auto-Lite Co., Toledo 1, Ohio. 


19 SERVICE JACK CATALOG PAGE 
—Model WA-66, 114-ton and 1'2- 
ton service jacks are fully described 
Light weight of these models makes them 
ideal for road service trucks and away 
from shop service. Includes complete 
-- a Weaver Mfg. Co., Spring- 
field, 


20 TWIN POST LIFT ADAPTER RE- 
QUIREMENTS—Gives definite in- 
structions on which adapter is needed for 
various passenger car models. Adapters 
described are required for all 1957 model 
cars. Weaver Mfg. Co., Springfield, Il. 


202 “DON’T BLAME THE GENERA- 
TOR”—free booklet designed to 
help keep your profit by eliminating 
costly comebacks. Arrow Armatures Co., 
11 Fordham Rd., Boston 34, Mass 


20 COOLING SYSTEM CARE BUL- 
LETIN is designed for posting in 
the service station to guide station at- 
tendants in preparing cars for summer 
driving. During the hot vacation months, 
cooling system care is vitally important 
to the car owner and can be a most 
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profitable service for the station opera- 
tor. Warner-Patterson Co., 600 S. Michigan 
Ave., Chicago, Il. 


205 HOW TO INCREASE ENGINE 
LIFE 90%—Illustrated booklet tells 
how to reduce wear to moving parts and 
insure better performance from automo- 
biles or trucks by explaining the air fil- 
ter—the vital piece of equipment through 
which an engine breathes. Fram Corp., 
Rumford Post Office, Providence 16, R. I. 


206 THE SERVICE STORY ON SHOCK 
ABSORBERS—Handbook points out 
that one of every four cars on the road 
is in need of some kind of shock absorb- 
er service. It illustrates proper servicing 
procedures, including importance of pe- 
riodic inspection of shock absorbers on 
air suspension cars. It is designed to 
simplify shock absorber installations. 
United Motors Service Div., 3044 ; 
Grand Bivd., Detroit 2, Mich. 


21 COLUMBUS SHOCK ABSORBERS 

—Complete catalog of Luxury-Ride 
and Velvet-Ride lines, including type 
needed for front and rear of each make, 
year and model car—plus numerical parts 
listing, installation, bushings anti washer 
information. Heckethorn fg. & Supply 
Co., Dyersburg, Tenn. 


21 5 SHOCK ABSORBER CATALOG 

NO. 320-T-A—A 16-page listing by 
numbers or by makes — shock absorbers 
for every automotive need — passenger 
cars, and some trucks. Monroe Auto E- 
quipment Co., Monroe, Mich 


21 THE WHYS AND HOWS OF 
VOLTAGE REGULATORS Ex- 
plains in simple language, every detail of 
Voltage Regulators—how they work, why 
they are important, how to adjust and 
service them. In 16-page handy pocket 
size edition, with many working draw- 
ings to clarify and illustrate the text. 
Standard Motor Products, Inec., 37-18 
Northern Blivd., Long Island City 1, N. Y. 


21 LAHER CATALOG PAGE — Both 

sides feature passenger car over- 
loads and booster springs. Includes speci- 
fications and price. Laher Spring & Tire 
Corp., 300 Madison Ave., Memphis, Tenn. 


21 ROUGH IDLING—CAUSE & COR- 

RECTION — 4 page bulletin lists 
common causes of rough idling and points 
out corrective measures to be taken. In- 
cludes explanation of how and why gum 
forms in carburetor and what steps are 
necessary to remove gum deposits. Gum- 
out Division, 2690 Lisbon Rd., Cleveland 
4, Ohio. 


220 1955 LASCO BRAKE SHOE AP- 
PLICATION CATALOG—complete 
listing of brake shoe number, F.M.S.I 
number, year, make and modei of auto- 
mobile. Available upon request. Laher 
Spring & Tire Corp., 300 Madison Ave., 
Memphis, Tenn. 


22 HYDRAULIC JACK REPAIR KITS 
are explained in detail in a new 
illustrated folder on JACK PACK hydrau- 
lic jack repair kits. For your free copy 
write Jack-Pack Mfg. Co., 2115 N. Mari- 
anna Ave., Los Angeles 32, Calif 


yoo ‘WHAT PRICE QUALITY”—Read 
how ignition parts should be made 
and why. “WHAT PRICE QUALITY” tells 
the story of the making of quality igni- 
tion parts. Written in non-technical lan- 
guage. Standard Motor Products, Inc., 37- 
- ) wen Bivd., Long Island City 1, 


32: DEGREASING EQUIPMENT AND 
CLEANING COMPOUNDS - Full 
information included in our catalog sheets 
for every automotive or industria usage. 
Practical Mfg. Co., 2840 4th Ave 
Minneapolis, Minn. 
22? OIL LEAK DETECTOR—Bulletin 
shows how hooking up the bear- 
ing oil leak detector reveals internal en- 
gine conditions, uncovers main, rod or cam 
bearing wear, plugged oilways, starved 
bearings, before tearing down the en- 
gine. Also describes how the detector 
checks the completed overhaul and pre- 
lubricates moving parts before turning 
over the engine. Illustrates two sizes with 
maintained oil pressure—one for cars, one 
for larger truck engines. Federal-Mogul 
Service, 11031 Shoemaker, Detroit 13, 


227 FUEL PUMP TROUBLE SHOOT- 
ING—Clearly describes and illus- 
trates correct procedure for testing fuel 
and vacuum pumps, and how to use prop- 
erly a fuel pump pressure gauge. Four 
page pamphlet also includes complete 
fuel pump pressure specifications and 
car application data. Kem Mfg. Co., 20-21 
Wagaraw Rd., Fair Lawn, N ‘ 
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HELPFUL 


BOOKLETS 


FREE! 


TUNE UP BOOKLET — 20-page 

booklet answers such questions as 
“What should engine tune-up do?” and 
“Where to start.” Also includes explana- 
tion fuel system, carburetor and a check- 
list for a complete engine tune-up. Form 
3759, Advertisin Department, Carter 
Carburetor Div., ACF Ind., 2840 N. Spring 
Ave., St. Louis, Mo. 


232 NEW MUFFLER TOOL INFORMA- 
TION—Tool cuts through mufflers 
without use of chisels, saws or torches. 
Made of light weight construction, it fits 
from 14%” to 219” pipe. Muffler Products 
Corp., 2808 Crawford, Houston 4, Texas. 


23 HOW TO AVOID AXLE SHAFT 
—Wall chart shows how to avoid 
axle shaft failures in passenger and com- 
mercial vehicles. It pictorially presents 
the common faults responsible for most 
axle shaft breakdowns, dividing them in- 
to two categories, mechanical faults and 
human faults. The U. S. Axle Co., Inc., 
Pottstown, Pa. 


23 INSTALLATION OF SHOCK AB- 
SORBERS — Detailed instructions 

for the removal and installation of direct 

action shock absorbers. Stem and loop 

wad types for a oat ond coil sprin; 
stallations. onroe uto i 

Co., Monroe, Mich. —_— 


241 BRAKE SERVICE MANUAL—A 16- 
page booklet giving complete in- 
structions on servicing and installation of 
brake shoe assemblies in domestic and 
foreign passenger car and truck brake 
assemblies. Imco Mfg. & Sales Co., 10 E 
Lafayette Ave., Baltimore 2, Md. 


243 HOW TO SELL MORE OIL, OIL 

FILTERS, LUBRICATIONS & TBA 

ITEMS — 12-page illustrated booklet gives 

profitable tips on increasing your sales 

Ee customer a happy 
s ; man Vacuum Cl 

25 Buick St., Boston 15, Mase ~""?” 


SPARK PLUG INSPECTION 
2 CHART—Form No. M-1433 - A full 
color chart that can be tacked or 
taped up onto walls showing both normal 
and abnormal appearance of spark plugs 
= y ER. i top performance 
Co., Toledo, Ohio, OCHS Auito-Lite 


246 ARMATURE TOOLS—Catalog sheet 

gives full details on hand 

armature undercutter and armature tase 

ing tools. Also includes feature of growl- 

ers and testers, distributor holding clamps, 
ll pace end enerator 

n 
Box 737, Providence Bs Rr aia 


248 Pa or } aaa A 100% PROFIT”— 
‘ atalo, Sheet describ 

brake adjusting hole covers and Fe 
tractive display cards on which they are 
mounted. The plugs are easily sold with 
each grease job and fit all models of 
+ ll using Bendix brakes 

F achi ; 
ates mer” P. O. Box 737, 


251 — meted Pe CATALOG — 
Strating an descri 
radiator pressure caps, fuel took moo 
locking gas caps, oil filler caps and the 
new Eaton cap and cooling system test- 
er. Also catalog-sheet showing special 
cap combination offers, and new Eaton 
cap merchandiser display rack which acts 
as an “automatic cap salesman” and saves 
time in checking inventory and ordering 
Set Oring items. Eaton. Mfg. Co 
Ste iv., ; * 
Cleveland 10, a oe 


254 MASTER BRAKE SERVICE GUIDE 
—Contains fully illustrated, step- 
by-step instructions for adjusting and re- 
lining the twenty different types of hy- 
draulic wheel brakes used on passenger 
gare ane LA and medium trucks and 
Ss. orlc es i 
ice Coan. — Div., P. O. Box 346, 


25 TOOL CATALOG “W”—112 pages 

‘ ¥ gives pictures, description and 

gpecitieations of Fin Snap-On 
e of merchandise. Snap-O: 

Corp., Kenosha, Wis. — 
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25 RUBBER PRODUCTS — A con- 
densed catalog designed for parts 
reference work just released. It contains 
handy simplified identification and il- 
lustrations of floor mats, pedal ads, 
motor mounts, and rubber bushings. Doan 
Mfg. Co., London Road, Cleveland 
12, Ohio. 


25 WHEEL ALIGNMENT — Catalogs, 

specification charts, price lists. J. 
H. Bender Equipment Co., 5430 Tweedy 
Blvd., South Gate, Calif. 


25 PROFIT WITH ACRYLIC FINISH- 

ING — Two pages describe the 
only complete Acrylic Intermixing System 
that is now available. The system includes 
basic tinting colors, Mix-O-Matic color 
machine and three agitator storage units. 
Zac-Lac Paint & Lacquer Corp., Simp- 
son St. N. W., Atlanta, Ga. 


2 BODY REPAIR, RECONDITION- 

ING & REINFORCING—4 page cat- 
alog sheet and envelope stuffer describes 
FILLERITE plastic paste and FILLER- 
ITE System. Includes uses, package sizes, 
specifications and instructions for ap- 
plying. Plastics Division, Baird Dynamic 
pat ag 1700 Stratford Ave., Stratford, 
onn. 


262 OIL FILTER SELLING AIDS — 
Wix-O-Matic the guide to extra 
rofits in oil filter service sales. A revo- 
utionary merchandising concept featur- 
ing minimum, controll inventory, guar- 
anteed sales, perpetual stock control, 
Dial-O-Matic cartridge selector, cartridge 
installation charge guide, dealer franchise, 
plus choice of two eye-catching, money 
making merchandisers—floor, cabinet or 
wall rack. Ask for brochure giving com- 
plete details. Wix Corp., Gastonia, N. C. 


264 TIRE VALVES, EQUIPMENT & 
TOOLS — Complete jobber catalog 
describes the entire line; giving numbers, 
description, packaging and weight of each 
item. Acme Air Appliance Co., Inc. 205 
Newman St., Hackensack, J. 


265 TIRE VALVE WALL CHART — 
Comparison chart shows applica- 
tion of tubeless tire valves by car name. 
Also shows the interchange stock num- 
bers of other manufacturers. Acme Air 
Appliance Co., Inc., 205 Newman S&t., 
Hackensack, N. J. 


2 COMPRESSOR CATALOG—16 page 

catalog gives full details on the 
complete compressor line, including 
specifications, diagrams uses. Champion 
Pneumatic Machinery Co., 825 N. Pleasant 
St., Princeton, Il. 


26 AUTOMOTIVE BEARINGS — Cat- 
alog 50-CB—a 68 page listing of 
connecting rods, cam shafts and main 
bearings for cars, trucks and tractor en- 
ines. Johnson Bronze Co., 0 S. Mills 
treet, New Castle, Pa. 


26 IGNITION PARTS MERCHAN- 

DISER — New 16 page illustrated 
manual describes and pictures complete 
new line of Merchandisers, their purpose 
and value to all types of ignition repair 
shops. Guarantees results through easy to 
read, up-to-date cataloging, backed-up by 
reliable information and accurate speci- 
fications to take “guess work” out of 
ignition business. Guaranteed Parts Co., 
Inc., Seneca Falls, 


270 “TRICKS OF THE TRADE” — 16 
page illustrated booklet gives uses 
for Permatex sealants. Uses are those 
developed by mechanics. Permatex Co., 
Inc., 300 Broadway, Huntington Station, 
New York, N. Y. 


27 AUTOMOTIVE CHEMICALS — 8 
page catalog gives description of 
each item in the Permatex line giving 
uses, parts numbers and sizes. Permatex 
Co., Inc., 300 Broadway, Huntington Sta- 
tion, New York, N. Y. 


27 STEAM CLEANER BULLETINS — 

describe Model 80 and Model 4985, 
including specifications and a plications. 
Vapor Heating Corp., 80 E. Jackson Blvd., 
Chicago 4, Ill. 


273 “HOW TO EARN BIG PROFITS 
IN BRAKE SERVICE” Booklet tells 
how to spot and sell brake service pros- 
ects. Shows how a small investment in 
rake equipment will yield annual re- 
turn of over 267%. Includes a check list 
of equipment and accessories necessary 
for a profitable shop. Ammco Tools, Inc., 
_ Commonwealth Ave., North Chicago, 


27 NEW WHEEL SERVICES—Catalog 
lists 11 new wheel alinement and 
balancing services and is said to be the 
most complete catalog of its kind in the 


industry. The 20 page catalog describes 
and illustrates all of the new Bear uip- 
ment. Bear Mfg. Co., Rock Island, Il. 


275 PISTON RING — 16 page booklet 
contains a description of the Mod- 
ern Power features of Ramco Piston Rings 
complete with illustrations. Ramsey Corp., 
P. O. Box 513, St. Louis 66, Mo. 


27 FRONT END CATALOG—Describes 

in detail idler arm kits, ball joint 
kits and upper control arm bushings. 
Gives kit numbers and makes they fit. 
Carlson Mfg. Co., 1332 Speer Blvd., Den- 
ver, 4, Colo. 


27 POLISH AND TIRE CLEANER — 

Catalog sheet gives details on these 
new products in non-spill squeeze con- 
tainer, including packaging and prices. 
Associated Engineering Chemistry, Inc., 
P. O. Box 1777, Ft. Lauderdale, Fla. 


31 WAGNER BRAKE PARTS CATA- 

LOG—A handy ONE-POINT ref- 
erence to fast-moving brake parts and 
lining, covering popular models of cars 
and trucks. Catalog also lists complete 
stock of shoe exchange sets, as well as 
CoMax bonded lining segments available 
to those interested in bonding lining in 
their own shops. Wagner Electric Corpora- 
tion, 6362 Plymouth Avenue, St. Louis 14, 
Missouri. 


31 BETTER IGNITION by Delco-Remy 

—16-page, 8%4xll-inch booklet cov- 
ering theory, operation and maintenance of 
Delco-Remy ignition equipment. Contains 
71 illustrations. Will help automotive elec- 
tricians understand and service ignition 
equipment. Delco-Remy Service Depart- 
ment, Anderson, Ind. 


317 GRIZZLY BRAKE BONDING CAT- 
ALOG — Describes equipment for 
for bonding; power 
pressure gas-heated automatic bonder; 
clamping devices and gas and electric 
ovens for bonding. Complete listing of 
Saftibond segments and applications. Griz- 
zly Mfg. Co., Paulding, Ohio. 


320 NEW DEALER CATALOG OF MO- 
TOR REBUILDING EQUIPMENT— 
Features the complete Storm-Vulcan job- 
ber line of engine rebuilding machines. 
Attractively printed in two colors, punch- 

and slotted for inclusion in jobber 
salesman’s catalogs. Storm-Vulcan, Inc., 
2225 Burbank St., Dallas 35, Texas. 


32 BRAKE LINING — A new 18-page 

condensed catalog listing brake lin- 
ing recommendations for all popular pas- 
senger cars, commercial cars, etc. Vehicles 
are listed by year and model. Recom- 
mendations are made both for riveted and 
for bonded lining. World Bestes Corp., 
P. O. Box 346, New Castle, Ind. 


33 NEW FILKO IGNITION PARTS 
CATALOG — Big 160-page catalog 

contains complete listings of all Filko 
Ignition Replacement Parts for practically 
every make and model of car, truck, bus 
and tractor. New simplified listings make 
the new Filko Catalog exceptionally easy 
to use. F & B Mfg. Co., 4248 W. Chicago 
Avenue, Chicago 51, Ill. 
3 OIL, AIR, FUEL AND WATER 

FILTERS—Valuable information on 
oil, air, fuel and water filters. Complete 
selection of material to help you sell, 
install and service filters. Fram Corpora- 
tion, Providence 16, R. I 

HYDRAULIC BRAKE WALL 
345 CHART—Spiral bound listing up- 
to-date parts information for passenger 
ears and trucks, including listings for mas- 
ter and wheel cylinder repair kits, stop 
light switches and_ brake hoses. Eis Auto- 
motive Corp., P. O. Box 701, Middletown, 
Conn. 
3 NEW “QUICK REFERENCE” GAS- 

6 KET CATALOG—Complete, easy-to- 

find listings of Fel-Pro Gaskets for practi- 
cally all makes and models of cars, trucks, 
tractors, buses, etc. New cataloging style 
makes gasket selection simple and easy. 
Write for your free copy today. Felt 
Products Mfg. Co., 1508 Carroll Ave., Chi- 
cago 7, Ill. 
37 EMEROL MFG. CO. — Complete 

printed information on entire line: 
Marvel Mystery Oil, Marvel Inverse Top 
Cylinder Oiler, Hi-Rev Motor Tune-Up 
Oil. Shows uses, prices, description, dealer 
information. P. O. Box 871, Port Chester, 


conditioning shoes 


N. Y. 
41 NEW AIR BRAKE MAINTENANCE 
BULLETINS — Series of bulletins, 
each devoted to a single unit. Fully illus- 
trated with cross sectional, exploded and 
schematic drawings explaining every phase 
of the operation and maintenance. ag- 
ner Electric Corp., 6400 Plymought Ave., 
St. Louis 14, Mo. 
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NEW PRODUCTS 


AND CATALOGS 


700—Automatic Tester 


Exactly simulating all speed and 
load conditions, an automatic trans- 
mission tester, announced by Lempco 
Products, Inc., Dunham Road, Bed- 
ford, O., tests pump pressures and 
noise, shift points up and down, slip- 
page, internal and external leaks and 
reportedly allows easy adjustments 


of bands and valve body repairs— 
working from either side. 

The “Model 8075 Auto Hydradyne” 
tests transmissions fast, it was claim- 
ed, requiring from 8 to 20 minutes. 
Oil is preheated and maintained at 
180°, while rpm and torque output 
are indicated 300 to 4,000rpm. 

Want more info? Use coupon on 

page 137 and you will get it! 


701—Cap Application Chart 


Recommendations of radiator, gaso- 
line and oil filler caps for the 128 
model-make classes of American 
passenger cars, 84 model-make class- 
es of trucks and tractors and 24 
classes of foreign passenger cars are 
contained in a four-page wall chart 
introduced by Stant Mfg. Co., Inc., 
Connersville, Ind. The chart applies 
to models as early as 1937. 

Also available are the 1959 Stant 
catalogs. 

Want more info? Use coupon on 

page 137 and you will get it! 


702—Jack Parts Kits 


“Do-It-Yourself” repair parts kits 
to eliminate jack downtime with 
on-the-spot repairs for most 
minor jack breakdowns, announced 
by Blackhawk Mfg. Co., 5325 W. 
Rogers St., Milwaukee 46, Wis., re- 
portedly service nearly 80% of all 
hydraulic jacks, where failures are 
due to worn cups, packings, leathers, 
springs and other easily replaceable 
parts. 

“Jack/Saver” kits enable user to 
have the correct replacement parts on 
hand and immediately available when 
minor jack problems occur. They are 
available for hand jacks, service jacks 
and remote controlled jacks for all 
makes and models of every major 
manufacturer, it was claimed. Com- 
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plete, easy-to-follow instructions are 
included with each kit. 
Want more info? Use coupon on 
page 137 and you will get it! 


703—Carburetor Kits 


Kits containing needle and seat as- 
semblies, gaskets, power valves and 
an accelerating pump diaphragm or 
pump plunger, designed to restore 
power, economy and performance to 
its carburetors, have been introduced 
by Holley Carburetor Co., 11955 E. 
Nine Mile Road, Warren, Mich. 

Working with the kits, any mechan- 
ic familiar with carburetion reported- 
ly will be able to provide on-the-spot 
carburetor tune-ups and minor re- 
pairs. Kits are available, with in- 
structions, for all Holley and Ford- 
designed carburetors. 

Want more info? Use coupon on 

page 137 and you will get it! 





perfect shoe alignment. 


products. 


KIMCO 





1520 Texas St. © 





Go &imCO! Write today for catalog and 
price list on AvméO Bonded Brake Shoes 
and the whole A/M€2 line of rebuilt auto 


AUTO PRODUCTS, INC. 
Memphis 6, Tenn. 


BONDED BRAKE SHOES 
TUT 
lo build 


You't find RuméO Bonded Brake Shoes 
a mighty profitable, easy-to-sell line. 
They're top quality throughout, with 
super-tough bonded lining for greater 
mileage, greater safety. Special bonding 
agent . . . full molded lining . . 


f and Generators 
Starter Motors 
Armatures 
Starter Drives 
Shock Absorbers 
Volfage Regulators 


Clutch Pressure 
Assemblies 


Clutch Plates 
Bonded Brake Shoes 
Master Cylinders 
Water Pumps 
Fuel Pumps 
Distributors 


Carburetors 


Want more facts? Use Reader Service Card Page 137 





704—Brake Fluid 


Included in a complete line of 
“Indian Head” brand hydraulic brake 
fluids, announced by Permatex Co., 
Inc., 300 Broadway, Huntington 
Station, L. I, New York, N. Y., is 
a super-heavy-duty fluid, said to ex- 
ceed SAE specifications 70R1 and 
70R3 to provide the ultimate in brak- 
ing protection under the most severe 
conditions. 

Product reportedly remains effec- 
tive throughout a wide temperature 
range, is chemically stable to prevent 
gumming and has no harmful effects 
on rubber or metal components in 
the system. In addition, it provides 
lubricating qualities to reduce wear 


on moving parts, it was claimed. The 
line includes a heavy-duty grade 
which exceeds SAE specification 
70R1 and reportedly provides de- 
pendable braking under severe op- 
erating conditions, is non-corrosive, 
chemically stable and compatible with 
all other brake fluids approved by 
car and truck manufacturers. For 
light-duty applications, the original 
“Indian Head” hydraulic brake fluid 
is also available. 

Want more info? Use coupon on 
page 137 and you will get it! 


705—Frame Lift 


Said to provide service stations, 
service departments and _ garages 


with a single lift capable of handling 


all cars, regardless of design changes, 
“Model 75” adjustable, telescoping 
“Frame-Grip Lift,” announced by 
The United States Air Compressor 
Co., 5300 Harvard Ave., Cleveland 
5, O., is equipped with swinging tele- 
scoping arms that reportedly elimi- 
nate need for adapters. 

Units will safely lift all domestic 
and foreign cars, it was claimed, as 
well as station wagons and light 
pickup trucks, at the exact points 
recommended by car manufacturers. 
Under-car working area is unob- 
structed, since no adapters are need- 
ed, and the telescoping feature of the 
swinging arms reportedly keeps lift 
superstructure entirely within the di- 
mensions of the undercarriage of the 
car—with no part of the arms ex- 
tending beyond the pickup points. 





the-month 
tip position lock 


HANDS 


edad tool-of- 


improved hose clamp plier with on 


FREES BOTH) 


Now, with this new Herbrand Hose- ' 
Clamp Plier, you can keep the wire | 
clamp spread open and free both 
hands! Because of its finger-tip ‘‘posi- 
tion lock’’ it’s even easy work “Model 75” is equipped with 3-posi- 
to replace the lower radiator tion pads that provide a position for 
hose. The plier locks in three m4, ty o | all requirements. 
positions—fits all size. : i Want more info? Use coupon on 
clamps. Lightweight, per- - \ , W777 a/ page 137 and you will get it! 


fectly balanced. ‘ 
706—Fuel Line Hose 


Pe eae 
COMBINATION CARBURETOR- Containing 100’ of neoprene hose 

f DISTRIBUTOR TOOL ' and 25 “No. HC19” hose clamps, “No. 
——— : on , FH100” special 

o— | ‘a : J fuel line hose, an- 
: > aia {s —_ nounced by Dor- 

»D “ — man Products, 





f 7 } 
Sek, aA 4)” tow 3s 
Tee Mi tas. Fe Inc., 5757 Marie- 
<a bh 2 ff mont Ave., Cin- 
. wd cinnati 27, O., is 
SET NO. 2125 MECHANIC'S ~ said to reduce 
NET—COMPLETE SET—$849 / onl over-all fuel line 
With its three bits and sliding drive investment. 
handle, this amazing tool simplifies ecu he hose is used on ha ayge oe mer 
adjustment of Delco Remy type 59 cars, including Buick, arysler, 
cotws ; 2 Dodge, De Soto, Plymouth, Ford, 
distributors, Holly and all other Mercury, Oldsmobile, Pontiac and 
carburetors! It saves time, reaches Studebaker. 
the adjustment screw and makes Want more info? Use coupon on 
perfect motor tune-up possible. Bits page 137 and you will get it! 
and handle available separately. 





NO. 175 
| MECHANIC'S 
NET $250 


707—Storage Batteries 


Batteries of dual-element con- 
struction for 6- and 12-volt systems, 
announced by Hixon Storage Bat- 


SPRING ——_ TOOL 
tery Co., 1721 Rossville Blvd., Chat- 
tanooga, Tenn., reportedly produce 


— 
less damage by heat, oxidation and 


NO. BF-92 ucommic? NET -$150 ani wear. 
Works where other door handle Cross-flow energy action of the 
tools won’t, because of its longer, “Dual-Flo” construction not only re- 


thinner jaws. For all Fords since 1951 duces plate buckling and resistance, 
and G.M. cars since 1933 it was claimed, but permits easier 


recovery to the elements and less 
ren Hooks HERBRAND DIVISION 


voltage drop. Batteries carry a 5-year 
THE BINGHAM-HERBRAND CORPORATION + FREMONT, OHIO 


CAR DOOR HANDLE 


guarantee with free first-year re- 
placement. Use of nickel-silver alloy 
prevents oxidation and raises battery 
life 60°, the manufacturer said. 
Want more info? Use coupon on 
page 137 and you will get it! 
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Why you should make your 
Safety checkups... 


MoPAarR 
CHECKUPS 


National Safety Month means your opportunity 
for many extra safety checks. And when you 
use MoPar Parts and Accessories for replace- 
ments during these safety checks — 


YOU GET: 
e Chrysler-engineered parts to fit exactly right 
e Parts that reduce your installation time 
e Excellent profit opportunity 


YOUR CUSTOMERS GET: 
e Exact duplicates of original Chrysler- 
engineered equipment 
e Original equipment performance 
e Improved performance at less cost 


Be sure you have adequate stocks to take care 
of your Safety-Check Customers promptly. Call 
your MoPar Wholesaler. He’ll see you have the 
right MoPar Parts at the right place at the 
right time. This means better service for your 
customers, bigger profits for you! 


Sell the line that keeps your customers sold on you—MoPar 








S READY NOW! 


AND MoPar’s new “Replacement Parts and Service Guide.” 100 pages 

be are: filled with profit-making tips and timesaving information on how 

to repair and service 1946-1959 Chrysler Corporation vehicles. 

or te? aetna lies Get your free copy from your local MoPar Wholesaler today! 


Detroit 31, Michigan 
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708—Side Pipes 


Chrome fender side pipes for all 
cars and station wagons, introduced 
by Grand Automotive Products, 2055 
Ruby St., Melrose Park, IIl., are de- 
signed to give a functional custom 
touch to any stock or modified ex- 
haust system, while at the same time 
preventing blacking of rear bumpers 
and tailgates. 

Installation reportedly is simple 
and fast with the complete kit. 
Packed in pairs, pipes come com- 
plete with chrome clamps and 
brackets, ready for mounting be- 
neath rear fenders. 

Want more info? Use coupon on 

page 137 and you will get it! 


709—Shaping Tools 


“Surform” tools for shaping plastic 
autobody filler, manufactured by the 
Stanley Tools Division of Stanley 
Works, will be distributed by Jaycee 
Chemical Co. of Northford, Conn., 
manufacturer of Bondo plastic filler. 

Six basic models are available to 
handle forming jobs on all kinds of 
surfaces. There are 3 file-handle 
tools, 2 plane-style and a smaller 
pocket model. They operate by means 
of hundreds of razor-sharp, precision- 
formed teeth in a tool steel blade. 
Blades are offered in either regular 
or fine cut, and both cutting styles 
are made in flat and half-round 
shapes. 





CARS LOOKED LIKE THIS... 


ACME 


When we first made 
VALVE CORES & VALVE CAPS 


AG 


ACME has sold over 730 MILLION 
Cores and Caps, the equivalent of 
those used for Original Equipment. 


Our COMPLETE LINE of Tire Hardware 
is accepted by the trade the world over. 


“Non: 4 


a : ee 


vx QUALITY 
vx DEPENDABILITY 


vx PRECISION 
WORKMANSHIP 








ACME IE AIR APPLIANCE c0., INC. 


205 NEWMAN STREET e HACKENSACK, N. J. 
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By shaping the filler material with 
a cutting action, “Surform” report- 
edly eliminates spreading dust. All 
waste material removed by tools is 
channeled off by individual throats 
at each blade opening. The throats 
also prevent clogging of tool, it was 
claimed. 

Want more info? Use coupon on 

page 137 and you will get it! 


710—Pit Cleaner 


With the “Porto-Elevator” pit 
cleaner, introduced by Industrial 
Supply Co., 333 C St., N. W., Ard- 
more, Okla., mud and sludge report- 
edly can be removed from sump and 
wash rack pits quickly and quite 
easily. 

Weighing approximately 80 lbs., 
machine is 10’ long and has a %4hp 
motor. To operate, back truck or 
trailer up to pit and remove cover. 
Easily lower pit cleaner into hole and 
place snout over end of the recepta- 
cle. A “chopper” or screw pulls mud 
and sludge to pickup opening and 
small elevators lift sediment rapidly, 
discharging it through the snout to 
truck. 

Want more info? Use coupon on 

page 137 and you will get it! 


711—Block, Head Grinder 


“Model 545-B Pushbutton” wet 
cylinder block and head grinder, in- 
troduced by Lempco Products, Inc., 
Dunham Road, Bedford, O., reported- 
ly removes a minimum of stock, 
evenly and equally, from manifolds, 
heads and blocks of both L-heads 
and the V-8s, with precision and 
speed. 

Work surface is “face-up” at waist 
level so that every part of the opera- 


tion can be closely watched and con- 
trolled, the manufacturer said. Work 
reportedly is “leveled” easily and 
precisely, dial-indicated for extreme 
accuracy. “Roll-Over” fixture is said 
to assure same-plane grinding and 
perpendicularity of cylinder bores to 
block surface. 

Want more info? Use coupon on 

page 137 and you will get it! 
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ANOTHER BLUE STREAK 


HEY, SHERLOCK, WHAT'S THIS 
PIECE OF FELT ON THIS 
BLUE STREAK point SET? 





SECRET SERVICE TIP FOR YOU. 





sHERLOCE 
NICK 
MN MIKE 


. Case of the 
= MAZING CAM 


LUBRICATOR” 

















THOSE, MIKE, ARE THE NEW 
BLUE STREAK LUBRIPOINTS wit 


THE EXCLUSIVE LUBRIWIK. IT 
APPLIES A CONTROLLED 


AMOUNT OF LUBRICANT TO 
THE DISTRIBUTOR CAM 
CONTINUOUSLY! 











CORRECT, MICHAEL / 
THE “LUBRIWIK” NOW ON ALL 


BLUE STREAK PRE-ASSEMBLED 
POINT SETS HOLDS ENOUGH 
LUBRICANT TO LAST FOR THE 
NORMAL LIFE OF THE 
CONTACTS 


CUSTOMERS NOW 
WITH BLUE STREAK 
“ LUBRIPOINTS”! 





YES, MIKE. YOU JUST INSTALL 
“LUBRIPOINTS” AND FORGET 
THEM. THEY LAST LONGER 
BECAUSE THEY PRACTICALLY 
END RUBBING BLOCK 

WEAR. 


DEALERS: LUBRIPOINTS ARE 
AVAILABLE FOR ALL POPULAR CARS 
FOR MANY YEARS BACK. SEE YOUR 
JOBBER OR WRITE: 

STANDARD MOTOR PRODUCTS, INC. 
37-18 NORTHERN BLVD., 


LONG ISLAND CITY 1,N.Y. 














STREAK IGNITION Is i, 
BLUE STREAK 


BETTER FOR YOUR 
BUSINESS!” 


Ne —Z 


* WIRE AND CABLE + CONTACT POINTS 











REGULATORS + SWITCHES + COILS - CONDENSERS 
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712—Parts Cleaner 


Carburetor cleaning and overhaul, 
as well as other time-consuming work 
on small components, reportedly is 
accomplished faster and easier with 
a cold parts cleaner announced by 
Permatex Co., Inc., 300 Broadway, 
Huntington Station, L. I., N. Y. 

Available in a handy bench-size 
container, cleaner is said to clean 
parts down to bare metal without 
damage. The gallon-and-a-half con- 
tainer holds a gallon of the highly- 
concentrated, water-sealed, immer- 
sion-type parts cleaner. A_ metal 
basket is provided for parts to be 
cleaned and to permit easy draining 
and recovery of parts. Container’s 





extra capacity provides enough space 
for cleaning a basketful of parts 





only BISHMAN gives you 


ALL POWER 


TIRE CHANGING 





This is an 


ALL POWER Changer “”’ 


It uses ELECTRIC POWER to drive the device 


for mounting and demounting. 


It uses AIR POWER to operate a built-on 


Double Bead Breaker. 


The BISHMAN No. 880-58 handles ALL wheels 


and rims from 12” through 17 !5” 


extra attachments. Air Powered double bead 12’-17%" WHEELS 
breaker rolls the beads off and drops them 

into center well with one long stroke. Electric 
Powered mount-demount device does both with 
one setting for size. Get FULL POWER with 


BISHMAN No, 880-58 Tire Changer. 








#08 
@ cHuce 
CRANK 


Lower 


eran 
BRtaneR 


Ask your equipment distributor for complete information 
or a demonstration of BISHMAN Tire Changers. 


Bishman 
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Q a @air 

“y POWER 

: DOUBLE 
without cnuck Hows BEAD 
BREAKER 


This AIR POWER machine is HALF POWER- 
HALF MANUAL. It uses AIR POWER to operate 
a built-on Double Bead Breaker. It uses a MAN- 
UAL TOOL for mounting and demounting. 


The BISHMAN No. 881-58 has a built-on double 
bead breaker with widecircleshoesthat ROLL 
the tightest bead off. One long stroke drops 
both beads into the center well. Bottom breaker 
shoe adjusts for size automatically. 

Manual mounting and demounting is easy 
with the BISHMAN double end bar. Tower type 
base provides extra stability. Holders for tool 
and lubricant eliminate extra tool rack. 

For easiest manual mounting and demount- 
ing with FULL AIR POWERED Bead Breaking 
get BISHMAN No. 881-58. 







ELECTRIC POWER 
MOUNT-DEMOUNT 










MANUFACTURING CO. 
Route 2, Osseo, Minnesota 








without spillage, according to the 
company. 
Want more info? Use coupon on 
page 137 and you will get it! 


713—Air-Conditioner Station 


A low-cost air-conditioner charg- 
ing-checking station for automobiles, 
introduced by Kent-Moore Organiza- 
tion, Inc., 28635 Mound Rd., Warren, 
Mich., combines a vacuum pump, 
Freon supply, gauges, valves and a 
5-pound metering-charging cylinder 
which reportedly eliminates the cus- 
tomary scale and hot water bucket. 














With the equipment air-conditioner 
service is reduced to a basic procedure 
of connecting 2 hos2s and adjusting 
clearly labeled valves, it was claimed. 
Evacuation, charging and gauging can 
be done quickly and easily on the car 
at almost half the cost of competitive 
checking and service setups, the 
manufacturer said. 

Want more info? Use coupon on 

page 137 and you will get it! 


714—Transmission Fluid 


Distribution of its “Flare Liqui- 
matic” transmission fluid for all 
makes of automatics has been an- 
nounced by The Bell Co., Inc., 411 N. 
Wolcott Ave., Chicago 22, Ill. 

Reformulated to latest, exacting 
standards, product reportedly mixes 
completely with original equipment 
fluids and will function properly re- 
gardless of temperature changes. It 
is said to meet requirements for late- 
model Cadillacs, Pontiacs and Olds- 
mobiles and comes packed in quart 
cans, 24 to a standard carton, 1-gallon 
and 5-gallon containers. It is also 
available in 30- and 55-gallon drums. 

Want more info? Use coupon on 

page 137 and you will get it! 


715—Generator Shop Sign 


An enlarged replica of an auto- 
motive generator, designed for dis- 
play in front of tune-up shops, serv- 
ice stations, garages etc., as an 
eyecatcher, introduced by Hi-Lite 
Co., 3227 Rossville Blvd., Chatta- 
nooga, Tenn., is 3%’ long, 2’ high 
and 6’ around, and is available in 
black, yellow and red. 

Want more info? Use coupon on 

page 137 and you will get it! 
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AND A CHEEK 


Send your gift to ‘“‘CANCER” in care of your local post office 


AMERICAN CANCER SOCIETY °° 
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716—Fuel Filter 


Positive super-micronic filtration 
by the “GF-11” fuel filter, announced 
by Purolator Products, Inc., Rahway, 
N. J., reportedly prevents stalling, 
hard starting, rough idling and fuel 
waste. 

Filter can replace any other unit 
and is said to afford a finer degree 
of filtration than current ceramic- 
type filters. The pleated construction 
of resin-impregnated cellulose ele- 
ment makes it possible to provide 
nearly 50 square inches of filtering 
surface within the compact metal 
case and still have ample dirt reten- 
tion space, according to the company. 
The “GF-11” can be installed either 


horizontally or vertically at any 
point where there is 6” or more of 
straight tubing. Hose connections fit 
5/16” O.D. tubing perfectly, but can 
be stretched over %” O.D. tubing if 
necessary. 

Want more info? Use coupon on 

page 137 and you will get it! 


717—Pin-Inserter Set 


Wrist-pins can be removed in one 
operation and rods and pistons reas- 
sembled in one operation with tooling 
supplied in the “B-500” pin-inserter 
set announced by Sunnen Products 
Co., 7910 Manchester Ave., St. Louis 
17, Mo. 

Featuring a 





wall-hanging type 









by Selling 


HAVI LAND * 





Built 
Better... 


Better 
Service.. 
Longer 


surfaces, 





Get Your Share 











REPAIR SHOPS! 
SERVICE STATIONS! 
AUTO DEALERS! 











of MUFFLER 
PROFITS... 


MUFFLERS 


THERMO FLO DESIGN 
with instant heat distribution to all chambers of the 
muffler, reduces corrosive condensation by maintaining 
uniform temperatures which continuously dry out all 


HEAVIEST TWIN SHELL 


is structurally stronger and deadens sound better. Up 
to 50% heavier than conventional twin shell construc- 
tion, THERMO FLO has the industry's heaviest twin shell. 


PROTECTALOY 


the long wearing alloy coated steel used on THERMO 
FLO mufflers, resists corrosion twice as effectively as 
ordinary uncoated steels—greatly increases muffler life. 


Write Department 7 
for details 


DEFIANCE, 
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Arnold Haviland Company 


OHIO 











selector storage board on which tool- 
ing units are identified by part num- 
bers and a removable “set-up” chart, 
set is said to simplify work greatly on 
press-fit type wrist-pins. Ample room 
is provided on the storage board for 
tooling additions that may be re- 
quired for future engines. Pins are 
automatically centered in _ piston 
bosses during reassembly. 

Want more info? Use coupon on 

page 137 and you will get it! 


718—Rear-View Mirror 


Designed principally for panel and 
pickup trucks, “Vista-Vue” rear-view 
mirror, announced by the Anthes 
Force Oiler Co., 20th St. and Ave. M., 
Fort Madison, Iowa, mounts on either 
side and is said to be suitable for all 
C.O.E. and wide cab tractors and 
trucks. 

Features include heavily plated 
hardware, gray baked enamel finish 
and double-strength glass mounted 
in complete rubber channels. Effect- 
ive glass area is 4%” by 9%” in a 
5” by 10” frame. 

Want more info? Use coupon on 

page 137 and you will get it! 








719—Rocker Panels 


Rocker panels for 1959 Chevrolets 
and Pontiacs have been added to the 
“Sco-Pan” line of “rocker panels that 
snap on,” manufactured by Shofield 
Mfg. Co., 1140 East 222nd St., Cleve- 
land 17, O. 

Panels can be mounted without re- 
moving old rocker panel and re- 
portedly require only a fraction of 
the cutting and welding time needed 
for repairs made by factory methods. 
The 1959 panels are available in 2 
series — “SO-452” for all 2-door 
models and “SO-453” for all 4-door 
models. Both series provide right- 
and left-hand styles. 

Want more info? Use coupon on 

page 137 and you will get it! 


720—Glass Cleaner 


“Film-Free” glass cleaner for serv- 
ice station use and other applications, 
announced by Durkee-Atwood Co., 
215 N. E. 7th St., Minneapolis 13, 
Minn., is available in reusable plastic 
l-gallon containers and in self-con- 
tained merchandising display cartons, 
containing 12 8-oz. “squeeze” dis- 
pensers. For summer use, cleaner 
can be cut by adding water up to a 
third of the contents. 

Want more info? Use coupon on 

page 137 and you will get it! 
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721—Tune-Up Test Equipment 


Requiring only 24 minutes in tun- 
ing the average car, a “Scope- 
Analyzer,” announced by Allen Elec- 
tric and Equipment Co., 2101 North 
Pitcher St., Kalamazoo, Mich., re- 
portedly combines the advantages of 
conventional metered equipment with 
the diagnostic ability of the ignition 
scope. 

In operation, ignition faults are pin- 
pointed on the ignition scope. Indi- 





vidual test instruments are then used 
to tune the engine to recommended 
factory specifications. The results of 
each tune-up can be quickly proved 
to the customer by using the scope 
to display the corrected pattern. 
“Model 27-09” includes the “Allen 
Scope,” “Scope Dial-Chek,” Distri- 
butron” (measures ignition output, 
timing and _ distributor advance), 
“Dwell-Tach-Volt Tester,” “Volt-Amp 
Tester” and “Combustion Analyzer.” 
All tests units can be removed from 
cabinet and used anywhere in the 
shop. 

Want more info? Use coupon on 

page 137 and you will get it! 


722—Brake Lining Sets 


Improved “Wireklad” brake lining 
truck sets, developed by Johns- 
Manville Sales Corp., 22 E 40th St., 
New York 16, N. Y., cover the full 
range of truck applications and are 
designed especially for specific types 
of brakes. 

They reportedly provide long wear 
and good friction stability, while giv- 
ing uniform, balanced braking 
whether hot or cold, wet or dry. Sets 
are said also to give trouble-free 
service and to assure dependable, 
smooth stops. 

Want more info? Use coupon on 

page 137 and you will get it! 


723—Hand Tool Catalog 


A complete general catalog of spe- 
ialized automotive hand tools made 
by K-D Mfg. Co., Lancaster, Pa., con- 
tains over 130 listings, with illustra- 
tions, plus clearly explained operat- 
ing procedures on all tools, including 
tools for valves, radiators, piston 
rings, ignition, brakes, body work 
and many specials. A free copy is 
available upon request made on shop 
letterhead. 

Want more info? Use coupon on 

page 137 and you will get it! 
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m JOE'S FILLER STATION 


NOTES AND ANECDOTES TO FILL YOU IN ON FILLERS 





Nifty Fifty 
It seems I’d no sooner gotten used to the 
fact that the Great Forty-Eight — states, I 


mean — had become the Fine Forty-Nine . . . 
when bang! Suddenly, we’re the Nifty Fifty. 
Here we are, getting on to the ripe old age 
of 183 years (comes July 4) and we're still 
growing strong . . . up through Alaska, across 
the Pacific to Hawaii, deep below the sea’s 
surface by way of our Nautilus, and out into 
space — literally reaching for the Moon! 


It’s incredible! Just a couple of generations 
ago, a cross-country trek to California took 
months and months of planning . . . involved 
unbelievable hardships and adventure. Today, 
we hop into our station (instead of the old 
covered) wagon or cars . . . and zoom along 
modern highways, many of them built right 
over the old wagon trails. 


Yes, the automobile makers of America 
have really changed our way of living .. . 
have made distances seem shorter as America 
expanded. Of course, if the automobile makers 
are really looking ahead (and if they’re not, 
it will be the first time in their history) 
they’ll have to make some drastic changes in 
a car’s construction if we Americans are still 
going to be able to See America First by 
Automobile. Tomorrow’s cars will need pon- 
toons to get us over to our newest state... 
and even wings, so we can visit those new 
“settlements” that will one day be established 
in outer space. 


It wouldn’t surprise me at all if right now, 
out in Detroit, some miracle-minded master 
mechanic was working out the plans. Well, 
if he is, he can be sure that UNICAN will 
be ready for the most forward looking model 
he can dream up . . . UNICAN will still 
be the finest, most reliable filler for the 
inevitable dents and damages that even tomor- 
row’s Super Autos will encounter. Because no 
matter how up-to-date the cars will be, our 
laboratory, field tests and performance checks 
will see to it that “PLASTIK” continues to 
keep pace with all the wonders the automotive 
field can create! 


Live Modern With UNICAN 


Being the most 
up-to-date prod- 
uct (and com- 
pany) on the 
market is a 
UNICAN es tradi- 
tion. Not only 
is ours the only 
plastic filler to 
completely labora- 
tory and field 
test every product 
we make, but 
we're the only 
company in the 
field with three 
complete _ plants; 


AUTOBODY 
: FILLER 


—— 





one in the east (in Shrewsbury, Massachusetts) 





one out west (Long Beach, California) and 
one in Canada (in Montreal). 


Our extra plants mean extra service to 
autobody experts all over America (including 
Alaska and Hawaii!). They mean more effi- 
cient service, faster delivery and a standard 
price . . . there’s never any boost in cost 
“west of the Rockies” because of added trans- 
portation fees. 

It is possible that in 
time to come, UNICAN 
will need more new 
plants to service our 
ever-expanding America. 
Could be, we'll some day 
have a UBoat UNICAN 
plant below the sea’s 
surface .. . or a Uranus UNICAN station up 
in the stratosphere. But for now, our two- 
coast set-up assures today’s autobody shops of 
dependable delivery on UNICAN “PLASTIK”. 
For a thoroughly reliable, performance-proven 
plastic autobody filler, you just can’t beat 


| Seavay thee 


. and for top service and important sav- 
ings, you just can’t beat UNICAN! 





On Our Squeegee Board 


Speaking of savings, hundreds of new users 
are praising our Squeegee — the ideal applica- 
tors and smoothers for UNICAN “PLASTIK”. 
You get three graded-size squeegees for $1.25. 
Make a mental (or better still, written) note 
to order UNICAN Squeegees next time you 
order UNICAN “PLASTIK”. You can’t go 
wrong on either order! 


See You at the Summit Meeting 


'll be seeing a lot of my friends — 
especially the Dixie contingent — at the 
Southern Automotive Convention at the fabu- 
lous “Castle In The Clouds”, Lookout Moun- 
tain, Tennessee. I understand the Lookout 
Mountain locale is magnificent — way up in 
the clouds. But of course, we at UNICAN 
are used to being up high . . . that’s where 
we've always been as the first and finest 
plastic filler in the field. See you at the 
Convention! 


COV nn 


PRESIDENT 


* 
WureiCerr 
PLASTICS CO., INC. 


Main Plant and Executive Offices 
SHREWSBURY, MASS. 





WEST COAST PLANT * UNICAN PACIFIC CORPORATION, 1346 WEST 15TH STREET, LONG BEACH, CALIF. 
CANADIAN PLANT * UNICAN PLASTICS, LIMITED, 241 DUBE AVENUE, MONTREAL EAST, PROV. OF QUE 
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724—Battery Cable 


A battery cable that eliminates 
terminal corrosion and increases the 
life and performance of a battery, 
introduced by Truck Equipment 
Distributors, Inc.. 1930 31st St., Den- 
ver, Colo., is said to be air ’ tight, 
impervious to acids, oil and gas and 
to have 200 ohms less resistance than 
any other cable. 

The “Radsco” cable features a uni- 
que plastic cable head and threaded 
nylon connector nut that completely 
encases the battery terminal and cable 
end. Between the plastic head and 
the battery is a sodium-hydroxide- 
impregnated felt washer that neutral- 
izes sulphuric acid and seals the 


terminal connection against outside 
corrosion and contamination, it was 
claimed. The metal ground attach- 
ment is securely applied with a 
patented crimping device that elimi- 
nates the use of solder. One style 
cable fits both the positive and nega- 
tive terminals on either 6- or 12-volt 
batteries. 

Want more info? Use coupon on 

page 137 and you will get it! 


725—Revolving Light 


A combination of magnet and 
vacuum holds a 360° revolving light, 
announced by Trippe Mfg. Co., 133 
No. Jefferson St., Chicago 6, IIl., to 
roof, fender, front or rear window. 





GUARANTEED'S /4&/ IGNITION 


Syorchanlse es _— 


© b 


DESIGNED FOR 

LARGE & SMALL 
REPAIR SHOPS 

SERVICING 


e ALL CARS 

e TRUCKS 

e TRACTORS 

e INDUSTRIAL 
ENGINES 
MARINE 


FOREIGN CARS 
SMALL €NGINES 





FULL DETAILS in New Merchandiser 
Manual FREE upon request | 


* with built-in LOCKS & KEYS 


Cabinets FREE to all DEALERS 
with the purchase of Guaranteed’s 
Popular Profit- Making Ignition Parte 


GUARANTEED 
PARTS Co., INC. 
SENECA FALLS,N.Y. 











OVER 5O YEARS OF PROGRESS 
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SOUTHERN 


Revolving parabolic mirror flashes 
60 times a minute. With an almost 
noiseless motor and motor drive, 
“‘Magna-Vac” reportedly is trouble- 
free and dependable. It plugs into 
cigarette lighter and stands over 7” 
high, is nearly 6” in diameter and 
weighs 2 lbs. 

Want more info? Use 

page 137 and you will 


726—Paint Sprayer 


“Model 154” air cap for spraying 
acrylic and enamel automotive 
finishes, introduced by The DeVilbiss 
Co., 1300 Phillips Ave., Toledo 1, O., 
has a spray nozzle designed to give a 
“super-soft spray,” described as hav- 
ing a wider, wetter pattern 

Nozzle design involves special 
location of 2 secondary jets so that 
they will intercept the side jets to 
reduce the impact and resultant for- 
ward velocity of the spray pattern. 
Better adhesion is also assured by 
the improved spray pattern, accord- 
ing to the company. The tapered face 
of the cap gives smoother air-flow in- 
to the spray pattern, it was claimed, 
reducing the turbulence found over 
face of conventional nozzles. Other 
features include a sturdy ring to 
withstand bumps and a resilient 
O-ring for 3-way sealing against air 
leakage. 

Want more info? Use coupon on 

page 137 and you will get it! 


727—Ratchet “Wrench 


12-tooth pawl 


coupon on 
get it! 


Wedge action of a 
engaging a 60-tooth gear is the de- 
sign principle of a ratchet wrench 
introduced by The New Britain Ma- 
chine Co., New Britain, Conn., said 
to be so rugged that after a quarter- 
million heavily loaded test pulls, pro- 
duction models showed no measur- 
able wear. 

Features include its light 
small head and short swing, said to 
speed up work in close areas. Only 
about an inch of swing is needed, it 
was claimed, for wrench to take an- 
other bite. The one-piece ratchet as- 
sembly is easily replaceable and has 
a friction-free seal to keep dirt out 
and lubricant in. All popular drives 
are available. 

Want more info? Use coupon on 

page 137 and you will get it! 


weight, 
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728—Plier 


Straight and angle replaceable tips 
on a snap-ring plier, announced by 
Herbrand Tools, Fremont, O., report- 
edly contribute toward making the 
tool a “must” for work on automatic 
transmissions and power brake me- 
chanisms, as well as for other uses. 


Reversible tips permit easy access 
in close quarters, it was claimed. 
Available in 2 styles—one for internal 
and the other for external snap rings 
—plier is finished in heavy-duty 
bright chrome plate. Three sets of 
tips are included with the tool. 

Want more info? Use coupon on 

page 137 and you will get it! 


729—Washing Concentrate 


“Anco Car Wash,” formulated for 
acrylic and melamine finishes but 
said to be ideal for all cars, has been 
developed by the Chemical Products 
Division of The Anderson Co., Gary, 
Ind. The double-action cleaner com- 
bines a detergent and wax which re- 
portedly clean and shine in a single 
wash-and-rinse operation, with no 
rubbing, wiping or buffing required. 

Want more info? Use coupon on 

page 137 and you will get it! 


730—Reflector Flare 


Entire unit of a “Flip-Up” reflector 
flare, introduced by Do-Ray Lamp 
Co., Inc., 1458 S. Michigan Ave. 
Chicago 5, Ill., consists of only two 
major parts—base and steel spring 
reflector frame. 

There are no bolts or catches to 
fumble with. Flare can be set up 
instantly, even in the dark, it was 
claimed. It has been tested and ap- 
proved to meet all SAE and ICC 
requirements, including reflective 
power, salt spray test and ability to 
withstand winds of 40mph, the manu- 
facturer said. All metal parts are 
protected by rustproof, non-corrosive 
dichromate finish. 

Want more info? Use coupon on 

page 137 and you will get it! 


731—Cam Tool 


Mandrels of an improved tool for 
installing camshaft bearings, intro- 
duced by Dura-Bond Engine Parts 
Co., P. O. Box 720, Palo Alto, Calif., 
are all neoprene-covered to eliminate 
possibility of damage to _ babbitt 
bearings. 

Tool is recommended by manufac- 
turer for installation of all its cam- 
shaft bearings. It can also be used 
with split-type bushings—with extra 
care, according to the company. 

Want more info? Use coupon on 

page 137 and you will get it! 
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Adda Clean-Up to Your Tune-Up 
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Cleans service vehicles, engines, machinery, grease pits, floors, driveways ... prepares autos, trucks for 
undercoating ...exposes dirty, caked surfaces for thorough inspection, easier maintenance and repair. 


Compact, easy-to-operate Vapor “80” Steam 
Cleaners deliver high-impact steam and hot 
water (80 gal/hr @ 120 psi) to dissolve and 
whisk away mud, grease, caked dirt, frozen 
sludge. Warm-water rinse (245 gal/hr @ 125°) 
is optional. Removable tank serves as con- 
tainer for transporting fuel without spillage. 
Instant steam. Burns kerosene, No. 1 fuel oil, 
or gas. Supplied with soap tank and/or wheels, 
as desired. 


ATION 


pesnenseeeeeeene CO RPOR " 
a nao tae Bivd., Chicago 4, "- 


Model 80 o Model 200 


7 
. 
eee? 4 
. 
. 
7 
. 
t . 
nearest deale ° 
. 
. 
. 
. 
. 
° 
. 


VA 
Dept. 44-E, 8 
4 bulletin on O 


Please sen 1 name of 


Steam Cleaner 


— 
Name——— = 


Address 


City, Zone, State ae 


. 
eeeee? 
err 
. 
-eoeee® 


>. 
seooocoeeere® 


SSSSSSSSSSESSESSSSSSSESSSSESSSSESSSCSESCSC CCH CSE SEES 


FOR 
BIGGER 
JOBS... 


UPGRADER MAJOR 
STEAM CLEANER 

® 200 gal /hr @ 120 psi. 

® Built-in soap solution tank 


® One unit can supply two steam 
guns 


© Easily portable (wheels optional) 


© Complete with wire-braided 
steam hose 


* Burns fuel oils No. 1 or 2 or 
natural gas 
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732—Wheel Balancer 


Simple to use with a minimum of 
moving parts, “Model 1040 Acra- 
Speed” wheel balancer, introduced by 
John Bean Division, Food Machinery 
& Chemical Corp., is furnished with 
a supply of weights for balancing 
150 wheels. 

Balancing is accomplished by re- 
moving wheel from car and setting 
it on the balancer. An indicator on 
top of machine registers the out-of- 
balance condition and shows the 
exact position where the weight 
should be placed. Shipping weight of 
the unit is 27 lbs. 

Want more info? Use coupon on 

page 137 and you will get it! 


733—Car-Washing Equipment 


Three unit sizes of its car-washing 
equipment for service stations, an- 
nounced by Easy Car Wash Systems, 
Inc., P. O. Box 1212, Tulsa 1, Okla., 
are said to completely wash a car 
on an average of 10 minutes, for a 
material cost of approximately 8 
cents. 

Using their own concentrates, the 
systems employ a “spray-on-rinse- 
off” method which reportedly loosens 
and floats dirt away thoroughly, even 
from hard-to-reach places. The 100- 
gallon model washes 20 cars. “Model 
50” is for smaller stations and “Model 
115” has a 15-gallon pressure vessel 
to clean engines in about 20 minutes 








“KOOL” 


the heat transfer chemical 
that PREVENTS ENGINE 
OVERHEATING by dis- 
sipating heat faster than 
water alone can do. Pre- 
vents rust, too. Lubricates 
water pump and jacket. 


No summerizing job is com- 
plete without KOOL-IT. 
Added after anti-freeze is 
drained, it prevents cars’ 
and trucks’ entire cooling 
systems from overheating. 
One can protects a whole 
season. 





Nationally advertised and 
publicized. Promotion helps 
available. Stock and display 
Kool-It in time for warm 
weather sales. 





x xk Here is your 


PREVENTIVE MAINTENANCE 
Proftt- Maher... 


Write now 


Supersite Corp. 


* Creators of Automotive 





NEW 











---\VS AM ERGINE SAVER! 


W'S S\MAPLEL.. 11'S EASY! 





Chemical Div. 
306 Seymour Ave., Derby, Conn. 


“Successories" « 
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with no harm to engine parts. Units 

have no moving parts to wear out. 
Want more info? Use coupon on 
page 137 and you will get it! 


734—Honer 


Occupying an area of less than 4’ 
by 5’, “Custom Honer,” introduced 
by Lempco Products, Inc., Dunham 
Road, Bedford, O., reportedly pro- 
duces precision cylinder wall finish 
of 10-20 micro inches, with proper 
60° cross hatch for best ring “seat.” 

With a 9” stroke, it bores from 
2.6” to 6.5”. It has a bore length of 
up to 13”, a 14” throat and hones to 
predetermined _ sizes, maintaining 
square-block precision. 

Want more info? Use coupon on 

page 137 and you will get it! 


735—Oil Filter Book 


A complete and handy _ cross- 
reference book on oil filter replace- 
ments, published by Champion Labo- 
ratories, Inc., West Salem, Iul., 
contains charts for factory-installed 
filters for passenger cars, including 
foreign makes, plus charts for trucks, 
buses and other equipment, including 
marine engines. 

Want more info? Use coupon on 

page 137 and you will get it! 


736—Balancer 


Requiring no adapters or special 
parts for installation, an on-the-car 
wheel balancer, announced by John 
Bean Division, Food Machinery & 
Chemical Corp., Lansing 4, Mich., 
reportedly permits rapid and secure 
installation on 12” through 16” 
wheels. 

Adjustable legs permit installation 
on virtually any wheel, including 
most foreign cars, it was claimed. 
When the balancer is securely at- 
tached to the wheel and the correct 
locking pressure established, “three- 
dimensional” indicators “pop out,” 
enabling the operator to hear, see 
and feel them. When the wheel is ro- 
tated with a spinner, the exact loca- 
tion and amount of weight required 
to balance the wheel can be found by 
a simple, push-pull movement of the 
balancer controls, the manufacturer 
said. Three models are available. 

Want more info? Use coupon on 

page 137 and you will get it! 
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737—Solvent Kit 


A 3-gallon bench kit of “Hydro- 
Seal” for cleaning carburetors and 
other small parts, announced by 


Gunk Chicago Co., 630 No. Harlem 
Ave., River Forest, Ill., also is said 
to dissolve varnish and built-up de- 
posits in carburetors. 

Cleaning basket keeps hands out 


¥ 


iat el 


of cleaner and hooks over sides of 
can for draining. 
Want more info? Use coupon on 
page 137 and you will get it! 


738—Current Converter 


A compact solid state static inverter 
which converts 6- or 12-volt DC 
battery current to 115-volt, 60-cycle 
AC power, furnishing the equivalent 
of 100 or 200 watts, announced by 
Magnetic Amplifiers, Inc., 632 Tinton 
Ave., New York 55, N. Y., is said to 
enable vacationers to plug home 
portable set and other appliances into 
dashboard of the family car. 

The inverter uses transistor cir- 
cuits in conjunction with magnetic 
components to effect the current 
conversion, and lends itself to use 
with any electrical appliance re- 
quiring the current it produces. 
Appliances may be used with inverter 
for as long as the car battery is 
adequately charged. Device also 
functions while motor is running and 
may be used on boats. 

Want more info? Use coupon on 

page 137 and you will get it! 


739—Back Screen 


Especially engineered and de- 
signed for 1956-59 Rambler, Rebel 
and Ambassador station wagons, 
“Sta-Gon” back window screen, an- 
nounced by Cal Corp., 2945 Cooledge 
Highway, Berkley, Mich., reportedly 
provides back-window protection 
plus ventilation, protects children 
and pets from danger of falling 
through open window and incorpo- 
rates ample strength to discourage 
thievery. 

The fine-mesh aluminum screen 
and frame are backed up with an ex- 
panded metal reinforcement. When 
back window is raised to meet the 
screen, the tailgate is automatically 
in a locked position. With the win- 
dow in down position, ample room 
is provided for opening tailgate. 

Want more info? Use coupon on 

page 137 and you will get it! 


740—Diesel Fuel Additive 


A concentrated additive for diesel 
fuel, introduced by Motive Specialties 
Division of Nutmeg Chemical Co., 
130 Haven St., New Haven 13, Conn., 
is claimed to offer many advantages, 
including increased power and per- 
formance of diesel equipment, plus 
a 5% savings in fuel. 

In situations where moisture is a 
problem, “Power-Pal” is said to be 
effective in fighting the build-up of 
sludge in tanks and in keeping pumps 
clean. Corrosion of fuel injectors is 
prevented by using the additive and a 
thin film of lubricant is left on in- 
jectors, which reduces scoring and 
pitting, according to the company. 
Used in a ratio of one ounce per 25 
gallons of fuel, product is supplied in 
4-0z. bottles, one-gallon tins and in 
bulk drums. 

Want more info? Use coupon on 

page 137 and you will get it! 


741—Brake Service Manual 


A 316-page brake service manual, 
available for $7.50 from Grizzly Brake 
Division, 700 Caroline St., Paulding, 
O., provides instructions for perform- 
ing brake service on all passenger- 
car hydraulic brake systems from 
1950 through 1959, and all power 
brake units from 1955 to 1959, with 
full explanation for installation and 
adjustment of each type. Said to be 
ideal for the new mechanic, manual 
fully explains fundamentals of brake 
operation, covering the how-to-do-it 
phase of brake work and the engine- 
ering and design principles of brake 
systems. 

Want more info? Use coupon on 

page 137 and you will get it! 


742—-Color Spray 


“Nu-Kote L,” a color spray for 
leather, leatherette and plastics, in- 
troduced by Pressure Pak, Inc., P. O. 
Box 2587, West Palm Beach, Fla., is 
available in 16 colors, including silver, 
gold and white, and comes in 16-oz. 
aerosol cans, in quarts and gallons. 

Product will not chip, peel, crack 
or rub off, it was claimed, and will 
stretch in all directions when applied 
to pliable plastic surfaces without any 
signs of deformation. It may be used 
for convertible tops, dashboards, side 
panels, kick boards, plastic headlin- 
ers, etc. “Nu-Kote F” is also avail- 
able for fabric, rubber and canvas. 

Want more info? Use coupon on 

page 137 and you will get it! 


743—Windshield Solvent 


Cleansing action of “Special 19” 
windshield washer solvent, introduc- 
ed by Delco Appliance Division of 
General Motors Corp., Rochester 1, 
N. Y., is said to be particularly de- 
sirable for turnpike driving when 
bugs, dirt and road film become more 
firmly stuck to windshields. 

Containing Isopropanol, product 
will not stain car finishes when mix- 
ed as recommended with water, it 
was claimed. When added to water 
in washer jar, the non-foaming sol- 
vent is discharged through washer 
nozzles in fine, jet-like streams. 
Windshields are left clean and clear. 

Want more info? Use coupon on 

page 137 and you will get it! 
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744—Fuel Line Assortment 


“RediFit” fuel line fitting assort- 
ment kit, introduced by Milesmaster, 
Inc., 1550 East 74th Place, Chicago 
19, Ill., will enable service stations, 
fleet operators, car dealers and serv- 
ice shops to make immediate instal- 
lation of new fuel lines, fuel pressure 
regulators, filters, etc., for practically 
every car and truck. i 

Kit consists of 38 fuel line fittings, 
each identified by letter so selection 
for particular cars can be quickly 
made. It also contains 5 replacement 
parts for Milesmaster units, all pack- 
aged in clear styrene plastic case with 
individual compartments for each. 
Also furnished are index sheets that 
show at a glance the fittings needed 
for any make or model. 

Want more info? Use coupon on 

page 137 and you will get it! 


745—Hand Cleaner 


A lotion-type hand cleaner, an- 
nounced by Gojer, Inc., Box 991, Ak- 
ron, O., reportedly “cleans like soap 
but has the feel and odor of expen- 
sive hand lotion.” ; 

Container with snap-action dis- 
penser purportedly delivers a_satis- 
factory portion without waste. Form- 
ulated with lanolin and GT-7 germ 
killer, product is said to clean hands 
of grease, grime, cement, ink, paint 
and other types of dirt, with or with- 
out water. 

Want more info? Use coupon on 

page 137 and you will get it! 


746—Contact Sets 


A complete replacement line of 
“Unitized” nylon arm contact sets— 
in both Filko “pre-set” factory pre- 
assembled and conventional types, 
announced by F. & B. Mfg. Co., 4248 
W. Chicago Ave., Chicago 51, Ill, 
services practically every make and 
model vehicle. 4 

The design combines the bearing, 
rubbing block and breaker arm into 
one unit. Newly-developed nylon 
treating process reportedly gives the 
entire unit extra service for longer- 
lasting high-speed performance. The 
result is lighter weight construction, 
practically indestructible friction-free 
bearing, perfect arm balance and 
perfect precision-set point alignment 
for the life of the unit, it was 
claimed. 

Want more info? Use coupon on 

page 137 and you will get it! 


747—Rocker Panel 


Snap-on rocker panels for used-car 
reconditioning and customer repair 
work, announced by Chevrolet Motor 
Division, General Motors Corp., Gen- 
eral Motors Bldg., Detroit 2, Mich., 
come in sizes to fit most makes and 
models of cars from 1949 through 
1957, singly or in pairs. 

The 4-step repair procedure in- 
cludes removal of sill molding, slip- 
ping repair piece over damaged orig- 
inal, screwing, tapping or spot-weld- 
ing it in place and replacing the sill 
molding. Die-formed repair panel is 
made of 20-gauge, cold-rolled prime 
steel, contoured to match original. No 
cutting is necessary. 

Want more info? Use coupon on 

page 137 and you will get it! 
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UMS Selects Georgian 
For Marketing Post 


C= Webb (shown below), a 
native of Atlanta, Ga., has 
been appointed to a newly-created 
position of director of national 
marketers for United Motors Serv- 
ice Division of General Motors 


1960 Exhibition Plans 
Announced by NADA 


LANS for a 1960 equipment ex- 

hibition to be held concurrent- 
ly with its 43rd annual convention 
Jan. 30-Feb. 3 in Washington, D. 
C., have been announced by the 
National Automobile Dealers Asso- 
ciation. 

To be staged in the Exhibition 
Hall of the Shoreham Hotel, the 
190-booth show will have avail- 
able 44,000 square feet of exhibit 
space, entirely on one floor. 


The exhibition will again fea- 
ture Service Consultation Hall, 
staffed by top factory service of- 
ficials, and for the second year 
Used-Car Consultation Hall, in- 
augurated at Chicago this year, 
will be highlighted. 

NADA Convention Committee 
Chairman A. Leftwich Sinclair, 
who is also NADA director for the 
District of Columbia, said that the 
committee is determined to present 
“the best and most beneficial pro- 
gram of convention features, all 
beamed directly to dealer needs.” 





How to sell the SHOCK ABSORBER that 


PAVES THE WAY T0 


Corp., General Sales Manager 
Thomas F. Plant announced. 

Previously Webb’s sales and 
marketing experience had _in- 
cluded positions as district man- 
ager in the Atlanta zone, assistant 
zone manager in Atlanta and zone 
nanager in Memphis, Tenn. Most 
recently he had been central re- 
gional manager. 

Webb will head a department 
being set up to handle sales activi- 
ties in connection with the nation- 
il marketing of United Motors 
lines. 


Chrysler Daily Sales 
Hit 17-Month Peak 


ILY retail sales of Chrysler 

Corp. passenger cars for the 
ten-day period ending April 20 
were the highest in the last 17 
months, according to Byron 
Nichols, group vice president— 
automotive sales. 

The mid-April report showed 
daily sales rate of 2,883 passenger 
cars, an increase of 26% over the Jaime ok oe 
first ten days of April, Nichols saan Pre XE fe 
said, adding that each of the com- |S Peer am Sands toe 3 mo. 
pany’s divisions shared in the ten- 
day sales increase. Plymouth sales 
were up 25% over the first ten 
days of April, Dodge was up 31%, 
De Soto 13%, Chrysler 32% and 
Imperial showed a 40% gain. 

Nichols said the daily retail 
sales rate had increased 75% since 
full production was resumed on 
Feb. 25, following settlement of 
the 134-day strike of Chrysler’s 
glass supply plants. 


> 99 


“Your shocks aren’t safe... they don’t pass the ‘bounce test’. 


MAKE THE 90-SECOND ‘BOUNCE TEST?’ by rocking the corner 
of the car, causing it to bounce up and down. The shock absorber should be able 
to stop the vertical motion of the car within one-and-a-half oscillations. You’ll 
find worn or leaking shocks on more than half the cars you check. 


**There’s no finer shock on the market.” 
USE AN ACTUAL MOOG Shock 
Absorber to demonstrate what Gusher- 
Bearings and Meter-Action Valves mean 
to steering control and riding comfort. 


“We can put on a set in two hours.” 
FRONT-END PROFITS build up 
faster with MOOG Shocks. Easy, speedy ” 
installation ...no special tools necessary. 
Sell related MOOG parts for extra volume, 
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You'd Better Butter Up to Politics, 
Benson Ford Tells North Carolinians 


ENSON Ford, vice-president of 
Ford Motor Co., urged Ameri- 
can businessmen last month to 
face up to their personal “bogey- 
man” — fear of politics — or lose 
their proportionate share in shap- 
ing the nation’s economic and so- 
cial destiny. 
Ford, chairman of his company’s 


Dealer Policy Board, told the con- 
vention of North Carolina Auto- 
mobile Dealers Association at 
Pinehurst April 28 that business- 
men must face up to the reality 
that the government eventually 
“belongs” to that section of society 
that makes the most effective use 
of practical politics. 


Vice-President Ford 





Since businessmen have shunned 
politics, he added, elements that 
are sometimes hostile to business 
now have more than a proportion- 
ate share in forming legislation. 

“The resulting situation, I be- 
lieve, poses a threat both to our 
national economy and to our rep- 
resentative system of govern- 
ment,” Ford said. 

He cautioned that political ef- 
fectiveness depends upon taking a 
positive, constructive approach to 
national problems, especially those 
that are typical of a private en- 
terprise system. 

“It is unfortunate,” Ford con- 
tinued, “that the major reason ad- 
vanced in favor of business parti- 
cipation in politics is the success 
that the labor unions have enjoyed 
in this area. It is unfortunate be- 
cause it gives the impression that 
business is advised to enter poli- 
tics simply and solely to oppose 
labor, and this impression leads to 
some false and even dangerous 
conclusions.” 

For one thing, said this son of 
Edsel Ford and grandson of Henry 
Ford I, this impression leads to 
the false conclusion that business 
management is irrevocably oppos- 
ed to all the things that labor says 
it wants. 

“The unions give as their reason 
for entering politics the pursuit of 
such goals as greater prosperity, 
higher standards of living, oppor- 
tunity for all, a stable economy, 
and the like. By saying this long 
enough and loud enough, they have 
accomplished the slick sleight-of- 
hand of seeming to appropriate 
these goals to themselves alone. 

“But as you know, all of these 
are goals with which the business- 
man can have no quarrel. He wants 
them too, and wants them just as 
vehemently as labor does, And, I 


FRONT-END PROFITS! 


MOOG “GUSHER-ACTION” is the shock you can install with confidence. 

Guaranteed for 15,000 miles. Backed by MOOG’s 40-year reputa- 

tion as specialists in under-car parts. Easier to sell, too, because 

MOOG offers you a complete merchandising package... ¢ 

everything you need to sell the complete under-car 

job. See your jobber for 5-pair MOOG 

« Shock Absorber assortment that gives i 

you 85% coverage. - 

MOOG 


MOOG MEANS MORE 
UNDER-CAR BUSINESS TIVE MAINTENANCE might add, he is striving for them 


just as vigorously as labor is 
MOOG INDUSTRIES, INC., ST. LOUIS 14, MISSOURI striving.” 
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Making Bench Vise 
From "C" Clamp 


N ECONOMICAL bench vise for 
holding small work, such as 
the bushing alteration job illus- 
trated, can be made from a small 
“C” clamp and a short piece of 
angle iron. 
Clamp is welded to the angle 


iron and unit is then secured to 
the bench top with two flat-head 
screws. Work is much more acces- 
sible with this vise than if held in 
a large conventional bench vise.— 
H. J. Gerber, Assistant Professor, 
The Technical Institute, Oklahoma 
State University, College of Engi- 
neering, Stillwater, Oklahoma. 


Discovering the Leak 
In Carburetor Float 


OMETIMES it saves time to sol- 

der a hole in a carburetor float, 
rather than ordering a new float, 
and here is the way by which I 
find the hole: 

Bury the float about an inch in 
very hot water and the gas can be 
seen escaping. With a small punch, 
make the hole larger so gas will 


drain, after which the hole may be 
soldered.—Alton M. Hearn, 2003 
Alabama Street, Baytown, Texas. 


Removing One Head 
On V-8 Engines 


On SOME cars and most trucks, 
there are many cables and 
wires running to the intake mani- 
fold and considerable time is re- 
quired to take them loose in order 
to remove the manifold. 

A better way is to leave mani- 
fold in place and remove the bolts 
on the side to be taken off. Then 
remove the remainder of the bolts 
on the head. Drive a screwdriver 
between head and block and lift 
the head off. The manifold will 
stay in place. When replacing, 
loosen the bolts on the other side 





Grease ,« 


Gun 


12,000 Lbs. 
PRESSURE 


UNIVERSAL 


My, 
& 


UNIVERSAL LUBRICATING SYSTEMS, Inc. 
Oakmont, Pa. 


Automotive Division « 
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MANUFACTURERS OF 
UBRICATION FITTINGS 


AND ACCESSORIES 
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I'M TIRED OF BEING *SOAKED! 





*WITH BIG 
JACK REPAIR 
BILLS 


by 








Aren’‘t you, too? 


It’s easy to 
Repair-it-yourself 

with a Jack-Pack Kit. 
Prices start at about $2.50 


Order from your jobber 


or write for FREE FOLDER “Facts on Jacks” 
JACK-PACK MFG. CO., 2/15 N. Marianna Ave., Los Angeles 32, Calif. 


Easy to Install 


i YOUR SPARE Time 


jack 
e fh pack 
JACK REPAIR KITS 


Conteas mSTPUCTIONS 
INCLOMO 
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GOT A GOOD 


5/7 IDEA? 
will be paid for every 


time - saver or shop 

short - cut accepted 

for publication in this section. 
_ or rough sketch will 
make your idea more valuable. 
Only original items, not previ- 
ously published, offered for our 
exclusive use, can consid- 
ered. Send them to: Southern 
Automotive Journal, 806 Peach- 
tree St., N. E., Atlanta 8, Ga. 
Rejections will not be returned. 











somewhat and the head will slip in 
place. This procedure will save 
one-half to one hour on most 
trucks when only a piston or head 
gasket needs replacing on one side. 
—Noble T. Soper, 408 West An- 
thony, Medicine Lodge, Kansas. 


Making Rubber Hammer 
To Install Hub Caps 


W: HAVE found an easy way to 
make a rubber hammer for 
installing hub caps by simply 
pushing an old one-piece shock 
absorber bushing over the ball 
end of a ball peen hammer. 

This is soft enough not to dent 
the cap and saves driving caps on 


BALL PEEN 
HAMMER 


This material can be easily shap- 
ed or bent to duplicate any con- 
tour or angle—such as a fuel line 
—while away from the work- 
bench. Using the solder as a pat- 
tern, the device can be quickly 
duplicated inside the shop where 
equipment and heavy tools are 
available. Wire solder can also be 
used to take the inside measure- 
ments of drawer, box or channel 
and is handy for holding “springy” 
material together neatly, such as 
extension cords and spring wire. 
—Glen F. Stillwell, 340 Ninth 


Street, Manhattan Beach, Cali- 


fornia. 


Removing Original Collar 
From Threaded Bushings 


ear person as with knuckle sup- 
port pins, threaded bushings 
have a narrow hexagonal collar 
used to make original installation, 
and an ordinary wrench cannot 
obtain sufficient purchase for 
enough torque to remove them. 

In such cases, tap the bushing 
and hold a box wrench in place 





Pirst Alc) i for 


Vire¢) Worsepowdr. 


TUNGSTEN 


Papx2g od 


HEAVY-DUTY 


TUNE-UP 


Start them off with a TUNG- 
STEN Packaged Heavy-Duty 
TUNE-UP because you'll 
know it’s RIGHT from the 
start! 

TUNGSTEN TUNE-UP KITS 
are great time-savers for 
busy hands. There's never 


—— 


any need to hunt for those individual 
ignition parts because they’re all 
contained in one, clear plastic pack- 
age Ventilated, Pre-Set Contact 
Points, Condenser, Rotor and Feeler 
Gauge. The Kit tells what cars it’s for 

you'll never make a mistake! 


with the hand. The opposite side 
of the hammer can be used as 
usual to remove the dust cap from 
the hub. If the ball tends to come 
through the bushing, install a 
large washer over the ball first 
and then the bushing.—S. A. 
Smith, Mullis Motor Company, 
Morganton, North Carolina. 


Utilizing Wire Solder 
For Measurements 


Simple installation instructions on 
each Kit tell you how 

THIS FREE METAL DISPLAY RACK 
holds 18 popular TUNGSTEN TUNE- 
UP KITS. Keep it up front for extra 
profits! It’s your first aid for sagging 
summer sales their first aid for 
tired horsepower! 

Write for Catalog 


TUNGSTEN CONTACT 
IGNITION MFG. CO., INC. 
North Bergen, N. J 


Fo taking the measurements for 
replacement of odd-shaped an- 
gle or bracket, nothing beats a 
length of wire solder. 
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with a cap screw and ‘washer.— 
Ed Mayover, 1601 14th Street, W. 
(U. S. 41), Bradenton, Florida. 


Finding Blown Gasket 
On Overhead Eight 


Cc Is quite difficult many times 
to determine which cylinder 
head gasket is leaking on over- 
head valve eight-cylinder engines 
where both sides of engine have 
same neck outlet—especially if 
gasket is not blown too badly. 

To determine which gasket is 


blown, remove top hose after 
draining the water down to the 
level of the outlet neck. Remove 
water pump belt and spark plugs 
from one side of the engine. Run 
the engine with the starter at fast 
cranking speed. If the head gasket 
is blown on the side with the 
plugs still in, it will bubble. 
Repeat the procedure on the 
other side. The side with the plugs 
removed will have no compres- 
sion, of course, and will not pro- 
duce any bubbles. The procedure 
can be narrowed down to a par- 





CiRCO’s 


exclusive 


“Magicoil” 


the most outstanding \ development 


in steam cleaners 








builds shop profits 


Watch shop profits grow 
when you install a 
“Magicoil” Circo Steam 
Cleaner. ‘‘Magicoil” virtually 
eliminates ‘‘down-time,” 
coil-failure, to help you 
build shop profits - fast! 
Only Circo has “Magicoil.” 


Bulletins detail facts about Circo 
degreasers, agitating washers, 
and other shop equipment. Yours 
for the asking. 





Ten separate coils, assembled 
as a single unit. Each coil can 


be easily removed and replaced 
— without costly shut-downs. 
Unit operates at 100% efficien- 
cy with only seven coils in use. 
No need for your Circo cleaner 
to be idle. Cleaning compound 
is injected after steam leaves 
‘*Magicoil.’’ Coil life is con- 
siderably extended because 
chemical residue does not re- 
main in the coil to encourage 
corrosion, rust and plugging. 


Insist on Circo — and choose 
from the complete line of per- 
formance - proven equipment. 
Ask your jobber for complete 
“ profit - building” details or 
write: 








SINCE 1923 L 


EQUIPMENT 
COMPANY 


“Headquarters for automotive cleaning equipment” 
NEW JERSEY 


S51 TERMINAL AVENUE 
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ticular cylinder, if only one is giv- 
ing trouble—Fred H. Findley, 
Service Manager, Reform Motor 
Co. (Ford), Reform, Alabama. 


To Make Buffing Tool 
For Tubeless Tires 


A‘ EFFECTIVE tool can be made 
to scrape inside of tubeless 
tires in preparation for patching 
with a 5” section of broom handle 
and a hacksaw blade. 

Slot broom handle with an or- 
dinary handsaw and bend hack- 


ROOM HANDLE 
. 5 “LONG 


SCREWS 


HACKSAW BLADE 


” 


saw blade so 212” of the ends can 
slide into the slot. Use holes in 
ends of blade and drill two holes 
near end of handle to match.— 
Don Hawley, Manager, Hydes Gulf 
Service, 6464 E. Northwest High- 
way, Dallas, Texas. 


Fastening Floor Mats 
On Chrysler Products 


E HAVE had trouble on all 
Chrysler products with the 
metal nails holding front floor 
mats at the joint at sides of front 
seat pulling through the mats. 
To remedy this, we cut a 4” 
length of 1%” or 112” molding 
salvaged from the body shop, 
drill a 3/16” hole in center and 
pull mats together and fasten with 
a countersunk metal screw. Makes 
a neat job—Edward G. Banks, 
Service Salesman, C. F. Smith 
Motor Co., Inc. (De Soto-Plym- 
outh), 2210 W. Broadway, Louis- 
ville 11, Kentucky. 


Discovering Windshield, 
Rear Window Leaks 


OMETIMES leaks in rear win- 

dows and windshields can be 
difficult to find. However, we have 
a quick, sure way: 

Sprinkle common cooking flour 
(white) around sides and top of 
glass about 1/16” thick and about 
14” over the rubber sealer. Put air 
hose under cowl for windshield or 
under trunk for back window, and 
a person outside the car can see 
where flour is disturbed when air 
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Make your 
replacement 
choice 


RMC... 


pioneer in the origination, engineer- 
ing and development of the auto- 
motive valve knows what's 
required of valves. 

That's why samc two-piece ex- 
haust valves, Stellite-faced and 
heat-banded valves and the new 
Aluminized valves can be relied 
upon for the best possible perform- 
ance under the toughest operating 
conditions. 

Next time, specify rme... the 
valves backed by more than a half 
century of know-how. 


Make the job complete with 
RMC Valve Train Parts 

VALVE SPRINGS VALVE SEATS 

VALVE LOCKS ROTATOR VALVE KITS 
VALVE GUIDES VALVE SPRING INSERTS 
Warehoused in all principal cities. 
Sold by leading Replacement Parts 
Wholesalers everywhere. 


_, FOR INFORMATION 





Si WRITE TO 
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is turned on. Spot can then be 
marked and any good sealer used 
to mend leak. This system never 
fails—Forrest Duke, 514 Orange 
Street, Hot Springs, Arkansas, 


Flash-O-Matic Converter 
Cleaning Procedure 


MERICAN Motors Corp. has is- 

sued the following bulletin on 
cleaning the converter on _ all 
series of its cars equipped with 
the Flash-O-Matic transmission: 

The Flash-O-Matic transmis- 
sion converters cannot be dis- 
assembled. However, the follow- 
ing cleaning procedure may be 
used should there be reason to be- 
lieve that the converter would 
contain foreign material: 

Place the converter on _ the 
bench. Remove the drain plug or 


he Convener 


plugs and tilt converter in all di- 
rections to drain as much fluid as 
possible. 

Install the drain plugs and fill 
converter through the pump drive 
hub with kerosene or suitable 
flushing oil. 

Insert a front pump and stator 
support shaft in the pump drive 
hub. Then insert an input shaft 
through the front pump and 
stator support shaft. 

Use both hands and with a 
quick movement, rotate both the 
front pump and stator support 
and input shaft back and forth in 
opposite directions to agitate the 
cleaning solvent in the converter. 

Remove the plugs and drain out 
the cleaning fluid. Repeat this op- 
eration with new fluid until 
cleaning fluid is free of particles. 


Late Dies in Springdale, Ark. 


Norman Late, Sr., 74, Chevro- 
let and Oldsmobile dealer in 
Springdale, Ark., for 31 years, 
died last month. 





LN Re ey 
"54 and ‘56 Hydramatics 


Snap-on® S-8652A Ford Brake Wrench 
saves time on hydraulic work. It holds 
the 5/16-inch nut, located underneath 
the car floor, while making adjustments, 
after the 3/4-inch nut is broken loose. 
Check page 72 of Snap-on Catalog W. 


Windshield Wiper Tension 


Use Snap-on MT-103 Distributor Point 
Tension Gauge for testing tension on 
windshield wiper arms. For instance, a 
12-inch blade should have 12-ounce ten- 
sion on the arm. See page 73 of Snap-on 
Catalog W. 


DeSoto Power Steering 
The MT-103 Gauge mentioned above is 
also valuable for checking drag on the 
1958 DeSoto power steering. 





_ NEW TOOL 


Snap-on FIL-703 
Ratchet Spinner Set 


These handy units work between the 
socket handle and your Snap-on 
ratchet wrench. Lets you run nuts up 
or down with your fingers when the 
nut is too loose to overcome friction 
of ratching mechanism. Set contains 
three spinners with 1/4, 3/8 and 1/2- 
inch square drives. 


New set. See your Snap-on man. 











Buick & Nash Transmission Work 


Snap-on BF-61 Sperti Pull Jack saves up 
to three hours removing transmissions 
in Buick and Nash cars— without re- 
moving the rear axle and torque tube 
assembly. Attach jack to the rear axle 
housing and rear frame cross member, 
then tighten it to pull the housing and 
torque tube back far enough so the trans- 
mission can be removed. You only dis- 
connect the hydraulic brake flexible 
hose. See page 111 of Snap-on Catalog W. 


Get your copy of the new Snap-on Cata- 
log W. Ask your Snap-on man or write 
direct. Watch for further Tool Tips. 


SNAP-ON TOOLS CORPORATION 
8050-E 28th Avenue e¢ Kenosha, Wisconsin 
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Jobber News 
(Continued from page 49) 








Solved with these 
Original Equipment Units 
Completely rebuilt 
by Arrow 


GENERATORS by Arrow 


Factory rebuilt, then work tested 
to eliminate comebacks . . . once 
correctly installed, trouble-free 
performance guaranteed. 


STARTERS by Arrow 


Rugged and reliable. Factory re-~ 
built . . . work-tested. Quality and 
performance guaranteed. 


STARTER DRIVES by Arrow 
All types . . . ruggedly rebuilt to 
overcome the failures common to 
each type of drive. 


SOLENOID SWITCHES by Arrow 


Rebuilt work solenoids for all popu- 
lar make trucks, tractors, cars and 
buses. Torque-tested, performance 
guaranteed, 


Write today for complete catalog 
and descriptive literature. 


ARROW ARMATURES CO, 

11 Fordham Road, Boston 34, Mass. 

SOUTHEASTERN PLANT 
Spartanburg, S. C. 


ARROW 
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Kentucky Group Names 
Carter Director 


ELVIN Carter of Carter Auto 

Parts, Paducah, has _ been 
named a director of the Kentucky 
Automotive Wholesalers Associa- 
tion, President Joe B. Wright, May- 
field, announced. 

Organized last September, the 
group is working toward better 
national legislation governing the 
quality of automotive parts and 
for legislation to promote highway 
safety, Executive Secretary G. W. 
Wilson said. 

The first convention is planned 
in the early fall, when Wilson said 
the membership is expected to 
have reached 200. 


Motive Specialties Picks Three 


Motive Specialties Division of 
Nutmeg Chemical Co., New Haven, 
Conn., has appointed Crockett- 
Jordan-Duncan Co., Dallas, Texas, 
to cover the mid-Southwest; Clay- 
ton-Mattie Co., Atlanta, Ga., to 
cover the Southeast, and Frank 
Libby Co., Kansas City, Mo., to 
cover the Midwest. 


Mrs. J. B. Bagwell, Sr., Dies 


Mrs. J. B. Bagwell, Sr., mother 
of J. B. Bagwell, Jr., of Bagwell- 
Elliott Co., Charleston, S. C., 
wholesalers, died April 27 and was 
buried April 29 at Seneca, S. C. 
Her son has long been active in 
Southeastern wholesaling affairs 
and is currently president of the 
Virginias - Carolinas Automotive 
Wholesalers Association. He is a 
past president of the Charleston 
Rotary Club. 


Fort Dearborn Appoints Cook 


Cook Sales, Inc., 10 E. Lafayette 
Ave., Baltimore 2, Md., has been 
appointed eastern United States 
sales manager for its line of auto- 
motive fasteners by Fort Dear- 
born Screw & Bolt Co., Chicago. 


Tarheel Firm Gets New Store 


Bridges Auto Parts Co. of Forest 
City, N. C., is building a 40’ by 80’ 
store, expected to be completed in 
two months, it was announced. 


Edwin R. Stroh, formerly vice- 
president and automotive sales 
manager for Holley Carburetor 
Co., has been appointed to the 
newly-created post of vice-presi- 
dent and director of sales for The 
Electric Auto-Lite Co., according 
to President James P. Falvey. 
Headquartering at the company’s 
main offices in Toledo, O., Stroh 
will coordinate and direct all Auto- 
Lite sales activities. He is current- 
ly a director of Automotive Elec- 
tric Association. 


Belden Promotes Hernly 


Wayne Hernly has been appoint- 
ed district sales manager of the 
newly-created Southeast Central 
district of Belden Mfg. Co., which 
includes Kentucky and Tennessee. 
Covering parts of that territory 
will be Dick Fritze, a recent grad- 
uate of the company’s advanced 
professional sales training school. 
Another graduate, John Barthel- 
my, has been assigned to cover 
Florida and parts of Georgia and 
Alabama. 


Frontier Ups Vertel 


Harold Vertel has been named 
sales manager of the Steel Equip- 
ment Division of Frontier Mfg. Co., 
Dallas, Texas, President I. B. Beren 
announced. Formerly assistant 
sales manager for the company, 
Vertel for the past year had travel- 
ed the Southwest as a manufactur- 
ers’ representative. 


Standard Parts Corp., Richmond, 
Va., now has state distributorship 
on Luber-Finer oil filters, presi- 
dent John F. Midyette announced. 

~ * . 


Eis brake parts and R & M 
bonded shoes have been added by 
Mid-Georgia Auto Parts Co., Grif- 
fin, Ga. 

* * * 

Quaker State oil and grease have 
been added by Norton Auto Parts, 
Inc., Norton, Va., C. O. Grubb, 
vice-president, announced. 
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Carl R. Wippern, formerly execu- 
tive vice-president and director of 
sales for McQuay-Norris Mfg. Co., 
St. Louis, Mo., has been named 
president. Arden J. Mummert, 
since 1950 chairman of the board 
and president, has been reelected 
board chairman. A native of St. 
Louis, Wippern has been with the 
company for 41 years, having 
started in sales work in 1918. He 
was elected a vice-president in 
1946 and executive vice-president 
in 1 


Champion Appoints Six 
In the South 


IX sales and service representa- 

tives recently promoted by 
Champion Spark Plug Co. in the 
South include Max M. Mayer, for- 
mer territory representative in Los 
Angeles, now district sales man- 
ager for the western sales zone, 
which includes New Mexico and 
the El Paso, Texas, area. 

Other territory representatives 
are B. R. Hutton, northeastern 
Texas; John A. Kline, Kansas and 
Oklahoma, and Thomas F. Burke, 
Kentucky. J. Herschel Morris was 
named field representative in 
Miami, Fla., and Richard J. Gail, 
service representative in the South- 
east, has been transferred to the 
Toledo service office. 


Piedmont Opens Charlotte Unit 


Piedmont Auto Exchange has 
opened a branch at 410 Atando 
Avenue in its headquarters city of 
Charlotte, N. C. Harold Winches- 
ter is the manager of the unit. The 
firm also has a branch at Rock 
Hill, S. C. 


MacMillan, Cameron Opens Unit 


A branch under managership of 
Junius Russ was opened last 
month at Wallace, N. C., by Mac- 
Millan & Cameron Co., Wilming- 
ton, N. C., President Bruce Cam- 
eron announced. 
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Nothing can steal your profits 
like “‘comebacks” .. . and noth- 
ing will drive your customers 
away more surely than repair 
jobs that don't stay repaired. 


Why do jobs come back? 


A recent survey has found that 
more than 50% of generator and 
starter comebacks result from 
wrong or incomplete diagnosis of 
the cause of failure of the replaced 
part or unit. In other words, the 
part which fails is replaced or 
repaired, but the job comes back 
because the real cause of failure 
was not found. 


Approximately 30% of comebacks 
are the result of incomplete or in- 
correct repair of related parts such 
as regulators and wiring, and just 
over 10% are caused by incorrect 
installation of replacement units 
themselves. 


This is an unnecessarily high fig- 
ure, because most of these come- 
backs can be prevented by proper 
testing before jobs leave the shop. 
Furthermore, the cost of adequate 
testing is much less than the ex- 
pense of a second, more complete 
repair job which, in many cases, 
cannot be charged for without the 
risk of losing a customer. “Come- 
backs” cost you the mechanic's 
time, plus the cost of more parts 
to replace those which have been 
“spoiled.” 


Less than 1% of comebacks result 
from imperfect replacement units, 
and there seems to be no substan- 
tial difference in this percentage 
between new units and units re- 
built by reliable companies. 


Preventing ‘‘comebacks” 


Despite the many possible causes 
of comebacks, preventing them 
can be reduced to a four point 
formula: 








. Be sure the real cause of failure 
of the original unit is found and 
corrected, then 


. Install a reliable replacement 
for the defective unit; 


. Be certain the replacement unit 
is properly installed; 


. Finally, test the finished job 
before it leaves your shop. 


First, let’s talk about finding 
causes of failure. The other three 
points in the prevention of come- 
backs will be discussed in later 
issues. 


What causes failures? 


Often the causes are simple 
enough, but hard to find. In the 
electrical system for example, 75% 
of all failures can be traced to 
faulty wiring or loose connections 
in the charging circuit. And the 
next most common cause of fail- 
ure is a regulator which is faulty 
or out of adjustment. 


But despite these two simple facts, 
which every good mechanic 
knows, generators are often re- 
placed without determining why 
they burned out. Naturally, the 
replacement generator will burn 
out too unless the cause of the 
original burn-out is found and 
corrected. 


This kind of error is seldom made 
by experienced mechanics, but 
constant training and retraining 
of younger men is necessary 
before this most common cause of 
comebacks is prevented. 


Information on causes of failures 
is available from many sources. 
To help you locate trouble in the 
charging circuit, a 10-page shop 
guide, “Don’t Blame the Gener- 
ator,” is available Free to Repair 
Shops east of the Mississippi 
River. 


For your free copy write to Technical Service Department 


ARROW ARROW ARMATURES COMPANY 
11 Fordham Road, Boston 34, Mass. 
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Florida Automotive Wholesalers 


Association; Harry D. Rothman of 

B-36 Plans Ww. D. Panel Program Seaport Automotive Warehouse, 

Oakland, Calif., who operates one 

By Experts at Orlando on May 29 of the larger W_D. businesses from 

his several locations on the West 

PANEL discussion of ware- Perry of Thomas S. Perry Co., Coast; Eddie Lopez, Sr., of Job- 

house distribution, with some Atlanta, president of The Auto- bers Warehouse Service, Inc., 

of the best-known W. D.’s in the motive Warehouse Distributors Tampa, Fla, and D. Wilson 

business participating, is being Association; Edgar H. Rogers, Jr., Roquemore of Roquemore’s Inc., 

staged at 8 p.m. Friday, May 29, of United Warehouse, Inc., Jack- Miami, and of Roquemore Motor 

by Florida Automotive Booster sonville, Fla., who is one of the 27 Supply, Orlando. The latter two 

Club No. 36 at the San Juan Hotel directors of the newly-born Auto- are veterans who are well known 
in Orlando. motive Service Industry Associa- over their state. 

Participants will be Thomas S. tion and a past president of the President Ed Moon of B-36 

commented: 

“All jobbers and warehouse dis- 

tributors serving jobbers and all 

members of Automotive Booster 


NEW WEAVER AIR-GOPERATED Clubs are invited to join us in this 


meeting, which we believe will be 


one of the best attended in the 
history of our club. 
“The meeting will be designed 


to kick off with questions which 
have been submitted in advance by 


ONE HAND OPERATION — Air Control Valve and Safety our members. Advance indications 
Lock Release operated with one hand Y point to some pertinent informa- 


SAFETY LOCK — Operates in 6 height locking positions tion being brought out, as we are 
all aware of how the aftermarket 


HIGH LPT — 24” lifting stroke distribution pattern has_ been 
SADDLE ADJUSTMENT — from minimum of 19” inside-to inside i growing more complex than ever. 
to maximum of 56%” outside-to-outside. i “Our panel participants are of 
FORWARD REACH OF SADDLES — 1412” from cylinder to = such prominence that you would 
front of saddles . expect to find such caliber only 
SADDLE LOW — 84” 4 on a national program.” 

nee Clyde C. Schulte is B-36’s pro- 
SABLE NOH — 32% < gram chairman and his assistant is 
CAPACITY — 3000 Ibs. Model WA-56 = John E. Bottom. V. L. “Dick” 
f Richards, past president of B-36, 
has assisted also on this particular 
program, which will be moderated 
by William C. “Bill” Herbert, edi- 
tor of SOUTHERN AUTOMOTIVE 
JOURNAL. 

The preliminary program will 
begin with cocktails for Boosters 
and jobber guests from 5:30 to 
a 6:15 p.m. A buffet supper will 
a run from 6:15 to 7:15 p.m. and the 
positions (Note regular B-36 meeting will be held 
— ' from 7:30 to 8 p.m. The panel dis- 
positioning of 7 a : cussion is set to run from 8 to 
_ 10 p.m. 





Lifts entire end of any car for faster tire changing, brake service, and 
the many other services for which one end of vehicle must be raised. 
4 wheel load carrying feature allows jack to move fore and aft during Major “Buck” Knight is a new 
raising and lowering of vehicle . . . prevents tipping and undue strain salesman for Ruark & Cox, manu- 
on jack and bumper. By tilting jack backward to bring rear wheels facturers’ representatives, High 
in contact with floor, it is easily turned from one side or the other for Point, N. C., it was announced last 
easy maneuvering and positioning under vehicle lifting points. For month. James Ruark and Al Cox 
complete details on this new WA-56 Air Jack, see your jobber or are principals in the firm. 

write us direct. 


Knight Joins Ruark & Cox 


Weaver Manufacturing Co., Springfield, Illinois, U.S.A. “We have recently added Fram 


oil filters and Armstrong shock 

SERVICE SHOP EQUIPMENT absorbers on a warehouse basis,” 
ine n . . 

Sin » Post Roll- “on, Free-Wheel ond Rains © ete . é announced George P. Rogers, presi- 

Unit Lifts .. Wheel A - Headlight Testers dent of Walter S. White Auto Parts, 


"Brake Testers . . Wheel Balancing Equipment . . Jocks . . a 
Wheel Dollies . . Cor Washers . . and Air Compressors. Inc., Birmingham, Ala. 
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TRU-TORQUE |—— He Hew 
K. O. Lee 


You Can Rely On 
TRU-TORQUE 
Safety Cups 

with 

Metal Expanders 
for Smooth, 

Positive 
Action! 


Reaming Sets 


Operators like TRU- Designed to service late model engines which have valve guides 
TORQUE because they in- cast as part of the cylinder head. In this new type head, it is the 

; eae valve which has to be replaced. This is accomplished by reaming out 
sure perfect functioning the valve guide for oversize stem valves. Most of the engine and 


of the hidden parts in valve manufacturers now offer at least three sizes of oversize valves. 
wheel cylinders through- The Lee Reamer Guide provides a true alignment with original 


A : guide bore using Lee Self-expanding pilots. The reamer is held 
out the life of a brake job. rigid with reaming bushing during reaming operation. Simple to 


Now made of high heat operate and extremely accurate. 

° Snerial co wailahle cervice Ford Mercury incaln rnevrole 
resistant rubber! Special sets available to service Ford, Mercury, Lincoln, Chevrolet, 
Plymouth, Dodge, DeSoto, Chrysler 


R55 Reseater Power Drive adapts to these valve guide reaming sets. 


dem ge) tele) 3 Clip ad to your letterhead and send for Literature 
Prod 


uct of Otto Items, Inc 











1200 Reco Ave ° St. Lovis 22, Mo K. O. Lee Company, Aberdeen, S. D. 


STOP ‘Carcn their eve! $1 s 0 0 0 
LET THIS GIANT GENERATOR 
(312 ft. long, 2 ft. high, 6 ft. around) | fj 
first 9 month 
( IDEAL FOR my ws on s 


TRADE MARK YOUR 

@ LOCATION |§ AUTOMOTIVE SERVICE ‘ . t RV I ¢ | N G 
2 TUNE UP SHOPS 

@ BUSINESS fi 


SERVICE STATIONS 


— & LAOS 


CRATED F.0.B. CHAT., TENN. $59.95 

















COLORS 
@ BLACK HI-LITE COMPANY Harvey Jones Company, Reseda, Calif., 
@ YELLOW 3227 ROSSVILLE BLVD. says: “Radiator business was new to 
@ RED CHATTANOOGA, TENN. me until | opened my shop. In the first 

9 months, I grossed $18,000! This was 

due to my fine Inland equipment, plus 
the instructions and sales aids received at your school!” 
There's a real radiator-servicing opportunity in your area 
right now. Every auto-truck-tractor Owner is a prospect. 
Inland, world’s largest radiator servicing equipment mfgr., 
offers equipment, Pays-for-Itself purchase plan, and free 


training. 
1108 Jackson St., 
INLAND MFG. Co., Dept. SA-5, Omaha 2, Nebr. 


Perr eee es 22s es 
INLAND MFG. CO., Dept. SA-5, 1108 Jackson St., Omaha 2, Nebr 


Please send new free book, ‘Blueprint for Profits." 

















TOPS for TODAY’S 
Aigh compression engines! 


Here's the finest lubricant that ever 
hit a crankcase . .. an oil supplement 
that withstands flash temperatures of 
g ENGINE—NOT Why better than 4000° F. .. . that forms 
a's gc THEN CRGINE LIFE protective film on contact that won't 
f yor © SAVES Gt age burn off or run off cylinder walls. 
yses FOP rin © Quiet; he! Miracle Power halts “dry starting 
A ost Se Or une damage. 
all Your customers will say thanks fr- 
introducing them to Miracle Power. 


for Free ADDRESS 

48-page /Kaig STATE 
book BY TITLE 

MIRACLE POWER PRODUCTS CORP , H If dealer, make of car sold 


1101 Belt Line Avenue Cleveland 9. Ohio Are you now operating o radiator dept.? Yes No 


See your jobber for profit details! 


—_-- 1 ee a 
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HERE’S THE BEST REPAIR 


for tubeless tires and tubes... 

















\ P. O. BOX 


the complete line of 
tire and tube repair materials 


ACE RUBBER COMPANY 


New ACE CHEMBOND Cold 
Chemical Patches combine all 
the desired features for the 
ultimate in fine repair work. 
Available in two round and two 
oval sizes. When applied with 
ACE Chembond Cement, they 
make lifelong repairs, ready for 
immediate use. 


WRITE FOR ILLUSTRATED DETAILS 







6147 / DALLAS 22, TEXAS 








A REVOLUTIONARY “FIRST” FROM IMCO 





first with the 








complete brake job ina box! 


Stop “shop-wandering”. Every- 
thing at the finger tips: Emory 
paper, cotter pins and lubri- 
cant. All in a_ polyethylene 
bag..A must for superior brake 
jobs. Retail value, 25c, but 
yours at no added cost. As 
usual, you get more to like 
with Imco. 


Brake Shoes * Universal Joints * Water Pumps 


THE IMCO MFG. & SALES CORP. e BALTIMORE 2, MD. 


only 
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Appointment of Richard E. Reich 
as vice-president of sales for Pro- 
to Tool Co. has been announced 
by M. S. Bandoli, senior vice- 
president—marketing, Pendleton 
Tool Industries. Since 1956 Reich 
had been product sales manager 
for the company, and earlier he 
was assistant sales manager of 
Penens Tool Corp., another mem- 
ber of Pendleton Industries. 


Ernest A. Tapp Dies 
In Kansas City, Mo. 


RNEST A. Tapp of the firm of 

Jobbers Supply Co., Kansas 
City, Mo., died last month follow- 
ing a heart attack. 

He was the third of three broth- 
ers associated in the firm to die 
within the last six months, the 
other two being James F., who 
helped found the business, and 
Elmer C. Tapp. Tapp and _ his 
brothers had operated the firm for 
25 years. He was a co-founder of 
the Automotive Warehouse Distri- 
butors Association, and a member 
of its board of governors since its 
formation in 1948. Last November 
he was elected first vice-president 
of AWDA, an office he held until 
his death. 





Burns Opens in Columbia, S. C. 


Burns Auto Parts has opened at 
1125 Calhoun St., Columbia, S. C., 
headed by Ed. H. Burns, formerly 
with The Parts Co. of that city for 
14 years. Assisting Burns is Her- 
bert Sox, formerly with General 
Auto at Columbia and The Parts 
Co. 





Enloe Joins Shreveport Firm 


James T. Enloe, formerly with 
Automotive Parts Warehouse, 
Henderson, Texas, has joined 
Chain Battery and Automotive 
Supply, Inc., Shreveport, La. Val 
H. Rhodes succeeds Enloe with the 
Texas firm. 
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Sales Volume Booms Upward for 91%; 
Collections Remain a Thorn in Side 


ALES volume this year is easily 
keeping well ahead of the same 
period of last year for a great ma- 


jority of wholesalers over the 
South and Southwest. 
Answers to a _ questionnaire 


mailed to 350 last month showed 
91% with gains over the same 
first three months of 1958, with 
many listing increases 20% or 
greater, and a few running even 
higher. Six per cent reported 
downturns and three per cent 
tallied up the same business. 

Bright outlooks for 1959 as a 
whole accompanied many replies, 
such as: 

Kansas—‘‘Sales volume up 31%. 
Construction locally on a boom.” 

Louisville, Ky. — “11.4% in- 
crease. Looks like a good year.” 


A Reader Su 





Birmingham, Ala.—‘“Up about 
20%. This should be a good year 
with some hard pushing by job- 
bers and good sales promotion.” 

Small Texas city—‘58% over 
1958. Business better all along the 
line.” 

Austin, Texas—“Approximately 


five per cent higher. Business 
looks good for 1959.” 
Jackson, Miss.—‘‘22% increase. 


Conditions good generally.” 

Piedmont South Carolina city— 
“Up 24.6%. Business is good, but 
collections still continue to be our 
biggest problem. We believe this 
will improve from here out.” 

(Collection trouble appeared in 
many other reports received. For 
example, a jobber in a small Texas 
city complained, “Our greatest 
problem is collecting. Some of our 
bigger accounts have begun to be 
slow.’’) 

“Competition gets rougher,” 
said a South Carolinian. “Every 
dollar you make is blood money.” 
He was ahead of last year’s sales 
by eight per cent. 

A Texan whose sales were 
about the same as for 1958 com- 
plained, “We have calls for mer- 
chandise, but cannot fill due to 
factory supplies.” 

A Norfolk, Va., executive whose 
business was up 14% said he 
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would be “anxious” to know job- 
bers’ reception to an anti-freeze 
manufacturer’s contracts for 1959 
at reduced commission rates. 

A Kentuckian said his biggest 
problem was “lack of trained per- 
sonnel, due mostly to the auto- 
motive service industry being un- 
able to pay comparable wage scale 


with other crafts. The answer: cut 
out so much chiseling so that we 
can have enough profit to compete 
with other industries for help that 
is capable of being properly train- 
ed.” 

A Columbia, S. C., wholesaler 
whose volume was up four per 
cent said, “I think that if we job- 
bers would quit cutting prices— 
some by a hidden method—we 
could stop hollering about having 
more volume and less profit. It 
is time for us to stop being in 
business for the manufacturers.” 






















el 
ha 
ese " re) 
‘ Th ast PY*.. Stant P otive 
, det deriine con st 
L Cops OP gnest PM icy me. 
nis Lop palit] | _ 
yr eo pos “ne ve 
t - 
seth 9” ore OM part mem, 
cast cos p ices fe Fac 
chang A psoleseé 
. ‘ 10 
ers . pro™ 
ber pigoly PO ey and OF 
cap ic ‘= qnish 
\  Coppet n \ ag life 2a bao 
piated ganiliat er pe 
pears at eve ect 
‘ at 13 Pa com 
ov 
camin@ \WG co ‘ 
jane 
stant wars - 
. 


USED ON AMERICA’S FINEST AUTOMOBILES AS STANDARD EQUIPMENT FOR A GENERATION | 
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Change TUBELESS eres 


FASTER and EASIER! 





KEN quality + job-designed 


T-6 TIRE TOOLS 


Passenger Cars @ Light Trucks 


Used and recommended by leading tire 
makers. New, improved design for both 
tubeless and tube-type tires. Won't dam- 
age tubeless sealing features. Length: 18". 


USED IN PAIRS 


Mounting first bead 


Mounting second bead 


. 
EN Sd 
eeTTAS 


Final demounting operation 





SEE YOUR JOBBER 


SAVE LABOR, TIME AND MONEY. 
INSIST ON KEN TOOLS, Finest Quality 
and Design. Largest Exclusive Mfgrs. of 
Tire Changing Tools and Equipment. 


The KEN-TOOL Mfg. Co. 
AKRON 5, OHIO 
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Ever see the manager of a long-time jobbing establishment acting as a 
caddy for a factory man? You're seeing it here, all because Charles E. 
Kennard (center) promised J. W. “Bill” Walters (right), Washington, 
D. C., zone manager of United Motors Service, that if the latter would 
visit the Ingleside Hotel near Staunton, Va., “on a vacation basis,” 
then the manager of Coiner Parts Co. would caddy for him. Blair C. 
Coiner is owner of the resort hotel as well as of Coiner Parts. Walters 
brought with him Merle L. “Bud” Creel (left), sales manager of Creel 
Brothers, Inc., Washington, D. C. 


The 18.5% increase chalked up 
by a firm in a small North Caro- 
lina city was attributed to opening 
two one-man stores last year. 

A Baltimore, Md., company’s 
sales were off $70,000, accruing in 
February and March and made up 
entirely of chain business “which 
we had last year and none this 
year.” 

The coal strike was blamed for 
the decline of eight per cent re- 
ported by a Virginian. 

The drop of a third in sales by 
a coastal Texas house was attri- 
buted to an oil company strike. 





Cartersville, Ga., Firm 
Changes Ownership 


UALITY Parts Co., Cartersville, 
Ga., formerly owned and op- 
erated by F.C. Mills, Jr., has been 
sold to S. B. Moore, Jr., who had 
worked in the business for ten 
years, and Frank Kennedy, form- 
er manager of Automotive Supply 
Co. in that city. 
Lines and personnel will remain 
unchanged. 
Mills has been a leader in the 
Georgia Automotive Wholesalers 
Association. 





Barnes Opens Branch 


A branch store in North Baton 
Rouge at 4510 Winbourne Ave. 
has been announced by W. P. 


Barnes, Jr., owner of Barnes Mo- 
tor Supply, Baton Rouge, La. 











ANNOUNCING! 


...@ new 
automotive service 





factory rebuilt 
BRAKE CYLINDERS 


Two more profit builders for 
you in the growing Pick line 
of quality brake parts. Pick 
wheel cylinders and "'steel- 
sleeved" master cylinders are 
completely and carefully re- 
built to assure "like new" per- 
formance. Order from your Pick 
jobber when you order Pick 


Bonded Exchange Shoes. 
PICK MANUFACTURING CO. 


Automotive Division 
West Bend, Wisconsin 
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SAFEST MADE! PROVEN! 


ACRYLIC 
CLEANER & 
POLISH 


Use on all acrylic finishes. an en on or iginal 
acrylic-finished cars — now, most new cars 


ANOTHER Bectine/ MONEY MAKER 
have this finish. Cleans and polishes with a 
quick, light rub. Leaves a protective coating. 


eh jiFFY-PULL 


PRODUCTS FEATURED ON PAGE ONE ‘\ A ONE MAN 


“READY-TO-GO” _ «= 
“~u. HEAVY-DUTY 


— JACK 


-_ 







[(F= 
(— 
OWN 



































DEPENDABLE BATTERIES 
for more than 30 years 


Automotive, Marine, Motorcycle, 
Aircraft. 
We OurTsex. ... BEcAusE 
We Out SERVE 
We also Repair and Rebuild ALI 


InMA APPROVED 




















rie Makes . . . Automotive, Industrial _ 
eae and Railroad AUTOMOTIVE ALIGNMENT] JUST THE TOOL YOU NEED 
RIES TO PULL DAMAGED BODIES 
YOCAM tc , Inc. BEE LINE COMPANY AND LIGHT FRAME JOBS. . 





Service Branches in Tampa, Miami, Jacksonville |__ DAVENPORT, IOWA 


and Pensacola, Fla., and Columbus, Ga. 

















THE ORIGINAL 


ramity || NU-MA-CO 









Acclaimed 





DETROIT’S [24% || russer sraxe 
best... Pizeraunder ADJUSTING 


HOLE COVERS 












One of the country’s most popular 


roe’ LULLER 


800 ROOMS 
WITH BATH 





These are BIG PROFIT items, a CINCH to sell 
from ‘4 with brake check-ups and grease jobs! 

.. featuring convenience, comfort, © Seals adjusting hole of all BENDIX BRAKES! 
quality! A cosmopolitan atmosphere in GARAGE avail- © Expansion grooved! Full-length lip seals out all water, 
home-like setting. In the center of all able at nom- dirt, grease! 
downtown activities. Newly decorated. inal charge. © Easily snapped on ANY backing plate — REGARDLESS 
Ultra modern, comfortable guest rooms ... a OF THICKNESS — in seconds! 
excellent food at moderate prices in ie gis Be © Display Cards and Bulk Orders Available 
our modern coffee shop and cafeteria. guests in 

PARKING LOT. PATENTED Send for catalogue show- 


Radio and Television in room. ing other items that may 


also be of interest to you. 







Air Conditioned rooms in season. 
DON’T BE FOOLED 


by substitutes! 










FACING GRAND CIRCUS PARK peerce 


DETROUaccuica | -fge 


Harry E. Paulsen 
General Manager F 


SEND COMMUNICATIONS TO 


NEWNAN MACHINE CO. 








P.O. Box 737. Providence 1 R. I. 
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Improved Engine Performance 


with BRISKO'S 


Fuel Pressure Regulator 


, List Price only 


$9.99 


Customary 
Jobbers 
Discounts 


Attractively boxed in 


display type  con- 
tainer for wall or 
counter 


Used on Cars © Trucks © Tractors 
Boats ¢ Industrial Engines 


Eliminates Hot Engine Stalling e Vapor Lock 
e@ Hard Starting of Cold and Hot Engines 


Easy fo Install @ Fits All Cars 


GUARANTEED SALES 


if the car owner is not completely satisfied with 
improved performance and better gas mileage 
after 30 ez of driving, his money will be re- 
funded in full. 


BRISKO'S 
Automatic Choke Heater 


Corrects Heat Tube Troubles for Life of Car 


Fits Fords @ Mercury e Lincoln @ Edsel 
Chevrolet @ Oldsmobile @ Chrysler 


List Price only 


$9.79 


Customary 
Jobbers 
Discounts 


e@ Operates efficiently in any 
climate 


e Installed in minutes 

e Absolutely trouble-free 

e@ Nothing to wear out 

@ No holes to drill 

e No studs or bolts to remove 
Brisko's Automatic Choke Heater supplies ie 
pave oir, super-heated by unique wo '° 
msure fast choke epee. Less oil di a 
more economy, greater power, longer engine 
life, and elimi tes costly carburetor overhauls 


Order from your Parts Jobber or write to — 


BRISKO’S 
MILEAGE-SAVER, ~ 


Factory and Sales: Box 38, OJIBWA, WISCONSIN 
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At the meeting of the Joint Operating Committee held at the Plaza 
Hotel, New York City, recently, plans were laid for making the 1960 
International Automotive Service Industries Show at the New York 
Coliseum, February 10-13, an even greater success than was the one 
held last February in Chicago, which has been hailed by many as the 
“best ever.” The brochure with floor plan and space applications are 
scheduled for mailing June 1. Members of the JOC are (I. to r.): seated, 
Don H. Teetor, Perfect Circle Corp.; Walter H. Teeters, Pittsburgh Auto 
Equipment Co.; Chester A. Klein, Republic Auto Parts, Inc.; Charles 
S. Rogers, P & D Mfg. Co., chairman; Benton H. Rosen, Franklin Sup- 
ply Co., vice-chairman; Virgil C. Smith, Auto Parts Co.; C. Hazard 
Beckford, Franklin Auto Supply Co., and William A. Raftery, Signal- 
Stat Corp.; standing, Paul R. Smith, Commercial Solvents Corp.; Ruth 
Hall and Hubbard H. Erickson, Jr., A. B. Coffman Associates, show 
managers; E. G. Heeren, The Permatex Co.; James C. Parker, Sharp 
Automotive Supply Co., Chattanooga, Tenn., and Stuart G. Phillips, 
The Dole Valve Co. Paul Smith and Heeren were acting representa- 
tives for Harry R. LaTowsky of E. I. du Pont de Nemours & Co. and 
Victor B. Day, Bear Mfg. Co. 


UMS Transfers Three 
From Southern Posts 


i poogg promotions from South- 
ern field sales to marketing 
assignments in the central office 
marketing department of United 
Motors Service Division of Gen- 
eral Motors, announced by Thomas 
F. Plant, division general sales 
manager, are: 

Peter J. Delano, from assistant 
zone manager in St. Louis to 
marketing specialist—Delco-Remy; 
Louis A. Pillow, from district 
manager in the Memphis zone to 
marketing specialist—Packard Ca- 
ble and Rochester Carburetors, 
and Clifford R. Morgan, from 
district manager in the Atlanta 
zone to marketing specialist— 
New Departure and Hyatt Bear- 
ings. 


Little Rock Firm Hires Boone 


Miles Boone, most recently man- 
ager of Philips Auto Supply, El 
Dorado, Ark., has been named to 
cover special assignments through- 
out the organization of Voss-Hut- 
ton-Barbee Co., Little Rock. 
George Rea, former salesman for 
the firm, replaces Boone at Philips 
Auto Supply. 


K-D lamps and Perfect Circle 
rings have been added by Halmar 
Parts Co., Grand Prairie, Texas, 


according to Rex Teaff, bookkeep- 
er. 








This is the ultimate in Wall Cabinet as- 
sortments. It contains Assembled Contact 
Sets, Condensers, Heavy Duty Sets, Caps, 
Rotors, Brushes, Bushings, Coils, Regula- 
tors, Relays, Switches, etc., a complete 
stock to cover any type of ignition service 
requirement. Service Doors provide extra 
shelf space without increasing length of 
cabinet. If you are looking for the finest 
gnition stock, combined with the tops in 
cabinet convenience — here it is! 
For details on this and other assort- 
ments in the complete Shurhit line, see 
your jobber or write us for 
hit Catalog No. SS. 
Shut 





Shurhit propucts, inc. 
Waukegan, Illinois 


WORLD’S FINEST IGNITION 
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"Chuck" Davis Becomes 
Chicago Editor 


HARLES H. “Chuck” Davis has 

resigned as executive secretary 
of the Florida Automotive Whole- 
salers Association and on June 1 
will become executive editor of 
Jobber Product News. 

Davis will also be a vice-presi- 
dent of Stanley Publishing Co., 
the parent organization, which 
headquarters at Chicago. 

The Floridian has had four 
decades of automotive experience, 
accounting for his wide acquaint- 
anceships throughout the industry. 
In his earlier years he worked for 
the Kansas City Star and the Den- 
ver Post and after World War I 
founded Service Auto Parts Co. in 
Knoxville, Tenn. In 1925 he be- 
came the first manager of the 
newly-formed National Automo- 
tive Parts Association, a position 
he held for five years. 

He left NAPA to become vice- 
president and general manager of 
Spencer Mfg. Co., Spencer, Ohio, 
and subsequently organized Nu- 
Strut Flexible Piston Co., Medina, 
Ohio, an affiliate of Permold Co. 
His manufacturing experience to- 
taled ten years. 





Charles H. “Chuck” Davis 


For a short time Davis was 
Southeastern field representative 
of Motor and Equipment Whole- 
salers Association. In 1954 he be- 
came the executive secretary of 
the newly-born FAWA, which has 
expanded rapidly in the interven- 
ing five years. 

The announcement of his new 
connection stated that Davis “feels 
it is his opportunity to render 
greater service to the automotive 
industry and the rapidly-expand- 
ing state and regional association 
movement, paralleling the pro- 
gressive unification of the auto- 


motive aftermarket group on the 
national scene.” 

Several applicants were report- 
edly being considered for the va- 
cancy at FAWA. 





Dallas, Memphis Managers 
Are Changed by UMS 


(— E. Grosch, Memphis 
zone manager, has been named 
to the new post of marketing man- 
ager of the Delco-Remy line and 
James R. Keesee, Dallas zone man- 
ager, has succeeded him at Mem- 
phis, United Motors Service Divi- 
sion of General Motors announced 
this month. 

Gerald G. Hein, assistant Den- 
ver zone manager, was appointed 
to the Dallas position. 





Bishman Names West Virginian 


George M. Scott, Box 1086, 
Charleston 24, W. Va., has been 
named West Virginia representa- 
tive for Bishman Mfg. Co. 





Davis and Davis, Port Arthur, 
Texas, has added Maremont muf- 
flers and tailpipes to its lines, an- 
nounced Manager-Owner J. E. 
Davis, Sr. 








SAFEST MADE! PROVEN! 


ACRYLIC 
CLEANER & 
POLISH 

















Se 






MECHANICALLY -OPERATED 
REQUIRES NO ELECTRICITY 
SAFETY ENGINEERED 








Use on all acrylic finishes. Proven on original 
acrylic-finished cars — now, most new cars 
have this finish. Cleans and polishes with a 


quick, light rub. Leaves a protective coating. 
SEE MORE PERMATEX 
PRODUCTS FEATURED ON PAGE ONE 















WASH AN ENTIRE ENGINE BLOCK 
OR 200 LBS. OF PARTS... 


AUTOMATIC 








HOT TANK 
POWERMASTER Jf Bettie 
DEGREASER POWER 

AGITATED 


REDUCE OPERATING COSTS! 














Tested by leading Engine Manufacturers 
VIVID RED SIGNAL 


ACTUATED DIRECTLY by pres- 
sure drop across air cleaner 

RISES GRADUALLY to warn 
when filter is approaching 
efficiency limit 

LOCKS IN FULL VIEW when 
filter requires servicing 











YAiAtia 


No other like it! Operates in any 
position; can be mounted directly on 
air cleaner, at intake manifold or 








dachh A 
‘a 








Approx. a , d for all dry-type and oil-bath 
Actual air cleaners on Diesel, gasoline or gas engines 
Size Simple, tamper-proof, unfailing, inexpensive. 


BACHARACH INDUSTRIAL INSTRUMENT CO. 
200 N. BRADDOCK AVE. © PITTSBURGH 8, PA. 


RUSH details on Engine Air Filter Service Indicator 


NAME 














Write for Literature COMPANY 
America’s Foremost Producer of Parts Cleaning aay | STREET ADDRESS 
2: CORR ery Va SCP GLO Re | City 2 STATE 
2840 4th Av M , 8, M pekdibiuibticlimesidbimesandneanadaaeee 
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Automotive NEWS BRIEFS 


(Continued from page 15) 





ture a uniform guarantee that will 
be honored by members through- 


Largest Tire-Test Track 





with the 


Binalon® Diaphragm 


“Certified test results: 


Continuous operation “1000 hours 
at 80mph without breakdown —— 
equal to 4 times around the world” 


Only Binalon® — bonded 
DuPont nylon and bina 
rubber — will withstand 
this punishment. 

An exclusive feature of Kem 
Fuel Pumps, 


Send for 
FREE BOOKLET 
on FUEL PUMP 
TESTING and 

SPECIFICATIONS 


Firm name 
Address 


C0 Gas station [] Repair shop [] Wholesaler 
Your parts distributor 


KEM = 


4 a. ale lalthiclal 
Fair Lawn, New Jersey 





Please Return Coupon for 
Model Number Sheet SA-5 
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Gets Underway in Texas 


ONSTRUCTION of the world’s 

largest tire-testing track by 
General Tire & Rubber Co, got 
underway near Uvalde, Texas, last 
month. 

Designed by the company’s cen- 
teral engineering division, the 
eight-and-one-half-mile, two-lan- 
ed testing oval is expected to be 
completed and available for tests 
by Sept. 1. 

The cost will exceed $400,000, 
according to President W. O’Neil, 
who said the site “offers near- 
perfect conditions required in this 
vital phase of our tire research 
and development activities. Its 
temperature conditions, its more 
than 5,000 acres of uninhabited 
land and its Caliche rock base 
best meet the requirements of such 
a tire-testing track.” 

A high-speed testing facility, 
the track will have one-mile-ra- 
dius turns and straightways of ap- 
proximately a mile. Over-all it 
will be 44’ wide on an eight-inch 
compacted base. The top surface 
will be rock asphalt. 

The outer lane, designed princi- 
pally for testing automobile tires, 
will be banked to meet the speed 
requirements. The inner lane 
is designed for truck-tire testing. 
Lanes will be_ enclosed’ by 
deer-proof fence on both sides. 
Service facilities will include a 
3,000-square-foot office building 
and an 8,000-square-foot garage 
for the truck and automobile fleet 
to be operated there. 


New Muffler Group 
Aims for Volume 


Macs aims announced by the 
newly-formed, non-profit Na- 
tional Association of Muffler Ex- 
perts (N*A*M*E) are to promote 
greater business volume and more 
profitable operations for its muff- 
ler installation shop members. 
Organized in March, with ex- 
ecutive headquarters at 1913 Wal- 
nut St., Philadelphia 3, Pa., the 
group will also foster ethical prac- 
tices throughout the muffler in- 
stallation industry, develop im- 
proved standards in materials, 
methods and equipment, and fea- 


out the country. 

N*A*M*E_ will cooperatively 
sponsor a national advertising and 
public relations campaign design- 
ed to create consumer recognition, 
preference and prestige for mem- 
bers, it was announced. The asso- 
ciation is providing a complete 
kit of standard advertising, pub- 
licity and promotional materials 
for local and regional use by mem- 
bers. 

Membership is available to in- 
dependent persons, firms or corp- 
orations who make a specialty of 
installing mufflers and exhaust 
systems. 

Officers are Roy Goldstein, 
president of Rapco Muffler Serv- 
ice, Inc., Philadelphia, president 
and treasurer; Irving Fertel, presi- 
dent of Muffler King, Inc., New 
York, vice-president, and Albert 
Green, Miles Muffler Shops, Har- 
risburg, Pa., secretary. Directors 
include William Untracht, presi- 
dent of Easco Auto Seat Covers 
and Mufflers, Inc., Union, N. J.; 
Irwin Jennis, president - Kar- 
Kwick Service, Newark, N. J., and 
Paul Teryl, vice- ets a of Kar 
Muffler Service, Inc., Buffalo. 








QUALITY PRODUCTS 


For the wash rack trade 


Sold throughout the U.S. by 
major jobbers since 1933. 


The line that is fully guranteed. 


ADVANCE CENTURY MFG. 
co. 


Greenville, S. C. 
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DONT CHISEL FOR MUFFLER PROFITS 
USE 


the Befofoy MUFFLER GRIPPER 


GAR. NET. 
PATENTED U.S.A. 


NO BANG + NO SLIP + JUST GRIP 


NEW Beffey GRIPPER 


K AUTOMATICALLY ADJUSTS TO ANY CONTOUR 


FROM 1'/," TO 2!/." PIPE OR MUFFLER END 
* LIGHT WEIGHT — * EASY TO USE— * TEN SECOND OPERATION 


%* QUICK — % POSITIVE — %& SINGLE ADJUSTMENT 
M nares INSTALLATION QUICKER 


+ INCREASES PROFIT PER JOB 


MUFFLER propucts corporation 


P. O. BOX 492 HOUSTON 1, TEXAS 
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North Carolina’s oldest automobile dealers from the standpoint of serv- 
ice were honored during the annual convention of the North Carolina 
Automobile Dealers Association at Pinehurst last month. Presented 
“The 50-Year Award” for 50 or more years in the industry were 
(l. to r.): G. C. Thomas of Charlotte, Howard L. Rose of Rocky 
Mount, Lee A. Folger of Charlotte and Guy E. Cline of Lincolnton. 


New Mexico Dealer Panel 
To Spark Convention 


A TWO-HOUR panel discussion by 
members of the New Mexico 
Automobile Dealers Association 
will highlight the group’s 30th an- 
nual convention to be held May 
22-23 at the Western Skies Hotel 
in Aubuquerque. 

In addition, convention speakers 
will include H. L. Galles, Jr., Albu- 
querque Cadillac-Oldsmobile deal- 
er, who is president of the National 
Automobile Dealers Association; 
Robert F. Leonard, regional sales 
manager of Ford Motor Co.; Byron 
Nichols, vice-president in charge of 
corporation sales, Chrysler Motor 
Corp., and James W. Gavagan, ve- 
hicle marketing manager of The 
Saturday Evening Post. 

A golf tournament with prizes 
has been planned for all attendees, 
with special entertainment to be 
provided for the ladies. 


Some Electrical Changes 
Are On Their Way 


ae and diodes — the 
tiny electronic devices so vital 
to the aircraft and missile indus- 
tries — will play an increasingly 
important role in the automotive 
electrical system of tomorrow’s au- 
tomobile, engineering executives of 
General Motors’ Delco-Remy Divi- 
sion believe. But the extent of their 
usuage is still far from determined. 

How fast the industry may move 
toward electronic ignition and gen- 
erating equipment for passenger 
cars will depend upon at least 
three important factors, according 
to J. H. Bolles, director of sales 
iid engineering for the division: 

1—The extent to which car 
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manufacturers further increase 
electrical loads and engine com- 
pression ratios. 

2.-—The willingness of car own- 
ers to pay for the advantages in- 
herent in electronic systems. 

3.—The ability of those man- 
ufacturing transistors to develop 
improved and less expensive tran- 
sistors that will make possible 
electronic units more nearly com- 
petitive with today’s conventional 
electrical systems. 

Delco-Remy introduced last June 
an alternating current generator 
with six silicon diodes built into 
the end frame of the unit. The di- 
odes serve to rectify or change the 
alternating current into the direct 
current needed for the vehicle’s 
operation. The a.c. generator’s 
principal advantage is its ability 
to generate sufficient output even 
at slow city driving speeds to sup- 
ply the requirements of a car load- 
ed with accessories such as air 
conditioning, etc. 

At the same time Delco-Remy 
announced a companion all-transis- 
tor regulator which completely 
eliminates mechanical or moving 
parts such as springs, hinges and 
contacts. 

As engine compression ratios 
have climbed during recent years, 
the ignition system also has been 
under careful scrutiny to weigh 
the advantages of electronic sys- 
tems. Bolles says Delco-Remy has 
developed to the point where they 
are “ready for the market” both a 
transistorized ignition system and 
a high-voltage system making use 
of cold cathode thyratron tubes 
and a transistorized power supply. 

Present germanium transistors 
are limited in their voltage-hand- 
ling ability, Bolles points out. High 


voltages are needed to fire fouled 
spark plugs, one of the big service 
problems especially for cars driven 
a major part of the time in city 
traffic. 

Delco-Remy has countered the 
limitations of the present germa- 
nium transistor with the develop- 
ment of an ignition unit using sev- 
eral transistors in series. This tran- 
sistorized system eliminates the 
need for frequent replacement of 
contact points, and in addition 
gives much greater spark plug life 
and a_ substantial reduction in 
spark plug maintenance, Bolles 
states. 


Fram Elevates Kosten 


Robert T. Kosten has been nam- 
ed vice-president in charge of job- 
ber sales by Fram Corp., according 
to President Theodore Belling. 
Formerly sales manager of the di- 
vision, Kosten joined the organiza- 
tion in 1947 as salesman in the 
Midwest area. He was transferred 
to the home office in Providence, 
R. I., in 1952. 


Atlanta SAE Hears Ferguson 


“Driver Responsibility for Safe- 
ty” got an airing when the May 4 
meeting of the Atlanta (Ga.) Sec- 
tion of the Society of Automotive 
Engineers heard Cpl. Marland Fer- 
guson of the Georgia Department 
of Public Safety. Marland also 
showed a film, “Georgia Traffic or 
Killers on the Highway.” 


Joseph E. Bayne, one-time sales 
chief of Plymouth Division and 
later sales manager of Lincoln- 
Mercury Division and, until about 
a year ago, on the sales staff of 
Mercury-Edsel-Lincoln Division of 
Ford Motor Co., rejoined the deal- 
er policy board of Ford Motor Co. 
Vice-President Benson Ford of 
Ford Motor Co. heads up this 
board. Bayne left his former Ford 
connection while assigned to the 
staff of James J. Nance, who re- 
signed suddenly. 
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Backed by Dealer Survey, NADA 
Aims for Clear Distribution Law 


ACKED by a majority of its 

23,000 members, the National 
Automobile Dealers Association is 
going to try unscrambling anti- 
trust laws which restrict dealers 
and their factories from agreeing 
on anything resembling the terri- 
tory security clauses which once 
were a part of dealer franchises. 

H. L. Galles, Jr., of Albuquer- 
que, N. M., president, announced 
that NADA would seek enactment 
of permissive federal legislation to 
clarify existing anti-trust laws 
“which currently restrict the most 
efficient and economical distribu- 
tion of automobiles and trucks via 
the franchised dealer system.” 

The announcement followed re- 
ceipt of the results of a poll of the 
NADA membership conducted by 
an independent research organiza- 
tion. He said that 52.5% of all 
NADA members registered their 
opinions on the matter of permis- 
sive legislation—an exceptionally 
high percentage of returns by all 
standards. 

In each of the 48 states polled, 
a majority of the franchised new- 
car and -truck dealers responding 
recorded a favorable response. 

69.2% of those expressing an 
opinion, in answer to the survey, 
responded affirmatively to the 
question: “Are you for, or are you 
against, permissive legislation 
which would permit an automo- 
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bile manufacturer (if he and his 
franchised dealers so desire) to in- 
clude a standard provision in his 
franchise agreements which would 
increase the dealer’s incentive to 
concentrate his sales and service 
efforts in his factory - assigned 
area of responsibility?” 30.8% of 
the respondents taking a definite 
stand on the issue replied nega- 
tively. 

A breakdown of the data com- 
piled by Alderson Associates, Inc., 
of Philadelphia, the poll-conduct- 
ing agency, revealed a consistent 
pattern of favorable endorsement. 
The answer pattern remained con- 
sistent regardless of the volume of 
sales involved, the location of the 
dealership or the state. 

For example, small dealers 
(those selling one to 149 new cars 
and trucks annually) voted 67.9% 
in favor of the legislation. Dealers 
in the 150 to 349 new vehicles per 
year category voted 72.3% “yes,” 
and those with an annual sales 
volume of 350 to 749 new cars and 
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trucks returned an affirmative 
vote of 72.6%. 

Galles said NADA is prepared 
to submit immediately a proposal 
for the desired legislation to Con- 
gress for its consideration and en- 
actment. He pointed out that the 
proposed legislation is_ strictly 
permissive and does not require 
anyone to do anything. 

Galles stated the proposal would 
not prevent a franchised dealer 
from selling an automobile or 
truck outside his factory-assigned 
territory, and it would not guaran- 
tee profit or even survival to a 
dealer. 

On the other hand, he pointed 
out, enactment would render sub- 
stantial support to NADA’s qual- 
ity dealer program. 
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Maryland Inspection Bill 
Fails to Be Enacted 


Or" again a move toward en- 
actment of a motor vehicle in- 
spection law in Maryland has 
failed. 

The Automobile Trade Associa- 
tion of Maryland reported to its 
members last month: 

“At the risk of sounding the 
broken record all over again, we 
must regretfully report that the 
automobile inspection bill is dead 
for another session of the general 
assembly. Practically every ex- 
cuse in the book has been used to 
justify the postponement of this 
measure once again in 1959. 

“Governor Tawes failed to give 
his endorsement to the measure, 
as we have previously reported 
to you, and the bill had little 
chance of passage without his ap- 
proval. Your association has met 
with the governor to urge a re- 
consideration of his position but 
without success. The governor has 
suggested that the matter be given 
further study, even though we 
produced evidence that the sub- 
ject has been under continual 
study for 15 years. 

“We believe that Governor 
Tawes could not understand all 
the facts in this important meas- 
ure or he would not have taken 
the position that he did. It is 
therefore our intention to request 
a meeting with him long before 
the meeting of the next session of 
the general assembly. We hope to 
be able to outline in detail to him 
arguments for this bill. We hope 
to have outlined for each and 
every dealer in this state a role 
that he must play if the measure 
is ever to become law. In view of 
the unfortunate experiences that 
have been ours in the 1959 ses- 
sion, you will hear some new 
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“Wow! How much for just bandaging it?” 


ideas on the subject from now on. 

“We have tried every reason- 
able approach to the enactment of 
this legislation and it is now obvi- 
ous that only a _ concentrated 
county-by-county and city-by-city 
contact with every member of the 
general assembly and with the 
governor will see the passage of 
this bill. Your association will plan 
such a program during the com- 
ing months.” 

Maryland is situated between 
two states, Pennsylvania and Vir- 
ginia, which have excellent inspec- 
tion statutes. 


Herlong Dies in Florida 
Lee S. Herlong, owner of Her- 


long Lincoln-Mercury Co., Lees- 
burg, Fla., died last month. 


Chrysler Appoints Dugan 
To Head Dealer Plan 


HRYSLER Corp. has appointed 

Floyd J. Dugan, former man- 
ager of dealer sales for its MoPar 
Division and more recently director 
of sales planning in the general 
sales office, to head up its dealer 
enterprise office. 

Established in 1954, the dealer 
enterprise plan provides oppor- 
tunity for qualified individuals to 
acquire dealerships and furnishes 
them with financial assistance 
which is later repaid through earn- 
ings. Dugan joined Chrysler in 
1953 as district manager for Dodge 
in Cincinnati. 

Motors Holding is the General 
Motors division designed to assist 
new GM dealers in getting started. 
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One squeeze provides a controlled spray 
of a special chemical formula that will 
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ALABAMA 


Alan Sales Co. — Birmingham 
Acme Air Appliance Co. Inc. 
Herman J. Downey — Birmingham 
Jaycee Chemical Corp. 
Tungsten Contact Mfg. Co., Inc. 
W. P. Piperburg — Birmingham 
Lee Filter Company 
Wood-Purvis Co. — Cullman 
Gumout Div. 
Heckethorn Mfg. & Supply Co. 
Kool Kooshin Mfg. Co 


DISTRICT OF COLUMBIA 
C. 8. Carpenter Co. — Washington 


Gumout Div. 


FLORIDA 


R. L. Bridges & Associates — Gainesville 


Pick Mfg. Co. 
Supersite Corp. 

Hirsig-Brantley Co. — Jacksonville 
Fram Corporation 
Gabriel Company 
R. M. Hollingshead Corp. 
Imco Mfg. & Sales Co. 

Manley Valve Corp. 

J. H. Jones — Jacksonville 
Bishman Mfg. Co. 

R. B. Pilkington, Inc. — Jacksonville 
Heckethorn Mfg. & Supply Co. 
Kool Kooshion Mfg. Co. 

H. M. Rogers — Jacksonville 
Climatic Air, Inc. 

Frank W. Coupe — Lake Worth 
Gumout Division 

Maxim Hershey — Miami 
Doan Mfg. Co. 

Max Yaras — Tampa 
Ace Rubber Co. 


GEORGIA 


Aaron & Bell — Atlanta 
Monroe Auto Equipment Co. 
Namsco, Inc. 

Stant Mfg. Co., Inc. 
Warner-Patterson Co. 

Clark-Richards Co. — Atlanta 
Bingham-Herbrand Corp. 
Shurhit Products Co. 

Clayton-Mattie Co. — Atlanta 
Otto-Items, Inc. 

Carl B. Clifton — Atlanta 
Eaton Mfg. Co. (Caps) 

Gene Fike — Atlanta 
Storm-Vulcan, Inc. 

William Kitchens — Atlanta 
Arrow Safety Device Co. 

F. J. Merryman — Atlanta 


Griffin Lamp Co. 
Roy & Hefner — Atlanta 
Official Products Co., Inc. 
N. A. Williams — Atlanta 
Ken Tool Mfg. Co. 
Lamson & Sessions Co. 
Edward Zinnell — Atlanta 
Grand Automotive Products 
tee Filter Corp. 
F. H. Williams Co. — Covington 
} a. Air Appliance Co., Inc. 
Monkey Grip Sales Co 


Universal Lubricating ‘Systems, Inc. 


J. L. Daniell Co. 
Pullman Vacuum Cleaner Co. 
Dave Isom — Decatur 
Jack-Pack Mfg. Co. 
K. O. Lee Company 
George H. Davison Co. — Marietta 
Alondra Sales, Inc. 


KANSAS 


H. E. Russell — Iola 
Gumout Div. 
Arnold Haviland Co. 
Pick Mfg. Co. 
Yankee Metal Products Corp. 
Robert Cullins — Overland Park 
Guaranteed Parts Co. 
E. T. Leahy — Prairie Village 
Storm-Vulcan, Inc. 
D. D. Garberson — Wichita 
K. O. Lee Co. 


KENTUCKY 


J. Paul Saunders — Bowling Green 
Bishman Mfg. Co. 
Lamson & Sessions Co. 
Monkey Grip Sales 
Universal Lubricating Systems, Inc. 
Byron B. Baie — Louisville 
K. O. Lee Company 
Lee B. Hughes — Louisville 
Acme Air Spotteuss Corp. 
Alondra Sales, 
Grand bh -B., ‘Products 


LOUISIANA 


L. M. Cressy, Jr. — New Orleans 
Bishman Mfg. Co. 
Tungsten Contact Mfg. Co. 


MARYLAND 


Thomas 8S. Clark — Baltimore 
D L Products, Inc. 

Cook Sales, Inc. — Baltimore 
Eaton Mfg. Co. 

W. 8. + & Co. — Baltimore 
Pick Mfg. C 
Supersite Corp. 

H. 8S. Lindsay — Baltimore 
Kem Mfg. Co. 

Tom Wilmer — Baltimore 
Storm-Vulcan 


MISSISSIPPI 


Guy M. Parker — Jackson 
K. O. Lee Co. 

Cc. Guy Keen — Meridian 
Kem Mfg. Co. 
Wix Corporation 

Herman A. Shields — Meridian 
Arnold Haviland Co. 
Johnson Bronze Co. 
Rich Mfg. Co 


MISSOURI 


R. 8S. Black — Kansas City 
Doan Mfg. Co. 

Lee Filter Corp. 
Namco, Inc. 
Warner-Patterson Co. 

C. N. Buettner — Kansas City 
Acme Air Appliance Co., Inc. 
Monkey Grip Sales Co. 

Herb Calkins, Inc. — Kansas City 
Grand Automotive Products 

Dennis Company — Kansas City 
Rust Master Chem. Corp. 

R. O. Dickey & Co. — Kansas City 
Jaycee Chemical Co. 

Muffler Products Co. 

Doring & Eyer — Kansas City 
Arrow Safety Device Co. 

E. H. Ebert — Kansas City 
Practical pone Co. 

Charles H. Ko: owsky — Kansas City 
Bishman Mfg. Co 

Frank Libby Co. — Kansas City 
Supersite Corp. 

W. A. Mosher — aes City 
D L Products, 

Griffin Lamp Co” 
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Jack- Pack Mfg. Co. 

Pullman Vacuum Cleaner 
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Wwix See 
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Manley Valve Corp. 
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Ken Tool Mfg. Co. 

Russ Nixon — St. Louis 
Guaranteed Parts Co. 

Walter G. Punt — St. Louis 
Otto-Items, Inc. 


NORTH CAROLINA 


John Cain — Charlotte 
Arrow Safety Device Co. 

Bill Chaney — Charlotte 
Bishman Mfg. Co. 

T. L. Kidd Co. — Charlotte 
Johnson Bronze Co. 
Rich Mfg. Corp. 
Storm-Vulcan, Inc. 

Kirby F. Newton—Charlotte 

em Mfg. Co 
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Stroud & Walden — Charlotte 
Alondra Sales, Inc. 

Ben T. Ward — Charlotte 
Gumout Division 
Jack-Pack Mfg. Co. 

K. W. Norton’s jates — Durham 
Yankee Metal Products 

Charles A. Glover — Fayetteville 
Arnold Haviland Co. 

J. B. Ruark Sales Agency — High Point 
Griffin Lamp Co. 


OKLAHOMA 


Kline — Oklahoma City 
“oo Mfg. Co. 
Pridgen Sales Co. — Oklahoma City 
Gumout Div. 


TENNESSEE 


Goorge H. Anderson — Memphis 
Kool Kooshion Mfg. Co 

c. R. Cunningham — Memphis 
Griffin Lamp Co 

Schuyler Reid Sales Co. — Memphis 
Arrow Safety Device Co. 

Wayne Wilkins — Memphis 
Jack-Pack Mfg. Co. 

McEwen Cherry Co. — Nashville 
Champ-Items, Inc. 

J. R. Tate — Nashville 
Tungsten Contact Mfg. Co., Inc. 


TEXAS 


F. J. Brogan — Dallas 
Monkey —_ Sales Company 

B. B. Burk — Dallas 
Hollingshead Corp., R. M. 
Monroe Auto Equipment Co 

J. 8. Connell Co. — Dallas 
Bingham-Herbrand Div. 
Jack-Pack Mfg. Co. 

Manley Valve Corp. 

H. M. Cree Co. — Dallas 
Eaton Mfg. Co. (Caps) 
Pullman Vacuum Cleaner Corp. 

Crockett-Jordan-Duncan Co. — Dallas 
Kem Mfg. Co. 

P. H. Ebeling, Dallas 
Griffin Lamp Co. 

Albert Jayne — D 
Ken Tool Mfg. Co. 

Dean Johnson — Dallas 
Alondra Sales, Inc. 

Lynn & Hemphill — Dallas 
Heckethorn Mfg. & Supply Co 
Jaycee Chemical Co 
Kool Kooshion Mfg. Co 
Stant Mfg. Co., Inc. 
Warner-Patterson Co. 

McClintock Sales Corp. — Dallas 
Acme Air Appliance Co., Inc. 
Grand Automotive Products 
Supersite Corp 

McDermott & Tighe — Dallas 
U. S. Axle Co 

J. J. O’Connell, Jr. — Dallas 
Otto-Items, Inc. 

W. Frank Russell Co. — Dallas 
Namsco, Inc. 

Schnair Sales oe... — Dallas 
Muffler Prod. 

Shipp & saya _ 

Doan Mfg. C 
Practical Mfg. Co. 
Yankee Metal Products Corp 

Vogel-Swygard Associates — Dallas 
Bishman Mfg. Co. 

Bradley Wayne — Dallas 
Lee Filter Co 

0. C. Zell — D 
Storm-Vulcan, Inc 

W. L. Lyon — El Paso 
Lamson & Sessions Co. 

Automotive Sales Co. — Ft. Worth 
Laher Spring & Tire Cor 

Ruby Copeland — Ft. Wor 
Ace Rubber Co. 

Cash Dean Co. — Ft. Worth 
Muffler Products Co. 

Neal Greenfield Sales Co. — Ft. Worth 
Rich Mfg. Corp. 

Tungsten Contact Mfg. Co., Inc 

Fritz Keller Company — Ft. Worth 
Champ-Items, Inc. 

D L Products, Inc. 

John W. Lovelady — Ft. Worth 
Lamson & Sessions Co. 

Leo Kennedy — Waco 
Arrow Safety Device Co. 


VIRGINIA 
James E,. Duffee — Richmond 
Arrow Safety Device Co. 


WEST VIRGINIA 


George M. Scott — Charleston 
Bishman Mfg. Co. 





when 
YOu 
set up 
Your WORLD RENOWNED 


BRAKE-SHOP-ON-WHEELS!  / SAFETY 


es 





Brake Service business is available 
. . . lots of it! Equip to get maximum 
profits with complete customer 
satisfaction. BE PREPARED with 
AMMCO'S new Brake-Shop-On- 
Wheels. 


You can use it and store it anywhere. 





Comes complete with Brake Drum 
Lathe, Brake Shoe Grinder, Drum 
Micrometer, Brake Cylinder Hone and 
other accessories necessary to do a 
fast, sure, safe, profitable brake job. 
Just one complete job a week pays 
for the equipment and brings a hand- 
some profit, too! 





PROFITS 


> 
Ly 
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WRITE TODAY 
for your copy. New free book- 
let tells how you can increase 
your Brake Business and 
PROFITS. 


AMMCO TOOLS, INC. 
2159 Commonwealth Ave., North Chicago, Ill. 


Want more facts? Use Reader Service Card Page 137 SOUTHERN AUTOMOTIVE JOURNAL for May 1959 
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TODAY’S STAND-OUT 


in steel ring sets 


ss -THE STAND-BY 


for over 2O years 


Know why Hastings Steel-Vent Piston Rings have been 
chosen by two generations of good mechanics—for literally 
millions of ring jobs ? Here’s why: 

Steel-Vent sets are engineered exclusively for replacement 
service. They’re Motor Engineered to handle the problems 
you meet. They put an immediate stop to oil pumping 
because they seat right now, make perfect contact with any 
cylinder wall. 

Steel-Vent oil rings deliver the special lubrication worn 
engines need in vital friction areas. They assure proper 
drainage, prevent clogging with patented side-opening 
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spacer and extra-wide vents. 

What’s more, Steel-Vent’s flexible, 
low-tension inner-spring provides soft- 
pressure contact—reduces wear. Drag is re- 
duced to a minimum by hairline contact rail 
design. Install Hastings rings—the product of 
replacement specialists. You'll be sure of a good, profitable 
job and a satisfied customer. 
HASTINGS: MANUFACTURING COMPANY - 
Hasting Ltd., Toronto 
Piston Rings, Oil Filters, Casite, Spark Plugs 
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EXTRA WALL CONTACTS MEAN 
@ LONGER Oi CONTROL 
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TOP CHROME COMPRESSION RING 


| features: 
Ly @ tapered face design 
S @ instant hairline 
S seating 
ty @ side-sealing action 
@ velvet smooth chrome 
@ pre-seated at factory 











“oot 


CHROME RAIL COMPRESSION RING — 
Cast-iron part features: 
» @ special phosphate coating 
for quick seating 
@ mating action of graphitic 
cast-iron 
@ stabilizing — inner-ring 
action 





Chrome rail features: 
@ an extra barrier @ special oil wiping 
against blow-by action 
@ doubles as an auxiliary oil ring 
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to get the right? oe _—— 
combination of o% Be cmonr con me q 


features: 

@ superior circumferential 
expansion action of 
Duomatic Expansion — 
multiplies number of 
bearing points on the rails 


\ 
PORE. 3 Seen conte” 
| rf @ chrome rails for long life 
{ring actions every 
\ time... power up 

with Ramco 10-up sets 


IN THE FAMOUS SPIRO-SEAL 

OIL RING YOU GET 4 CONTACTS 

Cast-iron section: 

4 @ a full-fledged oil ring 

@ jumbo slotted to 
prevent carbon clog 

@ profiied for quick 
seat-in 

@ graphitic cast-iron for 
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-art of that combination is a RAMCO exclusive 
circumferential expansion action in every set. This gives 
your re-ring jobs side of groove sealing, extra 
oil and compression control. 


Chrome plated two turn segment: 

@ rides free of inner ring 

@ circumferential expansion action 

@ side sealing action 

@ superior conformability 

@ double-life action after seat-in brings 
Spiro-Seal in contact with inner ring 


For example: with C-9 newer engines needing extra oil 
control because of high vacuum operation, get extra side-sealing 
action with circumferential expansion. 


That’s one reason — in a combination of many reasons — 
why you should find out more about RAMCO’S MODERN POWER 
rings. Do it soon? Use the handy coupon below. 


RAMSEY CORPORATION 
3723 Forest Park Blvd., St. Louis 8, Mo 


Yes! Send a free copy of MODERN 


LI OWMEAG LOEB °°" 


PrsTON RING SETS sai 


Ramsey Corporation,a subsidiary of Thompson Ramo Wooldridge Inc. ADDRESS 


Why MODERN POWER with amc 
circumferential expansion action is | ZONE STATE 
important to you is explained in detail in 
this colorful, illustrated book 
Yours FREE when you mail coupon 





